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State of the nation’s economy: 
Up 

Auto Ovutput—Week’s total of 
142,585 vehicles in U. S. plants is 
slightly above previous week’s 140,- 
711, and well ahead of the 134,348 
in the same week a year ago. 

Sree. — Output last week was 
scheduled to be greatest in history 
—100 percent of capacity, up 2.2 
points from preceding week. Pre- 
vious high was in week of March 
14, 1949, when industry’s capacity 
was lower and operations were at 
102 percent. 

PersoNaL Income — February 
amount, swelled by veterans’ in- 
surance dividends, was at an all- 
time high annual rate of $219,- 
100,000,000, wp $1,000,000,000 from 
previous peak, set in January. 

ALL  Propuction — Preliminary 
March figures indicate the federal 
reserve index will hit 184 percent 
of its 1935-39 average, highest since 
March, 1949. 
ConstrucTion—Expenditures dur- 
ing March totaled $1,500,000,000, 8 
percent over February and 18 per- 
cent above year earlier. 

Natura. Gas— February sales 
showed a 16.1 percent gain over 
like 1949 month. 

Corrper—March shipments totaled 
123,030 tons, highest in three years 
and up 9 percent from month 
earlier. 

* = > 


Down 


Money 1N CIRCULATION — Amount 
in week ended Apr. 12 was $27,- 
072,000,000, down $61,000,000 from 
previous week and $435,000,000 be- 
low like 1949 week. 

Sorr Coat—Production in week 
ended Apr. 8 totaled 11,425,000 net 
tons, 485,000 tons below previous 
week. 

Iron, Steer Workers — Industry 
employment of 620,500 last year 
showed a decline of 2.4 percent 
from 1948. Other industries had an 
average drop of 7.5 percent. 

Crupe On—Daily average output 
of 4,922,190 barrels in week ended 
Apr. 15 was 10,235 barrels below 
previous week. 

Raw Freight —Carloadings in 
week ended Apr. 8 totaled 700,129 
cars, 2.8 percent under previous 
week. 


Production 


Automotive News Estimates, 
U. 8. Cars, Trucks 


142,585 140,711 
« t | 
Last 1949 
Week Week Week 


For complete production totals 
by makes, see table, page 53. 
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Tops 2 Million; 
Week’s Total Up 


Output Is Running 
Fortnight Ahead of ’49; 
Independents Surge 


By Bernie Thomas 
Associate Editor 

HE 2,000,000th vehicle built in 

U. S. plants during 1950 rolled 
from one of this nation’s assembly 
lines last Thursday, a full two 
weeks ahead of its 1949 counter- 
part. 

It was built in the midst of a 
still upward production pace. 
Last week U. S, plants turned 
out another 142,585 units—116,- 
652 cars and 25,933 trucks, accord- 
ing to Automotive News esti- 
mates. 

Revised tabulations for the prev- 
ious week in this country revealed 
the assembly of 114,393 cars and 
26,318 trucks—a total of 140,711 
units. 

The return of Chrysler plants to 
production this week, even though 
the corporation's initial efforts 
may be restricted by manpower 
problems, would easily send weekly 
output to a new record high level. 

* * * 

T APPEARS certain that vehicle 

plants will close out April with 
schedules at an all-time high at 
nearly every point in the industry, 
and still no easing off in sight. 

Since Jan. 1 this year, an esti- 
mated 2,050,834 cars and trucks 
have left U. S. assembly lines, or 
250,000 more than in the same 1949 
period. 

Last month most General Mo- 
tors and Ford divisions, along 
with Studebaker and Nash, re- 
corded their best postwar pro- 
duction efforts. For some GM 
divisions, Nash and Studebaker, 
March production was at an all- 
time high. 

None of the aforementioned mak- 
ers will fall far short of such ef- 
forts this month. Meanwhile, Hud- 
son and Packard schedules are 
holding steady and the trend is 
upward at Kaiser-Frazer and Wil- 
lys-Overland. 


* * 
F THE 1,681,306 passenger cars 
built in U. S. plants so far this 
year, 1,347,992 have come from GM 
or Ford plants. With Chrysler out 
of the lineup since late January, 
GM and Ford, respectively, account 
for 52.12 and 28.06 percent of total 
output—or combined, 80.18 percent. 

Chrysler, traditionally produc- 

er of at least 20 percent of all 
U. S. car output under normal 
conditions, has been able to gar- 
ner so far this year only 5.68 
percent. 

K-F, Crosley, Hudson, Nash, 
Packard, Willys and Studebaker ac- 
count for the remaining 14.14 per- 
cent, with the latter and Nash pro- 
ducing the far greater portions. 

The independents as a group are 
producing at a slightly better level 
than last year. However, as a 

(Continued on Page | 53, Col. 1) 
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April Sales Near Record 


By Bob Gordon 
Associate Editor 
NEW-CAR sales in April are roll- 
ing along at near-record levels 
and, were Chrysler Corp. products 
available, it’s believed this month’s 
new-car deliveries would set a new 


monthly high of more than half 
a million units. 

As it is, April sales will prob- 
ably be well over the 400,000 
mark, even without the usual 20 
percent contribution from Chrys- 
ler. Only the fact that the pres- 


NATIONAL AUTOMOBILE DEALERS ASSOCIATION 


1086 SEVENTEENTH STREET, ¥.W~ 
WASHINGTON, 6, D.C. 


Mr. Pete Wemhoff 
Editor 

Automotive News 
Penobscott Building 
Detroit, Michigan 


Dear Mr. Wemhoff: 


April 12, 1950 


I strongly urge all autamobile dealers to participate 
actively in the National Car Safety Month to be staged 


during May. 


The need for such a program is demonstrated by the fact 
that during 198, unsafe vehicles were contribating causes 
in 13 percent of all fatal traffic accidents. 


bb Ue yours, : 


dat Atd/ ke 
President 


DEALERS URGED TO AID ‘CAR-SAFETY MONTH'—NADA has also sent a four-page bro- 


chure to its 33,000 members urging them to cooperate in May's 
program, which opens next Monday. 


Accidents” 


“Check Your Car—Check 





Chrysler to Run Full Tilt 
10 Days After Settlement 


By Mac Gordon 
Associate Editor 

HRYSLER CORP. will be oper- 

ating at full blast in the pro- 
duction parade within 10 days after 
final approval of the new UAW- 
CIO contract. 

That was the general expecta- 
tion at press time Thursday as the 
company and union neared the sig- 
nature point in their three-month 
strike negotiations. 

Non-economic contract de- 
mands, including a union shop 
and dues checkoff, were the re- 
maining items on the agenda. 
Resolution of the main principles 
involved in pension and insurance 
financing had been effected ear- 
lier in the week. 

Officials of the UAW said rank- 


British at Show Stress Dealer Opportunity 


By Bob Finlay 
Managing Editor 


EW YORK.—British cars—cars 
+‘ with personality — hold im- 
proved possibilities for American 
dealers. 

That’s what the British told Au- 
romoTive News as their cars drew 
nearly 80,000 persons to a nine-day 
auto show here at Grand Central 
Palace last week. 

The cars received a warm wel- 
come from such diverse auto en- 


thusiasts as the kids from P. S. 


Umpty-nine and Alfred P. Sloan 


jr., who is considered by many as 
the dean of American auto mak- 
ers. 

The British have modest goals. 
They talk in terms of selling some 


In This Issue 
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Used-Car Auctions .. .. 44-45 
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50,000 cars a year in the U. S. mar- 
ket. 

Sloan, who is chairman of Gen- 
eral Motors — a company which 
produces more cars than that in 
five working days—told them that 
they may do better than they 
think, : 


* * 
AND the British, cheered by the 
warm welcome and the attend- 
ance, are full of optimism. 
They were enthusiastic, too, over 
(Continued on Page 53, Col. 3) 


and-file contract ratification meet- 
ings could be summoned at a mo- 
ment’s notice as soon as the nego- 
tiators reached accord. Chrysler lo- 
cal unions must endorse the new 
contract before work can be re- 
sumed. 
+ * * 

| yd READINESS at the corpora- 

tion’s Highland Park (Mich.) of- 
fices were 89,00 telegrams, instruct- 
ing strikers on a return to work. 
Preparations were also complete 
| for notifying such key suppliers 
jas Briggs Mfg. to replenish the 
flow of components to Chrysler as- 
sembly plants. 
| It was regarded as certain that 
|Chrysler would resume operations 
|on a 48-hour basis, calling for a 
full eight-hour Saturday. Possibil- 
ity later on of a 54-hour Chrysler 
| week was also held out. 

Final details of the new Chrys- 
ler pension plan were expected 
to be announced jointly as part 
of the contract package. 

The funding deadlock, which had 
helped prolong the strike, was 
broken for keeps early last week 
when the company made a three- 
option pension offer which it ac- 
claimed as the most generous the 
UAW had ever received from any 
major auto maker. 

* . . 

EDERAL and state mediators 

kept the bargaining teams in 
(Continued on Page 50, Col. 1) 





ent record for new-car sales in 
April is 488,460 is likely to keep 
this month from being the fourth 
month this year to set a new-car 
sales record. 


It appears certain that a new 
record was established in March 
and for the first quarter of the 
year. Sales in the first quarter 
reached an estimated 1,250,000 cars 
—well in front of the best previous 
first - quarter total of 1,016,655, 
reached in 1941, 

+ * * 
ARLE reports from car makers 
on April sales hold promise 
that the month’s total will be as 
high as the estimated 450,000 new 
cars sold in March, 


Chevrolet, for instance, an- 
nounced retail sales in the first 10 
days of April of 40,107 cars and 
11,356 trucks. In the first 10 days 
of March, the company’s sales were 
38,707 cars and 10,754 trucks—and 
March sales set a record for Chev- 
rolet. 

Buick also was ahead of its 
March pace in the first 10 days 
of April. The firm reported 16,351 
retail deliveries in the first 10 

(Continued on Page 47, Col. 1) 


Chrysler Dealers 
In Md. Back 


Line Association 


BALTIMORE. — Eighty Chrysler 

Corp. dealers of Maryland last 
week voted unanimously -to join 
the association proposed by Dick 
Price, DeSoto-Plymouth dealer in 
Dallas. 

Price’s plan is to have a na- 
tional group for protection of 
Chrysler-line dealers. His idea 
was sparked by the -three-month 
strike. 

Price spoke to 140 dealers from 
Maryland, the District of Colum- 
bia, Pennsylvania, Delaware, New 
Jersey and Virginia. He told the 
meeting that he wants to have state 
associations all affiliated with a na- 
tional organization. 

7 * Cd 

T THE conclusion of his talk, 

all the Maryland dealers present 
signed the following telegram 
which was sent to A. vanderZee, 

(See PRICES, Page 50, Col. 2) 


Top Cars 


New-car registrations for 48 
states in January and February, 
plus 5 states in March: 

1950 Pos. Make 
1—1838,386 Chev. 
2—155,838 Ford 
38— 72,475 Plym. 
4— 62,871 Buick 
5— 59,204 Pontiac 
6— 47,338 Olds. 
41,690 Dodge 
$9,053 Mercury 
36,274 Stude. 
21,174 Chrysler 
18,4738 Hudson 
17,159 Nash 
DeSoto 
8,904 Packard 
6,804 Cadillac 
Kaiser 
4,336 
3,656 


Lincoln 
1,094 
967 


1949 Pos 
74,240— 
110,923— 
59,2238— 
51,905— 
28,040— 
30,451— 
33,727— 
19,1938—10 
20,414— 9 
16,302—1t2 
21,631— 8 
16,349—L1 
13,414—138 
12,310—14 
11,981—15 
5,911—17. 
6,470—16 
3,382—19 
2,070—20 
419—22 
776 Frazer 8,712—18 
141 Ang.-Pref. _.1,015—21 
Total All Makes 
807,359 544,027 
For further details see page 
30, today’s issue. 


Willys 
Crosley 
Austin 
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We are NOW Booking 


RESERVATIONS 














PLYMOUTH 


The privilege of reserving cars w origina! with ua It 
a special benefit we extémd to our patrons Na contract or 
order ie necemary, Specify the car you want —make. meet, 
color, ote., oe. Reserve i as you would » hotel coum or» 
table in & restaurant. Het if your plane shegid changa, we 
will cancel the reservation. That's all there ie to it. 
Come in ar call ok You will enjay dong buninem in this 


BirHor McCormick & BivHop 


FIVE CONVENIENT LOCATIONS 
NEW YORK — 1709 Broadway at $4th Street, Circle 5-4030 


cai BROOKLYN die JAMAICA 
7 sont tone 2 ‘ 139-29 Hillside Avenve 
Sterling 3.5500 JAmarca 63700 





SEVEN SERVICE STATIONS NEARBY 


LONG ISLAND City ‘os ee 
35.01 Northern Boulevard a - 7 soe nag 
Wonsides 6-036 Gorden City 7.0777 





DEALER RESERVES CARS—Impressed with the way New York hotels and restaurants reserve 


accommodations in advance for their favorite 
New York, offers new-car reservations for spring delivery. 
color, delivery date desired, and any other details. 
lf the buyer changes his plans, the reservation is cancelled. C. M. 
president of this 43-year-old dealership, says his customers are showing great interest 
It looks like an arrangement with all the benefits on the customer's side of 


Plymouth), 
in advance make, model, 
or order is required. 
Bishop, 
in this plan. 


trons, Bishop, McCormick & Bishop eer 
The buyer specifies 
No contract 


the fence, but Bishop has found auto buyers like thoughtful treatment, he states. 





$161 Million Customer 


Army Buys Most Auto Parts from Factories, 
But Small-Lot Items Beckon to Dealers 


By Jack Weed 
N INVITING piece of the huge 
military budget for automotive 
products is available to dealers 
throughout the country. 

Small-lot purchases of parts by 
individual posts, for the thousands 
of standard cars and light trucks 
used by the armed forces, are 
made directly with dealers. But 
they stand little chance of selling 
vehicles Or major parts to the 
services. 

Lt.-Col. John M. Cone, Detroit 
Ordnance District deputy chief, 
says his district, which buys most 
of the automotive products for 
the Army, Navy and Air Force, 
is buying directly from the manu- 
facturer because of his lower 
price. 

However, each post is allowed 
to buy “shelf stock” items not found 
among the regular parts stocks 
of the districts. On these sales 
dealers can do business with the 
post procurement officer. 

> = * 

PECIAL ordnance packaging re- 

quirements keep the services 
from accepting commercial pack- 
ages except in case of emergency, 
Cone warns. 

Military purchases in the auto- 
motive industry for 1950 are ex- 
pected to total $161,301,000, but 
the colonel says they may pass 


the $184,934,000 recorded last 
year. 
Bids on each major item are 


sent to every known manufacturer 
and to those that have supplied the 
part or vehicle in the past, as well 
as a selected number of others who 
have indicated that they would 
like to bid on a particular item. 

> - 


N ADDITION to mailing bids to 
an estimated 4,000 or more manu- 


812 Million See 
Nash Rambler 
In Four Days 


DETROIT.—An estimated 8,500,- 
000 persons across the nation saw 
the Nash Rambler in dealer ex- 
hibits in the first four days of its 
public showing, according to H. C. 
Doss, sales vice-president. 

Intensive advertising in news- 
papers, magazines, billboards, radio 
and TV helped draw the crowds, 
he said. 

“The volume of showroom traffic 
and the enthusiasm of the public 
far surpassed our highest expecta- 
tions,” Doss said. 









facturers and other suppliers on 
the average, the district also posts 
notices on each bid that goes out 
in the public room at Detroit Ord- 
nance, In the procurement informa- 
tion center in the Pentagon build- 
ing in Washington and to the other 
13 ordnance districts. 


It is at these ordnance dist- 
ricts, located in Boston; Spring- 
field, Mass.; Rochester, N. Y.; 
New York City; Philadelphia,; 
Pittsburgh; Cleveland; Cincin- 
nati; St. Louis; Chicago; Bir- 
mingham, Ala.; San Francisco, 
and Los Angeles, that dealers 
can make application to receive 
bids. 


Col, Cone says that it is impos- 
sible to send out requests for bids 
to all who make application. De- 
troit Ordnance knows the majority 
of sources who are capable of sub- 
mitting bids that might be in line 
with those of the original maker, 
but they also endeavor to include 
a sufficient number of “requesters” 
in each mailing to make certain 
they are not overlooking some 
source that might come up with a 


lower price for the item—or a com- 
parable item that will meet the 
specifications. 


+ * 7 
Cou CONE pointed out that the 
U. S. military forces maintain 
the largest fleet of vehicles in the 


(Continued on Page 10, Col, 1) 








Usual New-Car Terms Still Third Down, 24 antlie ; eee 





Most Finance Firms Holding Line 


By Bernie Thomas 
Associate Editor 

YOMPETITION for retail auto- 

motive instalment business is 
getting more intense, but finance 
firms and banks are not yet throw- 
ing caution to the winds, a nation- 
wide Automotive News’ survey re- 
vealed last week. 

Lower downpayments and term 
periods are available in a few 
areas. However, auto credit re- 
quirements are just as tight as 
they were a year ago in most 
sections of the country. 

On the West Coast, around Los 
Angeles, there is considerable 20 
and 25 percent down paper, with 
30 months to pay the balance, on 
both new and used cars. 

Just recently, it is reported, some 


Factory Relations 
Committee Is 


Named by NADA 


ASHINGTON.—With the dec- 

laration that “NADA, repre- 
senting the distributing branch of 
the automotive industry, recognizes 
its responsibility to develop and 
promote policies and programs to 
bring about more complete and 
mutually satisfactory relationships 
between the manufacturing and 
the distributing branches of our 
industry,” President Fred L. Haller 
last week announced the personnel 
of what he termed “NADA’s impor- 
tant industry relations committee” 
for 1950. 

“The importance of this com- 
mittee,” said Haller, “is evidenced 
by the appointment of George F. 
Ziesmer, immediate past presi- 
dent of the NADA, as its chair- 
man.” 

Ziesmer is a Ford dealer in Man- 
kato, Minn. 

Carl Fribley, Pontiac dealer of 
Norwich, N. Y., and NADA director 
for the state of New York, was 
named vice-chairman of the group. 

The committee is made up, Hal- 
ler explained, of one state repre- 
sentative for each make of passen- 
ger car, plus one exclusive truck 
dealer, and with particular atten- 
tion to the geographical distribu- 
tion of its membership in order 
that all parts of the country, as 
well as all makes of cars, are ade- 
quately represented. 

* * * 

N ADDITION to Ziesmer and 

Fribley, the committee includes: 
James A, Ayers (Cadillac), Chatta- 
nooga, Tenn.; Robert Armacost sr. 
(Studebaker), Kansas City; Roy 
Bridges (Willys), Birmingham, Ala.; 
Alton M. Costley (Buick), East 
Point, Ga.; E. S. Dowd (Chrysler), 
Cleveland; William Frame (Chev- 
rolet), Mineola, N. Y.; Charles C. 
Freed (DeSoto- Plymouth), Salt 
Lake City. 

Also named were: George H. 
Gray (Oldsmobile), Westchester, 
Pa.; Spencer T, Honig (Nash), Los 
Angeles; J. K. McDonald (Kaiser- 
Frazer), Augusta, Ga.; John P. 
Mooney (Packard), McKeesport, 

(Continued on Page 46, Col. 1) 


IT’S THE 2-MILLIONTH NASH—This Ambassador came off the tg oy em at Kenosha 


last week. The late Charles Nash acquired the Kenosha facilities from 


in 1916 and produced the first Nash early in 


factured. Nash last year assembled 130,000 cars, 


than 170,000—a new record, the firm states. 


omas B. Jeffery 
1917. In the first year 9,516 units were manu- 
and this year's production will be more 


Left to right: Roy A. Hansen, set-up man in 


the transmission silent test room, who has been with Jeffery ‘ad later with Nash for 47 
years, and is the oldest employe in point of service on the hourly payroll; John Weiland, 


manager of the body plant, 
the Kenosha plant, and E. 


Milwaukee; F. F. 
cago zone manager who one delivery on the car; 
W. Bernitt, works manager of the Kenosha division. 


Kishline, chief engineer; John Fountain, Chi- 
Al Johnson, national car distributor at 


coast firms were buying three-year 
paper. Banks are said to have 
taken the initiative here, but they 
soon found such paper poor busi- 
ness. 

In central Ohio, 30-month paper 
with 25 percent and even less down 
is reported not uncommon. 

Representatives of three large 
finance firms and one bank re- 
port that the line is being held 
in Virginia, that is they are still 
asking one-third down and grant- 
ing a maximum of two years on 
balances. 

In Chicago, the situation is about 
the same. There are some excep- 
tions to the “third and 24” rule, 
but observers say such terms are 
only rarely granted. 

In smaller Illinois towns and cit- 
ies, banks are reported loosening 
up, while finance firms try deter- 
minedly to hold the line. 

Denver dealers report that one- 
third down, up to 24 months to 
pay is still the situation in that 
city on new cars. Eighteen months 
is the time limit in most deals 
involving used units. 

Down in Dallas, usually reli- 
able sources say that down pay- 
ment requirements and monthly 

limits on term contracts have 
tightened up in the last four 
months instead of becoming more 
elastic. 


However, in a few cases, larger 


finance firms—when the credit ref- 
erences are 


“good as gold”’—will | 


accept paper with as little as 25 
percent down and a 30-month bal- 
ance. Notes running as long as 36 
months are said extremely rare. 
Finance firms charge that when 
Regulation W expired, some Dal- 


las banks became rather liberal 
and indulged in “balloon” notes, 
which in some cases would not 


have been paid out at the regular 
monthly rate in a longer period 
than that for which the note was 
made. 

However, it is added, Dallas 
banks took a good look at this 
situation and the general policy is 
now back to 24 months. 

Dallas banks apparently make 
exceptions only where the buyer 
of a new car happens to be a 

depositor with an excellent com- 
mercial rating. 

The foregoing seems to sum up 
the situation in Alabama too. 
Dealers and finance companies here 
are united against too-loose finance 
arrangements. 

The opinion of one volume dealer 
is typical: 

“Finance plans of 25 percent 
down and as high as three years 
to pay strike me as rental plans 
rather than sales plans. They take 
a buyer out of the market for an 
awfully long time.” 

In New York the picture is 
spotty. Larger finance firms usu- 

ally offer maximum  new-car 
terms of 25 percent down, two 
(Continued on Page 10, Col. 4) 








HUDSON'S COMMODORE CONVERTIBLE—Offering new features, refinements and beauty, 


the 1950 Hudson Custom Commodore convertibles retain Hudson's 
Hand-buffed red or blue leather upholstery, harmonizing leather grain trim 


recessed floor. 


and chrome fittings are features of the interiors. 


"step-down" design with 


Custom Commodore convertibles are 


available with a choice of 123 horsepower Super-Six or 128 horsepower Super-Eight engines. 
They have a wheelbase of 124 inches and are offered in 12 new colors. Hudson convertibles 
also oe available in the Super and Pacemaker series. They are being shipped to dealers 
now, N. K. Van Derzee. sales vice-president, states. 


K-F Remains Optimistic 
Despite $30 Million Loss 


WILLOW RUN.—Despite a 1949 
loss of $30,329,351, President Edgar 
F. Kaiser said last week that Kai- 
ser-Frazer Corp’s financing “ap- 
pears adequate” to accomplish the 
task of achieving a permanent 
place in the industry. 

K-F’s loss of more than $30,- 
000,000 last year was after a 
$9,000,000 tax credit. Kaiser said 
his company would continue to 

lose money in 1950 “until produc- 
tion and sales attain substantial 
volume.” 

K-F earned $10,362,098 in 1948, 
when it built 181,316 Kaisers and 
Frazers. So far in 1950, K-F has 
built nearly 13,000 cars, most of 
them newly-designed 1951 models. 

“Volume production,” said Kaiser, 
“igs the key to low cost. Our fa- 
cilities are ample for the volume 
production necessary to our imme- 
diate future.” 

He added that K-F dealers had 
seen the firm’s three 1951 models, 


fjand given them a vote of confi- 


dence. 

“In my opinion,” he stated, 
they believe that we have the 
product and are on the way to a 
permanent place in the industry.” 

Kaiser said that last year’s fi- 
nancial loss does not properly re- 
flect K-F’s present condition, nor 
its future possibilities. He said the 
major portion of the company’s loss 
experience was over. 

“This is the turning point. We 
are now on the threshold of a new 
era in the history of Kaiser-Frazer 


and are now able to capitalize on 
our past work.” 

Kaiser summed up the reasons 
for losses on 1949 operations as 
follows: 

Inadequate financing, making it 
“impossible” to carry out long- 
range plans; lack of new models 
and a diversified enough line of 
automobiles, plus the return of 
competitive conditions in the 
auto industry. 

Kaiser said RFC financing, guar- 
anteed by Kaiser interests, made 
it possible for K-F to carry out a 
long-range plan to tool for and 
build automobiles in three separate 
price classes and a diversified range 
of body styles. 

He said tooling for the new low- 
priced car was nearly complete and 
that it would be in production in 
about 60 days. 


Chevrolet Sales 
Continue High 


DETROIT. — First reports on 
Chevrolet sales in April reveal re- 
tail business continuing ‘at record 
levels, W. E. Fish, general sales 
manager, announced last week. 

Fish said dealers sold 11,356 
trucks and 40,107 cars in the first 
10 days of April for a total of 51,- 
463 units. This was 51.9 percent 
ahead of the same 1949 period and 
topped the first 10 days of March, 
this year, which produced Chevro- 
let’s alltime high in monthly sales, 
he added. 
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T= used-car business is boom- 
ing. Prices are firm. Many deal- 
ers are getting a 10-day turnover 
mn popular models, Many Chrysler 
dealers found buying and selling 
used cars an opportunity to keep 
their organizations intact during 
the strike. 

The used-car market is sure to 
expand. Most buyers, in the new- 
car class, have purchased new 
cars since the war. The new-car 
market is now almost entirely a 
replacement market. The big 
backlog in our industry is used- 
car buyers. It’s the used car buy- 
er who has suffered because we 
lost 12 to 15 million production 
of new cars during the war. This 
shortage should keep the used- 
car market booming for a long 
time. 


Unlike new cars, where the 
wholesale and retail prices are 
pretty well set, used-car prices are 
fixed by the law of supply and 
demand. There is no question about 
the demand. It is here. The only 
question remaining is the avail- 
ability of used cars at a price low 
enough to meet this demand. 

. * + 


Requires Judgment 

DEALER is on his own in the 
“4% used-car operation. It is the 
division of his business that re- 
quires his initiative and judgment 
in buying, conditioning and selling. 
It is a part of the business that 
can help build up a strong organ- 
ization and put security behind the 
operation. 

A dealer is really a transporta- 
tion merchant in his community. 
He can serve a great many more 
people in his community by deal- 
ing in used cars than he can in 
new cars. 

To intelligently operate the 
used-car department, a _ dealer 


Chicago Dealers 
Apt to Escape 
Grand Jury Call 


CHICAGO.—With last week set 
for submitting records and other 
data to the federal grand jury, Sey- 
mour M. Lewis, who with Leo F. 
Tierney is serving as legal counsel 
for Chicago area dealers and dealer 
line associations, issued a special 
notice advising that: 

“It is not necessary for anyone 
who has been served with a sub- 
pena to appear at this time. If 
and when it is necessary for any- 
one to appear later, you will be 
given reasonable notice.” 

Although dealers and associa- 
tions were instructed by the anti- 
trust division to submit informa- 
tion, the subpenas did not specify 
personal appearances by _ those 
served. 

It is not known whether personal 
appearances will eventually be re- 
quired. 

The two attorneys have been as- 
sured by the antitrust division that 
they will be notified if and when 
dealers and group officials are to 
appear before the grand jury. 
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needs a lot of facts concerning 
the used-car situation in his lo- 
cal market—selling prices, inven- 
tory of stock and rate of turn- 
over. Industry lacks much of this 
information, and a dealer must 
rely too much on guess and judg- 
ment. 


There is an increasing number 
of local automobile dealer asso- 
ciations that supply such informa- 
tion on a regular basis. It can be 
of inestimable value to each dealer 
in the territory. For dealer asso- 
ciations who do not already supply 
this information, I recommend they 
produce and distribute a recap of 
such information monthly to all 
their members. 

* * * 


Reports by Month 


UCH a report is produced by 

Latham Broadwell, manager of 
the Toledo (O.) Automotive Trades 
Assn. It shows the number of cars 
in stock, the number of cars sold 
each month by make and by year. 
It also gives the average selling 
price of used cars by makes and 
by years. 


From such a report, a dealer in- 
stantly knows the current price of 
all used cars in his territory. He 
currently knows how many used 
cars by makes and year models 
are in dealers’ stock in the com- 
munity. He knows the rate of turn- 
over of each make and yearly 
model. Surely if a dealer knows 
that certain makes and yearly 
models of cars are turning over 
every 10 days,~he stands little 
chance to lose when he stocks them. 


While on the other hand if he 
is acquainted with makes and mod- 
els that local dealers have a 60 or 
90-day stock already on hand, he 
can turn down deals that involve 
such cars or take them in at a 
price on which he can wholesale 
them. With monthly information, 
he becomes more price conscious. 
He is less apt to guess wrong on 
allowances, 


Any reader interested in a sam- 
ple of this Toledo monthly report 
can obtain one by addressing the 
Toledo Automotive Trades Assn., 
1220 Madison Ave., Toledo, O. 


* * * 


Not a Sideline 


p= cars just can’t be a sideline 
with a dealer any longer. In 
fact, they are his principal occu- 
pation. How he handles them, what 
his attitude regarding them is, will 
depend upon his future position in 
the field. ; 

You must remember a dealer is 
limited in new cars to one or, at 
best, two lines. His new-car mar- 
ket is therefore restricted. But in 
the used-car field he is selling all 
makes and models and he is sell- 
ing to the market that is three 
times as large as his new-car ‘mar- 
ket. 

You must remember, too, that 
in selling new cars a higher per- 
centage of your prospects are 
prepared through factory adver- 
tising and their own desire to buy 
a certain make of new car. With 
the used-car prospect, however, a 
dealer is entirely on his own, 

Used-car buyers should not be 
classed as cheap buyers. There are 
plenty of people who buy used cars 
simply because they feel a used 
car is a better buy from the dollar 
depreciation standpoint. 

In handling used cars, you offer 
a product that supplies needed 
transportation as well as a new 
car. The business can be invested 
with as much dignity and respect 
as new-car selling without sacri- 
ficing one bit of vigor or aggres- 
sive selling. 

Therefore the used-car presenta- 
tion is more important than even 
a new car solicitation. Used-car 
buyers need to be extended every 
courtesy and attention. We should 
respect the amount of money they 
invest in a used car. It is more 
important to them in most cases 
than the larger investment made 
by the new-car buyer. 








Dealers Sponsor Dog Act 


For School Safety Week 


PERU, Ind.—Dealers here en- 
gaged the service of a dog 
trainer to impress the import- 
ance of safety upon local school- 
children. Sponsored by Peru 
dealerships, Custer A. Dunifon, 
entertained at local schools for 
a week. 

Duniform is a veteran of 13 
years in the Fort Wayne traffic 
department. He uses his dogs to 
give illustrations of demonstra- 
tions at his lectures. 
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Dealers tell me 


By John O. Munn 





Worker Car Discounts Hit 


Michigan Dealers Rap 
Ad Fund Charges 


By Janet Logie 

Staff Correspondent 
GRAND RAPIDS, Mich.—The as- 
sessing of dealers for contributions 
to cooperative national advertising 
funds and specified discounts on 
cars and replacement parts by fac- 
tories to their employes were as- 
sailed in resolutions adopted by the 








START PLANS FOR MILWAUKEE SHOW—At a — by the Milwaukee County 


Auto Dealers' Assn., arrangements were started for the | 
Its facilities are such that, combined with the space in the ground floor of the 


torium. 


exposition in the Arena Audi- 


auditorium extending westward from the new building to 6th St., 100,000 feet can be used 
for the display. The advisory committee of the association, consisting of Ed Wehe, chair- 


man, Al Shallock, Fred Black, L. L. 
Humphrey, A. 


the date of this first postwar show will be Jan. 27-Feb. 3, 1951. 
Seated (left to right): Harding, Rank, Wehe and 


Shallock, Black, Rieselbach, Arndorfer. 
Robert M. Blanding, executive secretary. 


Rieselbach, Russ Arndorfer, Harry Kaminsky, Murel 
L. Zembrosky, John Doyle, Wally Rank and Les Hartung, announce that 


Standing (left to right): 


Illinois Assn. Studies Roads; 
Brodhead Elected President 


QUINCY, Ill.—A proposal to in- 
crease the gasoline tax in Illinois, 
which was turned down at the last 
session of the legislature, was one 
of the most important questions 
discussed at the 30th annual con- 
vention of the Illinois Automotive 
Trade Assn, which was held here 
last week. 


The association did not go on 
record as favoring or opposing the 
increase. Instead, however, it rec- 
ommended, in a resolution that was 
unanimously adopted, that a spe- 
cial committee be named to make 
a study of Illinois roads and to 
make a report on the factual sit- 
uation as the committee found the 
roads. 

The proposed increase is two 
cents a gallon. The committee will 
report at a future meeting of the 
association. 

Willis Brodhead, East St. Louis, 
was elected president. Other offi- 
cers chosen were: first vice-presi- 
dent, Harry Mitchell, Peoria; sec- 
ond vice-president, H. B. Cray- 
croft, Vandalia; secretary, C. W. 
Coons, Peoria, and treasurer, Lee 
D. Cragi, Rockford. 

Increasing traffic—and fatalities 
—on Illinois roads were discussed 
by the retiring president of the 
association, Harry Mitchell, of Pe- 
oria. He urged the association— 
and its members agreed to do so— 
to assist in every way possible to 
participate in safety movements 
with a view of reducing the grisly 
death toll. 

Along safety lines, the associa- 
tion was informed that B. B. Burns, 
of Decatur, a ‘national director of 


Grody Heads Up 
Hartford Dealers 


HARTFORD, Conn.—The Hart- 
ford Automobile Dealers Assn. has 
elected Israel Grody president for 
the coming year. He succeeds Al- 
bert C. Hine. 

Stanley Dennett was named vice- 
president and Thomas Bouvier, sec- 
retary-treasurer. 

The board of governors for three- 
year terms are: Hine, Dennett and 
Frank Novick. Harry M. Sloate and 
G. J. Palmer were elected to the 
board for two years. 

The association went on record 
for more complete inspection of 
cars as a safety measure for the 
motoring public. 











NADA, has been named by Gov. 
Adlai Stevenson as chairman of the 
Highway Safety Committee of [Illi- 
nois and that his group will meet 
in Springfield on May 17. Burns 
was chosen from the IATA. 

Robert D. Morgan, Peoria, attor- 
ney and labor consultant, explained 
the application of national and 
state labor laws as they apply to 
the retail automobile business. 

“Your Taxes” was the topic of 
John W. Stokes, tax advisor, 
Princeton, N. J. 

It is the consensus of dealers 
throughout the country that time 
sales control would be better ad- 
ministered under laws passed by 
states if such laws were neces- 
sary, it was declared by Seymour 
M. Lewis, Chicago association at- 
torney and IATA consultant. 

Robert Deo, managing director 
of NADA, explained pending legis- 
lation now in congress and how it 
would affect automobile dealers. 


On the House . 


29th annual convention of the Mich- 
igan Automobile Dealers Assn. last 
week. 

Such advertising expense should 
be borne solely by the manufac- 
turers, the protest declared. Orig- 
inally, the resolution objecting to 
discounts said the employes com- 
peted with dealers by selling the 
purchases for a profit. The direc- 
tors recommended that such dis- 
counts be limited to not less than 
a third, 

In its final form, the resolution 
asked that the practice be discon- 
tinued entirely. 

The solution to the problem of 
bootlegging is tied up with the ter- 
ritorial security clause in dealer 
contracts, Robert M. Deo, NADA 
managing director, said. 

But, he added, territory security 
is confronted with an _ informal 
opinion by U. S. Attorney-General 
J. Howard McGrath, who recently 
said: 

“The independent small busi- 
nessmen must be permitted to 
buy where they please, sell where 
they please and seek customer 
patronage wherever they please.” 

“The opinion of the attorney- 

general,” said Deo, “in effect says 
that the dealer territorial security 
clauses are in conflict with the 
antitrust laws.” 

Approximately 1,000 dealers and 
guests attended the parley. Elec- 
tion of new officers will not be held 
until June when the state board 
meets in Charlevoix. 

A third resolution sparked by 
the Chrysler strike urged dealers 
to “use every possible personal in- 
fluence to persuade employes, lead- 
ers and factory officials to keep 
plants open and production going 
while their differences were being 
negotiated to a successful and sat- 
isfactory settlement.” 

At the meeting a new execu- 
tive-secretary for the Michigan 
Inter-Industry Highway Safety 
Committee was named. He is 
Walter Eaton. 

Alan G. Rude, sales vice-presi- 
dent of Universal CIT Credit Corp., 
told the convention that “sound 
management, built on quality and 
customer goodwill, is the life blood 
of a dealership.” 

Rude cautioned dealers on the 
abuse of low down payments and 
terms and urged them not to sell 
terms but to sell merchandise. 

James Mason, NADA treasurer, 
of Ferndale, urged dealer partici- 
pation in the Inter-Industry High- 
way Safety Committee program for 
May car safety month. He also said 
dealers should cooperate in lend- 
ing automobiles for high school 
driver-training courses to build 
goodwill and road safety. 


With auto makers unlikely to restore or enforce territorial security 
clauses, in view of Attorney General McGrath’s opinion that they 
violate antitrust laws, the trade is keenly interested in the new Vir- 


ginia law defining a “new” car. . . 
into effect July 1, defines a new car as one driven 
less than 500 miles or titled less than 30 days, and 
will (if upheld) probably put used-car dealers out 
of the new-car business. .. . s 
dealers claim the law will not stop bootlegging but 
will put it on a longer-distance basis. ; 
developments should prove interesting . . . 
Detroit federal agents are leaking supposedly 
inside information that 240 Michigan auto deal- 
ers have paid nearly $3,300,000 (including penal- 
ties) to Internal Revenue for evaded taxes in 





Wemhoff 


ers. . 


almost all their profits on new 


.. The law goes 


However, used-car 


.. Virginia 


1946-48. But Treasury officials clam up when 
approached directly. The leak looks like part 
of a “fear and smear’ campaign against deal- 
. . Rhode Island association, in commenting on the federal 
probe of auto dealers in Chicago, declares “there’s no need for 
an investigation here; we might, however, use pyschiatrists for 
some dealers who are tumbling over each other to give away 


cars and trucks.” .. . 


Washington (D. C.) association comes forth with some nifty figures 
to show that auto service is a real bargain, compared with simpler 
and less expensive appliances and devices, as follows: “A watch 
costs about $45; the repairman charges $4.25 per hour. A refrigerator 
costs $250; the service man charges $4 per hour. A radio costs about 
$50; the repairman charges $3.50 per hour. Your kitchen sink costs 


about $90; the plumber charges 


$4.50 per hour. Automobiles cost 


an average of $2,000—yet repairs and service cost not over $3.50 


per hour.” 


~Pete WEMHOFF, 
Editor 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
car or truck. 4 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
4 5. A return to the precepts of independence and the ‘rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


What About Auto Use? 


_ the May safety drive just a week away, it seems 

















timely to record some of the points made on the subject | 


of auto use by Alexander Fraser, chairman of the Automo- 
bile Safety Foundation. 


Up until recently, the average annual mileage per passen- 
ger car had climbed steadily for a quarter of a century. 


But in 1949, the average mileage showed practically no 
increase over 1948. 


Part of the reason for this is attributed by Fraser to 
what he called ‘“‘auto psychosis.” 


“The victims of auto psychosis,”’ says Fraser, “will simply 
refuse to buck week-end traffic. Travel in the vicinity of 
our large cities and recreational areas shows us the danger 
signal. 


“The family car is being used more and more for specific 


and necessary trips, and motoring for pleasure is becoming 
a forgotten memory.” 


With sales booming this spring, auto people may be in- 
clined to shrug off the threat. Yet dealers in metropolitan 
areas know that the problem is here right now. 


To keep the auto industry an expanding one, there is 
need for more and better planned highways and for off- 
street parking. 


And, as Fraser says, the problem of safety overshadows 
the whole picture. Whatever dealers do to help meet the 
safety problem will pay off many-fold later. 


The May safety drive offers a concrete opportunity for 
dealers to aid. 


Thought for the Week 


UST a thought for the week: Nine out of every 10 
workers in the United States support a tenth worker 
employed by local, state or federal governments. 


The Census Bureau revealed the other day that 6,204,000 
workers were employed by these governments, while the 
total employed population in October was 49,001,000. 


The government workers were drawing about $16,872,- 
000,000 a year in pay. 
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Dealer 
Forum 


Eprror’s Nore: Believing that 
dealers in every state have their 
peculiar problems and outlook, 
Automotive News has made this 
column awailable to the president 
of each state association (in al- 
phabetical order of states) for his 
personal observations on the sit- 
uation in his area. 


By William E. Koster 


President, Maine Dealers 


[URING my 23 years in the re- 


tail automobile business, I have 
found that dealers in general have 
always had problems of one kind 

—— or another. Over- 
night situations 
can arise which 
could throw the 
most optimistic 
dealer into the 
depths of pessi- 
mism, whether it 
be strikes, used 
cars, factory pol- 
icy, or the deal- 
er’s own local 
problems. 

My observation 
is that most of the old-line dealers, 
who have witnessed the various 
changes in our business, are the 
least disturbed. 

In my recent contacts 
dealers in our area, I found a 
mixed feeling of optimism and 


William E. Koster 


pessimism. Our dealers handling | 
Chrysler products have cause to | 


be pessimistic. A lengthy strike, 
with the peak of the selling sea- 
son at hand, represents not only 
a serious loss in profit but also 
the loss of customers who were 
compelled in most cases to pur- 
chase a competitive make. 


Many of these dealers in this area 
have put on an intensive drive for 
service and have maintained their 
sales force by the purchase and 
sale of used cars. However, some 
of the larger city dealers, with new 
buildings and higher overheads, op- 
erated in red ink each month that 
this strike continued. I sincerely 
feel that these dealers should be 


;}commended for the courage they 


have displayed. 


* . * 
I FIND the majority of the dealers 
in our area who are not affected 
by a strike are optimistic as to the 
outlook for the first half of 1950. 

New-car sales in the lower-priced 
lines have taken an unexpected 
spurt, and many dealers inform me 
that they are not promising deliv- 
eries on new orders for from 45 
to 60 days. 

The demand for used cars has 
increased, and the dealer who 
viewed his used-car inventory 
with alarm now finds that this 
inventory has been substantially 
reduced. I believe that this re- 
duction is due to the fact that 
these dealers have recognized the 
value of proper reconditioning 
and have hired and trained the 
necessary manpower to do the 
job. 

Dealers tell me that their service 
business, which has been steadily 
dropping off, is now showing defi- 
nite signs of improvement. Many 
of our dealers are reluctant to pre- 
dict the market beyond the first 
half of the year. Many, however, 
feel that, barring strikes, passenger 
car volume will remain steady dur- 


ing 1950. 

I THINK that the majority of 
dealers in our area, as in other 

parts of the country, feel that co- 

operative advertising now charged 

to the dealer should be absorbed 

by the manufacturer and that the 

(See FORUM, Page 46, Col. 4) 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to ed 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Address Editor, Automotive News, Detroit 26, Mich. 





De Vaux 

In your issue of March 27, I read 
your note on paging Norman De 
Vaux. I am glad to say that over 
a long period of years it has been 
my pleasure to have become very 
well acquainted with him. Hence 
the other day he was good enough 
to come and call on me. 

He is operating a mine in Ari- 
zona in Gila county, the name of 
which I am not sure, but he has 
done very well and looks the same 
old Norman as you alJl remember 
hims—Suaw Bowyer, Packard Phoe- 
nix Motor Co., Fourth Ave. at 
Washington St., Phoenix, Ariz. 

Eprror’s Note: Well, we almost 
got his address that time. 


* * 


Like Munn’s Book 
John Munn’s book, “A Guide to 





Automobile Selling,” was so thor- 
oughly enjoyed that it is being re- 
read. 

Never has a book exactly like 
this been read on this subject. 
Every automobile salesman should 


The Big Story 


Several European small car manufacturers announced plans to 
invade the U. S. market in 1925. A. Ludlow Clayden, identified as an 


= on the midget auto field, said they would be wasting their 
me. 


His major reasons: (1) small cars are used in Europe because of a 
lower standard of living; (2) European engineers produce the type 
of cars which they think the public ought to want but in America 
cars represent the response of able merchandisers to a carefully 


studied public demand. 





From the files of Automotive News. 


have it in his possession for con- 
stant reference and daily study. 
Its simplicity and easily under- 
standable language combined with 
its directness to the subject is most 
valuable even to persons like my- 
self with over 20 years of experi- 
ence.—Henry A. McCie.iian, Jack- 


sonville, Fla. 
* * * 


The Indian Subject 


I would like to bring to your 
readers’ attention that there are a 
few good thoughts in American In- 
dian history and their contributions 
that should be taken up by the 
great multitude of automobile man- 
ufacturers, dealers and the people 
as a whole. 

The Chippewas, for instance, who 
are my people, have a great his- 
tory in the northern Great Lakes 
region, or Lake Superior, that ex- 
cellent recreation and _ vacation 
ground. 

Then there are the great iron 
ore fields and copper fields which 
they, in treaties, gave to the peo- 
ple in the government of the U. S. 

Such things have made a part 
of this great structure of American 
enterprise and freedom possible. 

This gift of metals and minerals 
helped to make cars that travel 

all over. 

We Americans should come to 
the rescue of our Chippewas and 
other Indians in this region.—Ep 
La PLante, Milwaukee. 

Epiror’s Note: Automotive News 
had its Milwaukee correspondent 
contact Wisconsin’s Gov. Renne- 
bohm, who advised that the In- 
dian problem is largely one of a 
federal nature. 
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A.E.O. 9.6 litre ¢-cylinder verticnl Dicect for Bond 


From the vast A-E.C. organization in Britain comes the 
motive power for transport on land and sea in most parts 
of the globe, as well as stationary power units for countless 
produced in 20 years Diesels aggregating a total of FIVE- 
AND-A-QUARTER MILLION HORSEPOWER! Since or- 
ganized road transport was created in London, A.E.C.have 
ee ee f ag 
million Londoners daily, from dawn to midnight. — aur 





SOUTHALL 


CANADA: 
Associated Equipment Co. of Canada, Ltd., 
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BUILDERS OF LONDONS 


CUT COosTsS ! 


DIESEL POWER 






The A.E.©. 9.6 litre stationary Diesel develops 100 B.H.P. at 1,500 R.P.M. continuous rating. 


DIESELS 


For ROAD TRANSPORT 
MARINE AND 
INDUSTRIAL WORK 


Senter ag Stet Ss SMES Sh We A.E.C. LIMITED, SOUTHALL, MIDDLESEX, 
Subsidiary of Associated Commercial Vehicles, Ltd., LONDON. 
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Employes in Quiz Role 
Fire Questions at Timken Bearing Directors 
In Novel Type of Open Forum 


By Mac Gordon stattd, “are primarily for the pur- 
Associate Editor pose of getting information about 


CANTON, O.—“How much will| the enterprise to all the people 


Timken’s new pension plan cost aes in it. 

the company?” The more anyone knows about 
“How can an hourly-rated fac-|the company and industry in which 

tory worker become a Timken he makes his living, the more 

product salesman?” likely he is to succeed in_ it,” 
“Why doesn’t the company re- | Umstattd believes. 

vive its prewar annual picnic for Last week’s forum took place a 


all employes?” day after Timken directors held 
These questions, asked and an-|their annual meeting. Employes 
= 1% were advised that Timken had en- 


joyed a prosperous first quarter, 
showing a net profit of over $3,- 
000,000. 

Employes seemed concerned with 
all phases of company operations, 
including the value of Timken 
common stock, prices charged by 
bearings competitors and the meth- 
ods used in selecting Timken ex- 
ecutives and directors. 

All questions are read by Man- 
ufacturing Vice-President A. M. 
Donze, who presides at the ses- 
sions. 

Other company directors on the 
receiving end at the panels are 
Henry H. Timken, board chairman 
and executive vice-president; W. 
Robert Timken, vice-president; L. 
M. Klinedinst, sales consultant; J. 
E. Fick, Steel and Tube division 


QUIZ MASTER—W. E. Umstattd, president | Vice-president, and R. C. Brower, 
of Timken Roller Bearing, answers an em- secretary-treasurer. 
poye's question at an unusual open forum Oh, yes! The answers to the 


heid last week at company offices in Canton, . . 
©. Workers queried Timken directors in the questions cited above were as fol- 


third of a series of labor-relations boosters. | lows: 
. eon This year, it is estimated the 


ension plan will cost Timken in 
swered, last Wednesday spiced a Saestes of $1,000,000 if all employes 
novel approach to labor relations | now eligible to retire do so. Costs 
carried out by Timken Roller Beur- | after 1950 cannot be determined at 
ing Co. at its main plant here. this time. 

Firing the queries were hourly- An engineering degree is help- 
rated and salaried workers of the} ful, but Timken shop workers can 
company. Attempting to answer! overcome this obstacle if they 
them during an “open forum” were} possess certain experience. In 
all the members of Timken’s board| this connection, Umstattd de- 
of directors. clared Timken constantly seeks 

Last week’s open forum was the| to appoint its officers and direc- 
third staged by Timken since last| tors from within the company’s 
October. Both of the previous} ranks. 
quizzes came at the outset of the Because Timken found its annual 
company’s now settled pension |picnics were not benefitting com- 
strike dispute with Philip Murray’s|pany employes as much as non- 
United Steelworkers of America-|Timken members of the Canton 
CIO. community, the idea was dropped 

The meetings, according to | in favor of an expanded program of 
Timken President W. E. Um- | recreational facilities for workers. 


N. Y. Sees British Cars 











U. S. MAKERS WELCOME BRITISH—Alfred P. Sloan jr., board chairman of General 
Motors, and Henry Ford II, president of Ford, were on hand to wish British auto makers 
well as they opened the British auto show in New York. In the front row looking at the 
Power Turbo car are, from left, Paul Hoffman, former president of Studebaker and now 
ECA chief, and Sloan. Fourth from left is Sir William Rootes; Ford, and Sir Oliver Frank, 
British ambassador. At the extreme left, in back of Hoffman, is F. J. Connolly, president 
of the Society of Motor Manufacturers and Traders. Behind Ford to the left is W. Lyons, 


chairman of Jaguar. 


as 





BRITISH CARS BOW—In a setting of heraldry, the British staged the first all-British show 
ever held in the U. S. It was also the first automobile show to be held in the Grand 
Central Palace in New York since U. S. makers discontinued national auto shows 10 years 
ago. (It is believed the U. S. makers may revive their national show in 1951, although it 
is not certain where.) The British were reportedly pleased with the stir created by their show. 








CHRYSLER PARTS HEAD STARTS 26th YEAR—Charles L. Jacobson (center), president of 
Chrysler Motors Parts Corp., is congratulated by two of the 85 friends who surprised him 
with @ party in Detroit celebrating his 25th year with Chrysler. Thornton E. Waterfall (left), 
vice-president and general manager of Chrysler Motors Parts Corp., presented him with a 
scroll and silver tea service. L. M. Stewart (right) is a veteran St. Louis Chrysler dealer. 





GM ’s Crawford Defends 
Modern Car Styling 


NEW YORK. — Answering criti- 
cism on the entrance room of 
present-day automobiles, J. M. 
Crawford, Gener- 
al Motors engi- 
neering vice-pres- 
ident, declared 
here that some 
sacrifice of com- 
fort in entering a 
car is justified on 
the basis of in- 
creased safety 
when the passen- 
gers are once 
seated. 

J. M. Crawford Crawford spoke 
at a symposium on the esthetics of 
automobile design at New York 
City’s Museum of Modern Art. 

Although recognizing that criti- 
cism has been directed at the 
automobile industry regarding 
car appearance, Crawford de- 
clined to take the defensive. 


“A manufacturer,” he said, “can- 





not expect the customer to design | 


his products for him, The average 
user is an expert on use, but the 
designing and engineering for the 
most efficient use must of necessity 
remain in the hands of trained 
specialists. 

“The buyer can, however, and 
does tell his likes and dislikes 
based on what he has seen and 
experienced. In reckoning the 
users’ viewpoints, a more accepta- 
ble product results.” 

Crawford said that a better 
understanding of the problems of 
the engineer is necessary before 
the esthetics of today’s automo- 
biles can be properly appraised. 

“On the historical side, it has 
always been the engineer’s respon- 
sibility to lay the groundwork for 
safe, comfortable and _ efficient 
transportation. A little later, with 
a sense for the stimulating effect 
of appearance on sales, stylists 
were employed in various capaci- 
ties.” 

However, Crawford said, this ef- 


Many Fetes Set 
For Convention 
In N. Carolina 





PINEHURST, N. C.—At their an- | 


nual convention here May 14-17, 
members of the North Carolina Au- 


tomobile Dealers Assn. intend to} 


mix a liberal portion of entertain- 
ment with their business. 

A two-day golf tourney, exhibits, 
skeet shooting, cocktail parties, a 
banquet and dance are all on the 
agenda. 

Sunday evening’s dinner will be 
in honor of area chairmen and 
breakfast on Tuesday will be in 
honor of dealers who have been 
in the automobile business at least 
25 years. 

Business sessions will be held 
Monday and Tuesday mornings be- 
ginning at 19 o’clock. A_ service 


equipment exhibition will open Sun- 


day at 3:30 p.m. 

A resolutions committee has been 
appointed to function at the con- 
vention. It consists of Harold Pit- 
ser, Raleigh, chairman; Mark Car- 
penter, Durham; David Davenport, 
Rocky Mount; R. E. Steele, Ral- 


eigh, and J. A. Kornegay, Durham. | 


Pitser said he would call a com- 
mittee meeting in Raleigh prior to 
the convention. 








fort did not relegate the duties of 
the engineer to the scrap heap. 

“Knowledge of the essential 
ground rules in the industry,” he 
added, “have resulted in the highly 
satisfactory cars being offered to 
the public today.” 

Crawford reviewed advances in 
safety devices, better protection 
to the car body itself as well as 
its occupants, lowering of gravity 
centers and improved weight dis- 
tribution. 

Crawford stressed GM’s attention 
to customers’ reactions. He said 
such research was carried on on 
an extensive basis, “for the infor- 
mation and benefit of all concerned, 
not only the customer, but the 
management, engineering and de- 
sign staffs of the company.” 





Hees | U.S. Brief Calls 


Tucker Suit 
Publicity Stunt 


CHICAGO.—Preston Tucker was 
called a publicity seeker last week 
in a motion filed in federal court 
here seeking dismissal of his 
$1,000,000 damage suit against three 
U. S. prosecutors, four Securities 
& Exchange Commission Officials, 
and an attorney representing Tuck- 
er Corp. stockholders and dealers. 

Filed by Assistant U. S, Attorney 
John P. Lulinski, the brief charged 
that Tucker’s suit was “either an 
attempt to gain publicity” or an 
“attack upon government attor- . 
neys performing their duties under 
the law.” 

Lulinski declared that govern- 
ment officers must be protected 
against “harassment,” or _ great 
damage will be done to “zealous 
and fearless attempts to enforce 
the law.” 

Tucker’s suit followed his ac- 
quittal recently, along with seven 
other defendants, on charges of 
fraud, conspiracy and SEC viola- 
tions. 


Olds Sales 60% 
Ahead of °49 


LANSING.—During the first 10 
days of April, Oldsmobile dealers 
sold 10,312 new cars, marking a 61 
percent gain over the same 10 days 
of 1949, it is announced by General 
Manager S. E, Skinner. 

This brought total Oldsmobile 
sales from Jan. 1 through Apr. 10 
to 104,145 automobiles, an increase 
of 62% percent over the 64,049 new 
cars sold in the same period of 
last year. 





_— Coming Events 








Dealer Conventions 

May 2— Automobile Merchants Assn. of 
New York annual banquet. 

May 8—Buffalo Auto Trades Assn., Statler 
hotel, Buffalo, N. Y. 

May 1!2—Arkansas Auto Dealers Assn. 
LaFayette hotel, Little Rock. 

May 14-17—North Carolina Auto Dealers 
Assn., Pinehurst, N. C. 

May 23— Missouri Automobile Dealers 
Assn., Hotel President, Kansas City. 
May 23-24—Massachusetts State Automo 
bile Dealers Assn., Hotel Statler, Bos 

ton. 

July 16-19—New York State Automobile 
Dealers Assn., Grand Union hotel, Sara 
toga Springs, N. Y 

Sept. 9-11—South Carolina Auto Dealers 
<n Ocean Forest hotel, Myrtle Beach, 


Sept. 10-12—Colorado Auto Dealers Assn. 
roadmoor hotel, Colorado Springs. 
Sept. 18-19—Wisconsin Automotive Trade 
Assn., Schroeder hotel, Milwaukee. 
Sept. 25-26—North Dakota Auto Dealers 

Assn., Bismarck, N. D. 

Oct. 8-10—Automobile Dealers Assn. of 
Alabama. inc., Biloxi, Miss. 

Oct. 13-14—Tri-State Convention (Del., 
Md., Pa.), Haddon Hall hotel, Atlantic 
City, N. J. 

Oct. 15-17—Tennessee Automotive Assn. 
Memphis. 

Oct. 17-18 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, Ont. 

Oct. 23-24—Ohio Auto Dealers Assn. meet 
ing, Neil House, Columbus, O. 

Nov. 8-12 — National Used Car Dealers 
Assn. convention. Baker hotel, Dallas, 
Tex. 

Dec. 1-2 — Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont. 

Jan. 7-10, 1951 — National Auto Dealers 
Assn. canvention and exhibition, Miami. 


* * * 


Dealer Auto Shows 
Apr. 24-30— Miami Automobile Dealers 
Assn. Dinner Key Auditorium, Miami. 
Jan. 27-Feb. 3, 1951—Milwaukee County 
Auto Dealers Assn., Milwaukee. 
* * * 


Aftermarket Shows 


Apr. 25-28—New England Regional Auto 
motive Show, Mechanics Bldg., Boston. 

Mey 11-14 — Midwest Automotive Show, 

avy Pier, Chicago. 

May 29-June 9—Third Canadian Interna 
tional Trade Fair, Toronto. 

June 22-25—National Truck, Trailer and 
Equipment show, Pan Pacific auditorium, 
Los Angeles, Calif. 

Dec. 48—Automotive Service Industries 
show, Navy Pier, Chicago. 

* * a 


Allied Industries 
Sept. 13-15—National Petroleum Assn., Ho- 
tel Traymore, Atlantic City, N. J. 
Oct. 2-6— American Trucking Assns. 17th 
ane convention, Waldorf-Astoria, New 
ork, 


Oct. 23-27—National Metal Exposition, 
Amphitheatre, Chicago. 

Nov. 13-16—American Petroleum Institute 
30th annual meeting, Los Angeles. 

Jan. 22-24, 1951—Truck-Trailer Manufactur 
ers Assn. annual convention, Edgewater 
Gulf hotel, Edgewater, Miss. 


* * * 


General 


Apr. 24-27—/9th National packaging expo- 
sition, sponsored by American Manage- 
ment Assn., Navy Pier, Chicago. 

Apr. 25-26—Metal Powder Assn. annual 
show, Book-Cadillac hotel, Detroit. 

Apr. 26-27—Third Highway Transportation 
Congress, sponsored by National High- 
way Users Conference, Hotel Mayflower, 
Washington. 

May !-4—Chamber of Commerce annual 
meeting, Washington, D. C. 

—- nen Motor Show, Turin, 
taly. 

May 13-29— French International Trade 
Fair, Paris, France. 

May 15-16—Southeast Automotive Jobbers 
and National Automotive Mfrs. 1950 
Corference, Biltmore hotel, Atlanta, Ga. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

May 22-24—i950 National Convention of 
Sales Executives, Detroit. 

May 29-June 9— Canadian International 
Trade Fair, Toronto. 

May 30 — 500-Mile Race, Indianapolis 
Speedway, Indianapolis, Ind. 

May 3l-June 2—Advertising Federation of 
America, national convention, Detroit. 
June 26-30—American Society for Testing 
Materials, 53rd annual meeting, Chal- 

fonte-Haddon Hall, Atlantic City. 

June 29-July 1—Automotive Trade Assn. 
Managers convention, Colorado Springs, 
Colo. 

Aug. 7-19—First U. S. International Trade 
Fair, Chicago. 

Oct. 5-15—Auto Show, Paris, France. 

Oct. 16-20—National Safety Congress and 
National Safety Council exposition, Chi- 
cago. 


* * * 


Engineering 

June 4-9—Society of Automotive Engineers 
summer meeting, French Lick, Ind. 

June 19-23—American Society of Mechani- 
cal Engineers, Hotel Statler, St. Louis. 

June 26-30—American Society for Testing 
Materials 53rd annual meeting (Exhibit 
of testing apparatus and equipment), 
Atlantic City. 

Aug. 14-16 — Society of Automotive En- 
sneer National est Coast meeting, 
iltmore hotel, Los Angeles. 

Oct. 16-18—Society of Automotive Engi- 
neers transportation meeting, Hotel 
Statler, New York. 

Nov. 9-10—Society of Automotive Engi- 
neers fuels and lubricants meeting, 
Mayo hotel, Tulsa, Okla. 

Nov. 26-Dec. |—American Society of 
Mechanical Engineers, Hotel Statler, 
New York. 
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Now comes another 
ramatic business builder 


for Studebaker dealers 
STUDEBAKER 


AUTOMATIC 
DRIVE 


Most advanced of all the 
automatic transmissions 


stadabatenr's neal soley ! 





























Eprror’s Note: Here is another 
in a series of articles written es- 
pecially for Automotive News by 
Ned Jordan, famed in the auto 
industry for the car he built 
(1916-19381) and the words he 
wrote about it. 


oo old-time advertising man 
can remember the days when 
national advertising was not dis- 
cussed in the front office of the 
Ford Motor Co. Buick either, for 
that matter, if you’re old enough. 

But perhaps few have heard of 
the trouble Otis Lucas told me he 
had when, after the purchase of 
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the Lincoln from Henry M. Leland, 
someone sent him out to find an 
advertising agent who might be 
willing to spend a million or two. 

“I didn’t know then what an 
advertising agent was supposed 
to do,” said Otis. “I went down 
to New York and looked in the 
classified telephone directory. I 
picked a name, found the address 
and went up and presented my 
card, bearing my name and that 
of FORD. 

“The reception clerk looked 
bored, gave me a pathetic glance, 
took out her mirror and lipstick, 
adjusted her coiffure and finally 
disappeared into the mystic pas- 
sages. 

After I had read the pictures in 
the magazines: on the table, she 
eventually reappeared. Handing me 
back my card, she said with a ges- 
ture of polite ennui, “Sorry, Mr. 
Lucas, Mr. So-and-So says he does 
not want to buy a Ford.” 

“Well, but my business is very 
important,” said Otis. “Sorry, 
Mr. Lucas, but he’s in confer- 
ence and I could not disturb 
him again.” 








WILKERSON MOTOR OPENS LOT—This DeSoto-Plymouth dealer recently opened a used- 
car section in Tulsa, Okla. Situated on a corner, the lot is spacious and well signed. 





delphia came along and Ford ad- 
vertising ‘went to town.’” 
* * + 

World War Days 

HEN the first World War broke 

out, Alfred Reeves, then the 
sparkplug of the industry, called 
a meeting of the National Automo- 
bile Chamber of Commerce at the 
Marlin-Rockwell building in New 
York, to hear William C. Durant, 
then head of General Motors, ex- 
plain the necessity of a drastic cur- 


“I finally found an agent in Chi-/tailment in automobile production 
ito make room for a tremendous 
war output. 

Durant tiptoed in, rather late, 


cago who would let me in,” said | 


Otis. “He handled the account un- 


til a bright young man from Phila- 








Employing 
conducted 


U. S. Census Bureav methods, this 1950 study was 
by a nationally recognized independent firm of re- 


search consultants—Dan E. Clark Il & Associates. The sample was 
designed and checked by Dr. Chilton R. Bush, Director of Journalistic 
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again, revising his morning concep- 
tion of the patriotic duties of the 
industry. 

The next meeting was called, 
to be held in Washington, in the 
offices of J. Leonard Replogle, 
chairman of the War Industries 
Board. The writer was seated 
next to John N, Willys, when J. 
Dallas Dort, of Flint, arose and 
painted a dire picture of the ter- 
rible suffering that would follow 
in Flint if the industry was so 
curtailed. 

He had covered the woes of the 
manufacturers, their employes and 


ae —~|the damages to the thriving city 


amid an awe-inspiring silence, 
and, in carefully chosen words, 
outlined a percentage reduction 
in output, which, if carried out, 
would put a little company I 
knew out of business. 

This was followed by a meeting 
in Detroit of all of the manufac- 
turers. Before luncheon, Hugh 
Chalmers delivered a stirring 
speech, emphasizing the need for 
drastic curtailment. 

When he had finished, I saw, 
for the first time, John Dodge and 
Walter Chrysler, then an executive 
at Buick, on their feet and talking. 
After luncheon, Chalmers talked 








DAILY, ABC CITY ZONE. 


Sunday analysis shows 
similar results. 






SAN FRANC 


itself and was down to the women 
and children when John Willys 
leaped to his feet and whispered 
hurriedly to me: “I'LL BE BACK.” 

“Where the hell are you going?” 
I whispered. 

“GOIN’ OUT TO SELL WILLYS- 
OVERLAND SHORT.” 


| 
Dealer Recognition 
EORGE BENNETT was the 
first man to realize the neces- 
sity of a powerful dealer organ- 
ization in the days when the out- 
put of cars was increasing at the 
rate of 60 percent annually. 

He had been sales manager of 
the old Rambler organization, even 
before the writer’s day, while John 
N. Willys had sold Ramblers while 
he was at the head of the Elmira 
Arms. 

When Willys took over the old 
Pope-Toledo and financed the 

Overland on a shoestring, he got 
the best salesman then in the 
industry to organize his sales. 
John H. Patterson, of the Na- 

| tional Cash used to talk about cov- 
ering “85 cities in 85 days.” George 
|Bennett actually did just that. In 
|@ year or two Overland had the 
|first choice of space at the New 
York and Chicago shows. That 
distinction went to the producer of 
the largest volume in the preced- 
ing year. 





MEMA Praises 
Bank Loan Plan 


‘For Small Firms 


NEW YORK.—Large city banks 
|are perfecting plans that will en- 
able them, through local banks, to 
loan up to $25,000 to small business 
concerns, according to the Motor 
& Equipment Manufacturers Assn. 


| Local bankers will be able to lend 
money, on a straight loan or partial 
security basis, while the larger 
bank sponsors up to 90 percent of 
it. One eastern bank has set aside 
$5,000,000 for this purpose, MEMA 
says. 

Commenting upon the plan, the 
association says: “For the most 
|part, automotive wholesalers must 
be considered small businessmen 
and should benefit from this con- 
structive piece of thinking. 

“Local bankers, who know the 
| condition of local business, will now 
be able to finance a merchant over 
| the business peaks and valleys that 
| often leave even soundly based mer- 
chants in serious troubles. 

| “This was not true in the past 
when ultra-conservatism kept big 
banks from helping the little fellow 
when he needed it.” 

The association advised automo- 
tive wholesalers who need assist- 
}ance to discuss a loan of this type 
| with a banker. It offered to supply 
the names of banks now offering 
|this service. 
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“No, no, no! I’m the Chevrolet 
dealer.” 
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AUTOMOTIVE WASHINGTON 





' Bill Would Plug Loophole 


e 


In Antitrust 


Laws 


By William Ullman 


Washington Correspondent 


N ADMINISTRATION bill 


designed to tighten up “loop- 


holes” in the antitrust laws was given approval last 
week by a senate judiciary subcommittee. 

According to Senator Herbert O’Conor, Maryland Demo- 

erat, who is chairman of the subcommittee, the measure 


would prohibit the acquisition ‘ 


by any corporation of the as- 


sets of another corporation 
where the effects of the transac- 
tion might substantially lessen 
competition or tend to create a 
monopoly. 

The measure passed the house 
last year and the Marylander re- 
ported that the Federal Trade Com- 
mission had sought for 25 years 
to have the “loophole” in the law 
plugged. 

The present antitrust statutes, 
he added, prohibit corporations 
from acquiring 
the stock of an- 
other, but leave 
them free to 
procure assets. 

“In approving 
the Clayton act | 
in 1914,” O'Connor | 
declared, “Con- | 
gress made it 
quite clear that it | 
was seeking to} 
stop the growth 
of monopolies, | 
which had created enormous trusts | 
and monopolies and had aroused | 
public concern. 

“However, it must be admitted 
that this result has not been 
achieved, chiefly because, while 
Congress has given the Federal 
Trade Commission power to pro- 
hibit monopolistic mergers which 
took place through the purchase 
of stock, the act said nothing at all 
about assets. 

“Thus corporations have been 
able to avoid the intent of the act 
by buying up assets instead.” 

> * 7 





William Ullman 





Penetrating the Fear 
‘THE steel investigation which | 


got under way here last week | 
is expected to run about three | 
weeks and to cover the ground 
from ore to pricing, according to} 
Rep. Emanuel Celler, New York | 
Democrat, who heads the house ju- 
diciary subcommittee conducting 
an inquiry into monopoly in vari- 
ous fields. 

“The greatest difficulty in an in- 
vestigation of this kind,” said Cel- 
ler, “is the fear which seems to be 
present in the industry. 

“Countless people have come to 
the subcommittee to say that they 
are being forced out of business 
but they are afraid to testify for 
fear of reprisals. 

“This is one of the things that 
concerns us most, because that fear 
itself may be evidence of monop- 
oly power. We do not prejudge the 
situation, but we find this very dis- 
turbing.” 

Celler said the persons who are 
afraid to testify are fabricators and | 
other processors who handle the 


end products of the steel industry. 
> * 


Big Repeal Voice 


‘THE BIG Automobile Club of 

Southern California — member- 
ship 286,540 at the close of 1949— 
has asked Congress to repeal all 
excise taxes relating to motor ve- | 
hicles “even though such action | 
would cause a substantial reduction 
in federal aid authorizations.” 

This petition is important be- 
cause no organization in the U. S. 
is closer to its membership than | 
the well-grounded and well-con- | 
ducted ACSC. It has long been 
eminent in the motor world. 

In a resolution adopted by its 
board of directors, the club affirmed 
its contention that federal aid to 
the states is not related to excise | 
taxes and condemned the prevail- 
ing federal government policy of 
Maintaining enforced “emergency” 
taxes long after the need has| 
passed, 





. . : 
New Revenue Sources 


((ONGRESS has been under great 
pressure from “back home” for ' 


©——_——- 


many months for excise tax cuts 
beyond the limit recommended by 
the administration. 

Even before President Truman 
and Secretary of the Treasury Sny- 
der presented their recommenda- 
tions to Congress, it was evident 
that Congress would pass an excise 
tax bill of some sort in this ses- 
sion. The only question was when, 
and what kind? 

With this administration approv- 
al, Congress, many observers be- 





Harold Keegan, Inc. 





KALAMAZOO, MICHIGAN, Harold Keegan, 


lieve, may well go far beyond the 
recommended limits. 

The real question now is, how 
far will Congress go in raising 
new revenues to offset this rev- 
enue loss? 

It is widely believed that the 
first of the administration recom- 
mendations is the one that will 
have the least chance of acceptance. 

It would revise downward special 
depletion allowances to permit 
taxpayers to recover the cost of 
mineral properties over the produc- 
ing life of the properties. Enacted 
into law in 1918, these allowances 
have been especially helpful in ex- 
ploratory work which was so nec- 
essary as a wartime measure. 

A second recommendation of the 
administration in the “loophole” 
category would eliminate the tax 
exemption of charitable and edu- 
cational organizations which en- 
gage in a wide variety of business 
transactions. 

A third administration recom- 
mendation would provide a new 
basis for taxing life insurance com- 
panies. 

The administration would in- 
crease receipts from estate and 
gift taxes by $300,000,000. Snyder 





dwelt at length on the theory that 





GULFPORT, MISSISSIPPI, J. W. Connely, 
Jay-Jay Motor Co. 





FORD DEALERS PRESENT WELCOME WAGONS—Eight two-door sedans have been fur- 
nished by six Indianapolis Ford dealers. Dealers or their representatives present at the 
ceremony were (left to —_— George Hoster, president of George Hoster, Inc.; Clifford 
Kirby, sales manager of Harry A. Sharp Co.; Clifford Hart, president of Hatfield Motors, 
Inc.; Walter Hiser, president of Walter Hiser, Inc.; Victor Toot, general manager of Down- 
town Ford Sales, Inc.; F. C. Anderson, sales manager of the west side branch of C. T. 
Foxworthy Co.; Gordon ay general manager of the Foxworthy dealership, and 
Harry Myers, sales manager of the east side branch of the Sharp dealership. Welcome 
Wagon hostesses posed with the dealers. 
fresher course in motor tuneup has 
been conducted by Buick in prep- 
aration for spring driving, it was 
announced last week. 

Some 70 factory-trained service 
men conducted’ service tuneup 


such levies have lost their “long- 
term place in our tax system.” 


Buick Mechanics 


‘Tuned’ for Spring 


FLINT. —A nationwide program 
give Buick mechanics a _ re- 


schools in all zones. Mechanics in 
all Buick dealerships were given 
an opportunity to attend the one- 
day sessions. 


| to 





COMPTON, CALIFORNIA, Chuck Scheer, 
Barnett-Holland 


Meet more dealers who find 
it pays to push 


> | 


BURLINGTON, VERMONT, Fred W. Lapham, 
Jr., Lapham Motors, Inc. 


& 





‘*In the past 10 days alone numerous customers have come 
in and specifically asked for ‘Underseal’— the brown color 


—and the full \% 








town Chevrolet 


HOUSTON, TEXAS, Paul N. Keen, Down- 


REG. U.S. PAT. OFF, 


“UNDERSEAL” 


BRAND 





BOISE, IDAHO, R. D. Dodge, Campbell- 
Simpson Motor Co. 


“Your national advertising and your guarantee are 


bringing new business into our service department, 


says C. E. Seghers, Sales Mgr., King Braeger Chevrolet Co., Milwaukee 


inch thickness,’’ writes Mr. Seghers. 


“This speaks well for the power of your national adver- 
tising, your guarantee and your top-grade product —all 
of which are definite selling aids for us.” 

Are you cashing in on the steady profit ‘‘Underseal’”’ 
can bring to your service department? Through strong 
national advertising the car-riding public is learning 
there’s a tremendous difference between brown, rubber- 


ized ‘‘Underseal’”’ and 


thin, black non-rubberized ma- 


terials. You'll find it easier and more profitable to sell 
the leader. You’ll build repeat business, get more satisfied 


customers. 


Make it a point to sell your customers on guaranteed 
‘“‘Underseal”” Rubberized Coating—and watch the profits 


roll in. 


MINNESOTA MINING & MFG. CO. 


Also makers of “Scotch” 


Brand Pressure-sensitive Tapes, ‘‘Scotch’’ Sound 


Recording Tape, ‘‘Scotchlite”’ Reflective Sheeting, ‘‘Safety-Walk’’ Non-Slip 


Adhesives & Coatings Division, 411 Piquette Ave., Detroit 2, Mich, 
General Offices: Saint Paul 6, Minnesota 


Surfacing, ““3M"’ Abrasives, “3M” Adhesives. 


General Export: DUREX ABRASIVES CORP., New Rochelle, N. Y. 
In Canada: CANADIAN DUREX ABRASIVES LTD., Brantford, Ontario 






WRITE FOR FREE “UNDERSEAL” SERVICE 
AND SALES TRAINING 


The ‘“Underseal’’ Engineer in your territory is 
eager to help you with: 
1. Care and maintenance of equipment 
2. Training of applicators 
3. Tested selling techniques for your new car sales- 
men to help you get more profitable ‘‘Underseal’”’ 
business. 

MINNESOTA MINING & Mec. co. 
900 Fauquier Avenue 
St. Paul 6, Minnesota 
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On Small-Lot Parts Items... 


Military Orders Beckon Dealers 


(Continued from Page 2) 


world and that an important part 
of the Detroit Ordnance district’s 
work is not only to keep these ve- 
hicles replaced and in operating 
condition, but to supervise the pro- 
gram of continued standardization 
of these vehicles, including tanks, 
armored cars and other tactical 
vehicles. 

He pointed out that not only 
did this standardization play an 
important part in the winning 
of World War II, but is continu- 





SO MR. BENNY HAS 
NOTHING ON YOU? 


That old Maxwell or Mercedes may be 
valuable to a collector. Sell it through 
the “Antique Car" column in the 


AUTOMOTIVE NEWS 
Classified Want Ad Section 





ally playing an important part 
in keeping the replacement and 
maintenance costs of the armed 
forces at the lowest possible 
level. 


Other duties of the Detroit Ord- 
nance district include maintaining 
contact with industry and the de- 
velopment of mutual confidence 
between industry and the Ordnance 
department. In this connection Col. 
Cone paid the automotive industry 
and the SAE the highest of com- 
pliments for the manner in which 
they work with the armed forces 
and the Ordnance district. 

+ * a 


HE district also develops indus- 

trial mobilizaticn planning with- 
in its geographical limits, which 
includes all of Michigan. Heading 
the industry-ordnance procurement 
team as civil'an chief of the Detroit 
district is Edward T. Gushee, who 
works without pay. 

Col, Cone pointed out that one 
of the objectives of the tremen- 





dous military program is to aid 
small business in the Detroit 
area as much as possible and 
that last year, at least 40 percent 
of the contracts were let to com- 
panies employing 500 persons or 
less and having no connection 
with large automotive firms, 

The district is now receiving ap- 
proximately 3,000 pieces of mail 
daily and has more than 8,000 firms 
bidding for contracts. This natu- 
rally results in keen competition 
for the business and results in a 
continued downward trend in con- 
tract prices. 

Buying for the three divisions 
of the armed forces, which under 
present arrangement means buy- 
ing for all of the armed services, 
the procurement program is much 
more coordinated and economical 
than previously. 

To give an idea of the size of 
the operation, Col, Cone points out 
that as many as 6,000 contracts 
are let in a year with some 32,000 
items to be procured. 


Sell MORE Cars..FASTER 



















2-Inch Black 
Year 
Numbers 


5-Inch Red 
Price 
Figures 
ee 


with the NEW 
CELOCAR SET 


Aluminum Straps Hold 
< Sign on Sun Visor or 
Door Windows by Bend- 
ing Them Over. 


The Plastic 

Price Card Set 

for All Cars, 

with interchangeable 
figures, names and 
sales headlines. 






Names of 
All Cars 


<_< 


Sales and 
Descriptive 
Headings 


Use for 
Down 
Payment 
Only 


<—_—_ 


Illustrated '/s Its Actual Size - 12/2 x 10% Inches 
The Set Includes 200 Plastic Pieces 


For Used Cars 


No more dauby painting! No more 
soiled cards that must be thrown 
awayl Instead, your used cars 
display their full price or their down 
payment, together with the make, the 
yeor, and a snappy sales message. 
And every card will be as neat as a 
new pini CELOCAR CARDS are easily 
washable with a damp cloth. Make up 
a new card in a jiffy! Use the CELO- 
CAR set on your used cars and see the 
difference—in looks, and in sales! 


For New Cars 


With either the full price or the down 
payment (or both, using two cards per 
car) your sales room will become all 
its name implies. Use the CELOCAR 
set on your new cars; you'll see and 
feel the difference. 


will 


10—124%2"x 10%," frames 
100—5-inch red figures 
10—"Down" for down payment 


60—2-inch year numbers 
29—names of cars 
31—sales headings 


Add 3% sales tax 
in California only. 


* 75 Complete Set, FOB Factory, 
Alameda, Calif. 


Extra Pieces Available 
12!/p""x10%4"" Frames 

each, $1.00 
5-inch red figures 


Car Names 
(all cars) 
each, 8c 

00 Sales Headings 
each, 8c 

Descriptive 
Headings 
each, 8c 


per 100, $8 
per doz., $1.00 


2-inch year numbers 
per doz., 30c 





Yes, you'll sell more cars, fast- 
the CELOCAR set. 
Others have; you can; you will ! 


er, with 


Send your order today for one 
set and prove it to your own 
delight! Write to: 


CLAMP-SWING PRICING CO. 


Alameda, Calif., U. S. A. 








DEALERS GET READY TO PUT ON DERBY—Greater Cleveland's Chevrolet dealers are 


already 
by the 


for the junior classic (seated left to right) are: George Dorner, Sam H. 


lanning the 1950 edition of the Soap Box competition which is cosponsored there 
leveland News. Attending an organizational meeting that set July 23 as the date 


Klein, Paul Ros- 


senwasser, Andrew Barrett, William J. lerg, president of the Cleveland Chevrolet Dealers 
Assn.; Ray B. Johnson, zone manager; Paul Clark, secretary of Cleveland Chevrolet Dealers; 


Paul Acker and Anthony LaRiche. Standin 
Herbert Hewitt, William LaRiche, Ralph 
berger and Bernard Guthery. 


ass, Marlin 


(left to right): Milton Anderson, Cal Cutler, 
Pittinger, Floyd Mosier, Ray Herz- 


Finance Companies Found 


Holding Line 


on Terms 


(Continued from Page 2) 


years to pay; or One-third down, 
30 months to pay. 

However, smaller finance firms 
and some banks are said to have 
programs that can be “stretched 
almost anywhere.” Meanwhile, a 
good many dealers, both new and 
used, are advertising: “No money 
down and 36 months to pay.” 

A check of such offerings, how- 
ever, revealed that only one pros- 
pective buyer in 20 could meet the 
requirements for such credit. 

Down in Tennessee, things started 
to loosen up about six months ago. 
At that time, it is said, one large 
finance firm openly led the way in 
advocating terms of 30 months in 
financing new automobiles. 

Such terms are said to be com- 
mon now, despite the fact that 
the Tennessee Automotive Assn. 
has taken a vigorous stand 
against the releasing of credit 
beyond one-third down and 24 
months for new cars, and one- 
third down and 18 months for 
used cars. 

As a result of this stand, ac- 
cording to one TAA official, banks 
are generally holding to such terms. 
Finance companies appear to be 
making an effort to hold, but state 
frankly that they will offer more 
liberal terms under certain exten- 
uating circumstances. 

In Detroit, credit terms appear 
to depend as much on the dealer 
as they do on the customer. A 
dealer who furnishes a good deal 
of paper to a finance firm can usu- 
ally get a pretty long deal through 
= a buyer with a good credit rec- 
ord, 

A consolidation of nationwide 
reports gives the impression that 
there may be leaks here and 
there, but that cautious fingers 
still have the big holes plugged. 

In the opinion of most dealers, 
extension of terms beyond 24 
months may well invite restora- 
tion of credit control. 

Such action, they say, could de- 
stroy the delicate balance between 
enough and too little credit, re- 
sulting in possible disaster not only 
for the auto industry but for busi- 
ness in general. 


Finance terms available in most 


parts of Pennsylvania appear typ- 
ical of what dealers all over think 
they should be. 

Following is comment from 


K-F Elects Babbitt 
A Vice-President 


WILLOW RUN.—Hal Babbitt, 
d'rector of public relations of Kais- 
or-Frazer Corp., has been elected a 
vice - president of 
the company, it 
was announced 
last week by Ed- 
gar F. Kaiser, 
president, Babbitt 
joined K-F in 
June, 1946, as as- 
sistant director of 
public relations 
and was named 
director the fol- 
lowing year. 

He has been as- 
sociated with Kaiser companies 
snce 1937, first serving on the 
Bonneville and Grand Coulee dam 
projects. From 1941 to 1946, he was 
director of public relations of the 
three Portland (Ore.) Kaiser ship- 
yards. 


Hal Babbitt 


dealers in different counties 
throughout Pennsylvania: 

Washington county: “We have 
not yet run into such unrestricted 
terms as 25 percent down and 
three years to pay. In fact, local 
branches of the big finance com- 
panies seem to be tightening up 
on credit.” 

Northampton county: “There has 
been very little, if any, change in 
the one-third down, 18-24 months 
policy.” 

The same kind of comment cov- 
ers most other Pennsylvania coun- 
ties, except the following: 

McKean county (where the 
Producers Bank & Trust Co. fea- 
tures 30-30 deals in its advertis- 
ing): “Bank representative states 
terms will be lengthened as com- 
petition increases. We are forced 
to go along On 30-30 plan, but are 
definitely opposed to such terms.” 

Delaware county: “Practically all 
| finance firms taking an occasional 
| deal on short downpayments, pro- 
viding the credit is exceedingly 
good. Also, they are going on a 
limited basis of 30 and 36 months. 
However, finance companies are 
limiting their reserve to the dealer 
to the 24-month basis.” 


DOES RADIO 
SELL CARS? 


PLR ee et reo 








“DESIGNED TO SELL AUTOMO- 
BILES ...1 think the Groucho 
Marx Show’ is one of the top 
shows on the air. It’s a show of 
universal appeal and is well de- 





signed to sell DeSoto-Plymouth 
automobiles. I believe it’s the 
most effective advertising we’ve 
ever had.” 

T. E. Martin, President, 


Tony Martin, Inc., 
Houston, Texas 


“broadcast weekly over CBS 
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Theme: 50 Years’ Progress .. . 





Road Users Parley 
Opens Tomorrow 


WASHINGTON.—Membership of 
national, state and local highway 
user groups, numbered in the mil- 
lions, will be represented at the 
Third Highway Transportation 
congress, which opens here tomor- 
row (Apr. 25) under sponsorship 
of the National Highway Users 
Conference. The meetings will run 
through Thursday and will be held 
at the Mayflower hotel. 

“Progress for 50 Years” will be 
the parley’s theme. NHUC Di- 
rector Arthur Butler said last 
week that advance registrations 
were running far ahead of those 
of two years ago. 

These congresses, held every two 
years, afford leaders of highway 
transportation and allied industries 
an opportunity to express them- 
selves on policies which will help 
determine the future of highway 
transportation, Butler said, and to 
implement a program for progress 
through discussion and exchange 
of ideas. 

All participants in the program 
have been long identified with the 
highway transportation field, he 
added, and each of the speakers 

and panel participants can discuss 
his subject with authority. Prob- 
lems affecting the whole industry 
and its segments will get careful 
attention, according to the NHUC 
director. 

The keynote address by NHUC’s | 
Chairman Albert Bradley, execu- 
tive vice-president of General Mo- 
tors, will examine highway trans- 
portation’s opportunities as it enters 
a new half century of service to 
the American public, Butler said. 
Like other leaders who will address | 
the congress, Bradley will look back 
and point out the ways by which 
the automotive industry has en- 
riched America’s life and broad- 
ened its economy during the past 
50 years. 

Other speakers include Lee R. 
Jackson, president of Firestone 
Tire and Rubber Co., who will | 
speak on “Highway Transporta- 
tion of Tomorrow,” and Dr. J. 





O. Christianson, Minnesota civic | 
leader, educator and agricultur- 
ist, whose subject will be “The | 

Roads Americans Travel.” 

A petroleum industry spokesman | 
will be John M. Lovejoy, president 
of Seaboard Oil Co. of Delaware, 
whose address is entitled “Oil—Its 
Contribution to America.” Walter 
R. McDonald, general solicitor and 
former president of the National 
Assn. of Railroad and Utilities 
Commissioners, will deliver an ad- 
dress entitled, “A Public Official 
Looks at Transportation.” 

During the course of the con- 
gress such problems as adequate 
planning to meet growing highway 
needs, taxation, protection of high- 
way funds from diversion to other 
purposes, and the need for more 


Haller Named 
By NADA to 


Safety Committee 


WASHINGTON. — Appointment | 
of Fred L. Haller, president of the | 
National Automobile Dealers Assn., 
as one of the 
three representa- 
tives of the 
NADA to the In- 
ter - Industry 
Highway Safety 
Committee was| 
announced here 
last week by 
James J. New-| 
man, committee | 
chairman. 

Haller, who is 
a Hudson dealer 
here, has actively participated in 
highway safety programs for many 
years and is currently serving as 
vice-chairman of both the District 
of Columbia inter-industry group 
and the D.C. commissioners’ traffic 
1dvisory board. 

The two other NADA members 
of the committee are George Zies- 
mer, president of the association 
last year, and J. Eustace Wolfing- 
ton, chairman of the association’s 
Dealer-Customer Relations com- 
mittee. 








. 


Fred Haller 





uniform vehicle laws will come be- 
fore the delegates. At the same 
time, committees will be in session 
with highway policy, laws and 
safety on their agenda. 


There will be panel discussions 
during the three-day meeting on 
“What Is the Federal Role in High- 
way Development?” and “How to 
Get Support for Uniform Traffic 
Laws.” 

A feature which reportedly has 
already stirred wide interest is a 
debate on the toll-road_ issue. 
Supporting the affirmative in the 
question, resolved that the toll 
method of financing highways is 
unsound, will be E. Carroll Bean, 
past master of the Maine State 
Grange, and R, E. Jorgenson, 
deputy commissioner of the Con- 
necticut state highway commis- 
sion, 





11 





INVENTOR OF SPEEDOMETER MARKS 80TH YEAR—A. P. Warner, one of the pioneer 
figures of the automotive industry, the man whose best-known invention has become an 
integral part of all motor vehicles and who now is president of Warner-Patterson Co., 
manufacturer of automobile cooling system service products, was the guest of his business 


associates at an anniversary luncheon. 


Shown are Warner and his wife, with (left) R. M. 


McNeily, sales manager, and (right) J. H. Cattell, general manager, Warner-Patterson Co. 





E. R. Needles, president of the 
American Road Builders Assn., and 
W. B. Getchell jr., director of the 
Maine Turnpike authority. 


Participating in all the meetings 


The negative will be argued by | will be delegates from all the states, 


SPECIALISTS 





/ 
OVER 


000,000 


“Bendix 


STARTER DRIVE 


ECLIPSE MACHINE DIVISION of 
ELMIRA, NEW YORK 


Detroit Office: 8-212 General Motors Bidg. 
Expert Sales: Bendix International Division, 72 Fifth Avenue, N.Y. 11, N. Y. 





representing all segments of Amer- 
ican highway transportation—mo- 
tor clubs, truck associations, petro- 
leum groups, the rubber industry, 
rural letter carriers, agricultural 
organizations, commercial travel- 
ers, distributors and others. 


Oklahoma Board r 
Elects Three 


Committees 


OKLAHOMA CITY.—Executive, 
convention and membership com- 
mittees of the Oklahoma Automo- 
bile Dealers Assn. were chosen at 
the recent spring meeting of the 
board of directors here. 

Named to the executive commit- 
tee were W. D. Dysart, Tulsa; R. 
T. Scott, Oklahoma City; Harland 
Lee, Blackwell; J. A. Richardson, 
Ada; Cal Newport, Hominy; Ar- 
thur Galloway, Elk City, and Henry 
F. Coffeen, Oklahoma City. 

Chick Norton, Tulsa, was chosen 
chairman of the convention com- 
mittee. Elected to assist him were 


Wat Henry, Tulsa; Guy Clark, 
Tulsa; Ray Cox, Tulsa; Ernest 
Reed, Muskogee; Cal Newport, 


Hominy, and Jess Tresler, Vinita. 

Appointed chairman of the mem- 
bership committee was Ray Cox, 
Tulsa, All board members will also 
serve on this assignment. 

The vice-president of the north- 
east zone, Paul Rowsey, Muskogee, 
resigned and Cal Newport, Hom- 
iny, was elected to succeed him. 


IN ALL TYPES OF STARTING 
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~ INSTALLATIONS 


prove 


its 


VERSATILITY and 





RELIABILITY 





When Industry endorses a product to the extent of 
80 million installations, little need be added—that 


AVIATION CORPORATION 


product is proved beyond question. This record has 
been achieved by the Bendix* Starter Drive. Its 
versatility, reliability and economy have made it the 
overwhelming choice for push button, floor button, 
clutch pedal, accelerator and automatic starting 


applications. No matter which kind of starting you 


employ, insist on known quality, specify Bendix Starter 


Drives—the best proved in the industry. 
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| 
with only a few tenths of a thou-| 


New Production Ideas 


Abound at 


Tool Parley 


(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 


By A. H. Allen 
OTEWORTHY contributions to the literature of ad- 
vanced manufacturing techniques leading to cost reduc- 
tion packed the program of the American Society of Tool 
Engineers’ recent Philadelphia convention. From the scores 


of technical papers read before capacity crowds, the 


ing excerpts are presented as 
typical: 

Chrome Plating: Life of automo- 
bile piston rings can be multipled 
five times and cylinder wear re- 
duced two-thirds by the use of 
“hard” chrome plating on only the 
top ring. ... A cylinder bore 
plated with only 0.0005-inch of 
chrome gives an outboard engine 
enough additional power to equal 
a one-third higher operating speed 
of the propeller. ... A chrome- 





follow- 


————————————— 
i 
| 


| ings, against 6,- 
000 without plat- 
ing. . . . Chrome 


plated taps to 
thread holes in 
abrasive nonfer- 
rous materials 
gave a 1,000 per- 
cent increase in 
life. .. . Improved 
finishes were ob- 
tained on plastic 
molded parts by 
plating the dies 





sandth of chrome—B. A. Taylor, 
Chrome Electro-Forming Co. 
Engine Plant: Transfer-type ma- 
chine tools and single-purpose au- 
tomatics in the new $30,000,000 In- 
ternational Harvester engine plant 
eliminate much manual handling 
of parts in process, reduce floor 
space required, increase production 
capacity, and yet did not cost more 
than a similar setup employing 
more general-purpose machines. 
Biggest problem: down time for 
maintenance or retooling. One help: 
quick-change tooling, suitable for 
pre-setting.—Joseph Olander, Inter- 
national Harvester Co. 
Automation at Olds: Some 250 
different types of forgings in quan- 
ties totaling over 1,000,000 pounds 
daily are handled with a minimum 
of manual effort in Oldsmobile 
forge plants, through the use of 
such devices as magnetic cranes, 
power conveyors, 35 “finger” trucks 
which pick up and move parts, 
overhead monorail conveyors—some 
over \%-mile in length, automatic 
heat treating furnaces, slat con- 
veyors, and even the old “block 
and tackle.” Automatic furnaces, 
washers and pickling baths handle 
200 crankshafts an hour with no 





OPENED ON [éth BIRTHDAY—This is the new home of Van Winkie Motor Co. (Pontiac) 


in Dallas. A. P. and C. P. 


manual handling.—T. E. Darnton 
and W. L. Mantz, Oldsmobile. 


Roll On: One small punch press | 


and one small roll-forming machine 
will, with a single operator, pro- 
duce more parts than three power 
presses with three operators by a 
process which at present can be 
applied to materials up to %-inch 
thick, to pipe up to 20-inch diame- 
ter and to steel plate up to %-inch 
thick and about eight feet wide. It 
is possible to finish the material 
before rolling it to shape. Machines 
will turn out 30,000 feet per day, 









information. 


You are now Entering 


LEVELAND 


Marketing Data 
for Advertisers 


The Plain Dealer’s Mar- 
ket Survey Department can 
assist you in checking your 
merchandising coverage 
with current market data 
for Cleveland. Write for 
























Year after year, the Cleveland Plain Dealer 
maintains its high position as one of the nation’s 

leading newspapers in passenger car advertising 

lineage. And year after year the Plain Dealer has been largely 
responsible for keeping Cleveland high among 

the nation’s markets in new car sales. The P.D.’s intensive 


CLEVELAN 





and extensive coverage of this tremendous 
Cleveland market is a major factor in the maintenance of 
Cleveland’s high new car sales record. 


D 


PLAIN DEALER 


Cleveland’s Home Newspaper 


A. S. Grant, Atlanta 


Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 


Van Winkie, father and son, head the dealership. 





| 
|automatically cut off to length. 
E. J. Vanderploeg, Yoder Co. 

Micro-Drills: Drills so small that 
it takes 20-power binoculars to 
watch them at work are now in 
production on various types of con- 
sumer goods. They will produce 
holes as small as 0.001-inch diame- 
ter. Thinner than a human hair 
and operating under pressure so 
light the operator can barely feel 
it, the steel drills have found their 
first application in the medical 
field in making a new “hypospray” 
for hypodermic injections. Nozzles 
of fuel injection engines also call 
for extremely small holes—J. A 
Cupler, National Jet Co. 

Die Is Cast: Recent advances in 
the art of die casting have made 
it possible to “cast” holes into parts 
to a size equal to that of drilled 
and reamed holes when produced 
by machining, as small as 0.028- 
inch diameter and 5/64-inch deep. 
{Small tapered holes almost three 
|inches deep also can be produced 
with relative ease. Most die cast- 
ing machines now are completely 
automatic in operation. Experi- 
ments now are being carried on 
with alloy cast iron dies, instead 
of steel, for lower cost.—Charles 
Franklin, Rochester Products divi- 
sion, General Motors. 

Tungsten Carbide Dies: Ultra- 
hard cemented tungsten carbide 
dies cost only two to four times 
as much as steel dies but last 10 
to 50 times as long and produce 
better stampings. Users must watch 
press equipment carefully, however, 
because of the long production runs 
possible.—George Eglinton, Lincoln 
Park Industries. 
| No Touch: Automatic press 
equipment has been developed 
which permits turning out certain 
subassemblies of manufactured 
products automatically. Raw ma- 
|terial, such as strip steel, can be 
fed into one side of the press and 
the assembled unit comes out the 
other side, with as many as 12 or 
/15 operations having been per- 
formed in between.—Herman Zorn, 
V & O Press Co. 


Federal Reports 
$784,448 Loss; 
|New Models Near 


DETROIT.—Federal Motor Truck 
Co. reports sales of $11,701,200 for 
1949 as against $14,072,006 for 1948 

After provision was made for tax 
refund adjustments, the company 
showed a net loss of $784,448 for 
1949 as compared with a net profit 
of $132,253 for the previous year. 


Although unit sales were lower 
in 1949 than the previous year. 
heavy-duty truck sales in both die- 
sel and gasoline equipment were 
“substantial,” Federal said. Diesel 
and six-wheeler sales were at a 
postwar high. 

More than $1,000,000 for tools, 
dies and fixtures was expended in 
1949 for new models shortly to be 
announced. 

Net worth of the company as of 
Dec. 31, 1949, was $5,348,715, repre- 
senting a book value of $10.88 per 
share on outstanding stock. Work- 
|ing capital amounted to $3,279,823. 
| equivalent to $6.67 per share, with 
the ratio of current assets to cur- 
rent liabilities being at the rate 
of 5% to 1. 

The company reported that it 
had no bank loans, preferred stock 
or bonded indebtedness. The only 
long-term debt is $216,000 owing on 
property purchased from War As- 
|sets Administration at an original 
| purchase price of $300,000. 








Top Motors Lands Kerr 
| John Kerr has been made gen- 
eral service manager at Top Mo- 
| tors, Inc. (Hudson), Akron. 
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Ford Spark Plugs are 
Right for Fords! 





Why? Because they're designed for Fords... 
with a special longer-lasting insulator that re- 
sists sudden heat shocks, has great mechanical 
strength, is unaffected by lead attack. Uniform 
fit is assured by holding dimensions of all metal 
parts to close factory limits. Sillment seal pre- 
vents annoying leakage. There is a model just 
right for any Ford job ... and the price is right, 
too. Place your order now with your Ford 


Dealer or Parts Distributor. 


(Genuine Forp Parts... Right for 
FORDS! 
















Division o f 
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- Spark Your Service Profits with 


AY Springtime is tune-up time—and 





a good time for parts and service 





sales. Keep your Ford owners satisfied 








by always using Genuine Ford Parts— 







the parts that are made right 
to fit right and last longer. 






Independent Garages... 


Bring in more Ford service 
business by displaying this famous 
“sign of good business” . 
and watch your business boom. 


For full details see your nearest Ford Dealer. 


FORD MOTOR 
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Auto Credit Up. 
Nine Percent 


During Month 


WASHINGTON. — Finance com- 
panies did a pleasant month’s busi- 
ness during February, acquiring 9 
percent more retail automotive pa- 
per than in the preceding month 
while doing a much smaller vol- 
ume of floor-planning. 

Nearly all the 124 firms reporting 
to the Federal Reserve Board cited 
“substantial” gains in February 
business. 

They said outstanding balances 
on auto accounts moved slightly 
higher, but continued to decline on 
other goods. 

The 9 percent gain in automobile 
paper acquired reflected larger pur- 
chases of all types of vehicles in 
February than in January. Used- 
ear financing showed the largest 
increase. 

In all, the reporting firms said 
they put up the money for the re- 
tail purchase of 227,482 vehicles in 
February. Of this total, 85,689 were 
new cars; 10,669 new trucks; 121,964 
used cars, and 9,160 used trucks. 

Meanwhile, 220,429 new cars and 
trucks were financed at the whole- 





Ae 
BRING ‘EM BACK DEAD—When S. L. Sav- 


idge (Dodge-Plymouth), Seattle, took time 
off from hunting car customers early this 
year to do a bit of big-game hunting in 
Africa, this is the customer he came across— 
and a tough one. The two-ton rhinoceros, 
however, was felled by the dealer's bullet. 





sale level, along with 16,311 in the 
used category. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 
mated more than 100,000 readers weekly! 


“Open” for business. 


UTOMOBILE dealers all 
country have found that 


izing their showrooms with an “open- 
vision” front of Pittsburgh Glass and 
Pittco Store Front Metal has resulted 
and profits. An 
“open-vision” front turns the entire 
showroom interior into an eye-catch- 


in increased sales... . 


ing, sales-producing display . 


make sales before the customers enter. 
And an “open-vision” store front goes 
on “selling” even after closing time. 


If your business needs a lift, 









Store fronts 
and Interiors 


by Pittsburgh 


Pitts s 


over the 






modern- zation materials. 


. . helps 


ask your ness. 






border of ivory and blue 






and Pearce, Scranton, Pa. 


PAINTS * GLASS > 
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Slight Hope Seen for Downward Trend . . . 
State Income Tax Holds Favor 


tions of 10 percent on state income|was rejected by the Idaho legisla- 


ESPITE enactment of income 

tax reduction legislation in two 
states thus far this year, a gen- 
eral reversal of the postwar trend 
toward heavier state taxation of in- 
dividual and corporate income is 
not yet in sight, a survey of devel- 
opments in state capitals through- 


| |out the country indicates. 


An income tax increase has 
already been enacted this year 
by one state, with similar pro- 
posals for new or higher levies 
currently pending in some other 
states and certain to be raised 
on a broad scale next year when 
a greater number of state legis- 
latures convene. 

The income tax reduction legis- 
lation was enacted in Maryland 
and Virginia, both of which are 
among the states which previously 
had adopted postwar increases in 


state taxes. 
. > * 


IRGINIA’S income tax reduc- 
tion measure is conditioned 
upon the level of state revenues 
and may never become effective. It 
provides for automatic tax reduc- 


taxes if general fund revenues, now 
estimated at $95,000,000, reach $100,- 
000,000. 

If general fund revenues reach 
$103,000,000, the credit would be 15 
percent and at $105,000,000 it would 
go to 20 percent. 

Advocates of the legislation 
contended state revenues had 
been underestimated consistently, 

while opponents predicted a 
business decline would make the 
bill unnecessary. 

State income tax reductions ex- 
pected to total $1,250,000 were pro- 
vided by a series of bills enacted 
in Maryland, including measures 
raising exemptions for dependents 
from $400 to $600 and doubling the 
$1,000 personal exemptions of those 
65 or over. 

Another of the measures cuts 
from 5 to 2 percent the rate on 
investment income when the total 
unearned income is less than $500 
and the taxpayer makes less than 
$10,000 annually. 

An income tax reduction pro- 
posal backed by Gov. C. A. Robins 





architect about Pittsburgh’s moderni- 
He is familiar with 
these recognized leaders and will help 
you select a well-planned, economical - 
design. Both of you can count on our 
fullest cooperation. ' 
can arrange for terms through the 
Pittsburgh Time Payment Plan. 
When you remodel, remember this: 
A half-way job isn’t half good enough. 
Do a thorough job—inside and out—for 
the greatest returns in increased busi- 


CHEMICALS - 





..and getting ut, too 





If you wish, you 


si 

/ 
For factual information and illustra- 

tions of many Pittsburgh Glass and 


Pittco Store Front Metal installations 
write for our free booklet. The coupon 
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below is for your convenience. 


- 
THE “OPEN-VISION” front of this | 
showroom in Scranton, Pa., is actually | 
an after hours salesman. It presents | 
the showroom interior and the auto- | 
mobiles for sale even after the show- 1 
room is closed. The expanse of Polished | 
Plate Glass is framed by a colorful | 

Carrara 

Structural Glass and Pittco Premier | 

Metal. An “open-vision” front like this { 

will help bring more business to your | 

showroom, too. Architects: Von Storch | 

| 

| 

| 

| 

| 


Name 


Address 


City 





Giass 





COMPAN Y 


Pittsburgh Plate Glass Company 

2103-0 Grant Building, Pittsburgh 19, Pa. 

Without obligation on my part, please send me a FREE copy of 
your book on modernization, ‘*‘“Modern Ways for Modern Days.” 


.State 


PLASTICS 














jigan legislature, 








ture, as was a bill for a payroll 
deducting system for collecting in- 
come taxes. 
* > > 

ORTH DAKOTA'S Attorney- 

General Wallace E. Warner re- 
cently ruled that an initiated meas- 
ure seeking an income tax reduction 
could go on the June primary elec- 
tion ballot in that state. 

It would raise exemptions for 
single individuals from $500 to $1,- 
500, for married couples from $1,500 
to $3,000, and for dependents from 
$500 to $1,000. It also would permit 
a split of the joint income of hus- 
band and wife, so that they would 
fall in a lower income bracket. 

Kentucky’s legislature enacted 

an administration bill increasing 
the state income tax to produce 
$3,000,000 in additional annual 
revenue, 

It raises the corporate income tax 
rate from 4 to 4% percent and 
boosts the rate on personal net 
income of $8,000 or more from 5 
to 6 percent. The measure reduces 
the exemption for married tax- 
payers and reduces the minimum 
income on which returns must be 
filed by such taxpayers. 

A proposal by Gov. G. Mennen 
Williams for enactment of a new 
4 percent tax on corporate profits 
got a cool reception in the Mich- 
with indications 
that this and other proposals for 
raising added general revenue 
would be sidetracked at least until 


|the regular 1951 legislative session. 


A similar new tax on corporate 
profits has been proposed by labor 
groups in New Jersey and may be- 
come a live issue next year, al- 
though it has received no serious 
legislative consideration thus far. 

* * * 


NCREASED income taxes are 

among a number of revenue- 
raising possibilities currently un- 
der consideration in South Caro- 
lina, where state fiscal officials 
have warned that the state must 
either increase revenue sources or 
make drastic cuts in state expendi- 
tures. 

The Massachusetts house of 
representatives recently passed 
and sent to the state senate a 
bill extending a temporary addi- 
tional tax of 1% percent on cor- 
porate income. The temporary 
additional levy is expected to 
yield about $12,150,000 a year, 
with the money to go into the 
general fund instead of the vet- 
eran services fund as heretofore. 
The tax, which is in addition to 

the state’s basic 4% percent tax on 
corporations, has been continued 
for three years although classified 
as “temporary.” 

Also pending in the Massachu- 
setts legislature is a proposal for 
a state constitutional amendment 
to permit imposition of graduated 
income taxes. The proposal would 
have to be approved by two suc- 
ceeding legislatures before it could 
be submitted to the electorate for 
ratification. 

A “strong possibility” that Con- 
necticut will face an income tax 
as well as an increased sales tax 
next year has been noted by State 
Finance Commissioner James B. 
Lowell. 

> > 7 
N2w income tax proposals also 
are expected to be raised in 
1951 legislative sessions in a num- 
ber of other states, including Illi- 
nois, Maine and New Hampshire, 
Increases in existing state income 
tax laws also probably will be pro- 

posed in many states. 


In contrast to the pattern of 
the war years when two states— 
South Dakota and West Virginia 
—got out of the income tax field 
entirely and many others enacted 
substantial rate reductions, the 
postwar trend has been upward. 
Last year, individual or corporate 
income taxes, or both, were in- 
creased in 10 states, with similar 
postwar boosts enacted earlier in 
others. 

While the tax reduction legisla- 
tion enacted this year in Maryland 
and Virginia offers hope that the 
postwar uptrend in these levies 
may be slowing down, the pressure 
reported frqm other states indicates 
that state income tax cuts in the 
immediate future will be the ex- 
ception rather than the rule, 
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ALBUQUERQUE, N. M.— There 
is no “average dealer” in the auto- 
mobile business and the dealer who 
classes himself as “average” is 
headed for business oblivion, ac- 
cording to William Randolph, exe- 
eutive secretary of the New Mexico 
Auto Dealers Assn. 

Randolph contends that com- 
petition has seen to it that there 
are no “average” dealers, and 
that it will continue to do so. He 
admits there is a great “similar- 
ity” among dealers. 

This similarity is apparent in the 
problems dealers face since they 
are often industrywide problems 
which have a bearing upon the 
operations of individual merchants. 

One of these problems is the boot- 
legging of automobiles, Randolph 
states. Another, he goes on, is the 
question of what to do with the 
multitude of wornout cars on the 
roads. 

Regarding bootlegging, Randolph 
declares “it is a 100 to 1 shot that 
the policy of manufacturers will be 
formulated bearing in mind that 
their primary purpose is construct- 


ing cars and trucks and merchan- | 


dising them at wholesale. 
“Kegardless of how distribution 


is acquired at the retail level, | 


the profits of the makers are un- 
impaired ... hence no aid to the 
dealer body in stopping the 
source of supply to the exclusive 
used-car manipulator. 


“When approached directly for | 
help the manufacturers take refuge | 


behind an opinion that the policies 
of the Federal Trade Commission 
limit the ability of the factory to 
control prices at the retail level. 

“Is a dealer who merchandises 
his overstock of cars to a used-car 
operator at substantial discounts 
ranging as high as $300 actually 
performing a retail sale? Has he 
not, within the common meaning 
of the terms, departed from the 
‘retail’ field and entered that of a 
‘wholesaler?’ ” 

Randolph intimates that the so- 
lution to the problem lies in con- 
certed action through dealer 
associations. He does not believe 
dealers are taking the situation 
lying down. 

Randolph also commends the Na- 
tional Automobile Dealers Assn. 


and other dealer groups for their | 


programs to speed the retirement 
of prewar vehicles. 

In denouncing the “average 
dealer” description, Randolph notes 
that “to be ‘average’ in the automo- 
bile business is for a dealer to think 
and act in identical fashion with 


Acme Announces 
Factory-Matched 
Line of Paints 


DETROIT. — Factory - matched 
colors for paint shops are now be- 
ing produced here by Acme White 
Lead and Color Works, the com- 
pany announced last week. 

The firm described the move as 
a departure in its policy, adding 
that Acme’s principal activity in 
the automotive industry heretofore 
has been centered around basic 
tinting colors. 

“Recent field investigation,” said 
Arthur Stern, head of Acme’s re- 
finishing sales, “has convinced us 
that whereas color mixing from 
tinting colors is best for the ma- 
jority of jobs, there is also a place 
for factory-matched colors in the 
shop.” 

Stern said the company’s new 
factory-matched line is already 
available through Acme jobbers. A 
metal cabinet, holding 50 pints, is 
available to dealers at factory cost, 
he added. 





ACME'S METAL CABINET—It heids 50 
olnte, 


No ‘Average’ Dealer? 


_ Randolph Holds Competition Has Ruled Him Out; 
Scores Attitude of Factories on Bootlegging 











his fellows—a_ situation which 
would mean business suicide.” 

To avoid such a pitfall, Randolph 
advises dealers to ask themselves 
these questions: 

“Are my employes receiving 
management aids to enable them 
to perform the caliber of service 
I demand? Are customers coming 
into my dealership receiving the 
degree of attention which I, in 
similar capacity, would demand? 


“Is my dealership attractive and 
does it invite people to do business 
with me? My advertising? Am I 
spending enough money? Too much 
money? And am I placing what I 
do spend in the most advantageous 
spots? 

“What of my tradeins? Am I con- 
sistent in my allowances or am I 
permitting overallowances to creep 
in? Am I firm in my policy with my 
salesmen on this subject?” 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry .. . an esti- 
mated more than 100,000 readers weekly! 












OPEN HOUSE FEATURED PRIZES, MOVIES, REFRESHMENTS—McCullough Motor Sales 


(Dodge-Plymouth), Findlay, O., 
H 


Austin Opens 


Ore. Warehouse 


PORTLAND, Ore.—Austin Motor 
Co. has opened a warehouse here 
on Swan Island to serve its dealers 
in Oregon and southern Washing- 
ton. It supplements warehouses 
already in operation in Los An- 
geles, San Francisco and Seattle. 

Austin soon will also establish a 
factory parts depot here, announces 
Kenneth L, Hockensmith, manager 
of Northwest Light Car Co., Austin 
distributor. 

The announcements were made 





At last 





“ REMINDS YOU TO REMIND THEM. This 


“signal file’ cabinet has 60 double 
pockets for filing the signal card which 
matches each customer’s record card. Only 
one pocket for ‘‘active” 
accounts and one for “‘inactive”’ 


one set of pockets 


requires attention each day. 


now occupies this new building on a four-acre plot of land. 
. C. McCullough started the firm 21 years ago. 
Earl Shaffer, service manager, and Bob Kempher, 


Members of McCullough's staff include 
parts manager. 


coincident with arrival of a water 
shipment from England of 100 1950 
Austin A-40s. Hockensmith reports 
about 600 Austins in operation in 
Portland and over 2,000 in the Pa- 
cific northwest. 





Mason Sales Pass Goal 


The sales staff of Mason Motors, 
Inc., Sycamore and Market Sts., 
Kokomo, Ind., was promised a bo- 
nus if it could sell 100 units (new 
and used cars and trucks) during 
March. Randall Peters, general 
sales manager, reports that total 
March sales were 116. 


WHY LET profitable service business 
slip through your fingers? Now 
it’s so easy to build up customer 
loyalty if you use the new Quaker 
State Remind-O-Matic System* 
to let them know how many ways 
your kind of service can lengthen 
car life and increase motoring 
pleasure. 

Much less complicated and far 
less expensive than other follow- 
up plans, dealers who are using it 
say the Quaker State Remind-O- 
Matic System really makes money. 
Get the whole story from your 
Quaker State distributor, or write 
to Quaker State Oil Refining Cor- 
poration, Oil City, Pa. 


2 


accounts— 


KEEPS CASE HISTORY ON EACH CUSTOMER. 
e This cabinet holds up to 1,000 ser- 
vice record cards. (Larger outfits available.) 
Only one card is required for each customer, 
to record all service calls and reminder con- 
tacts. Tells at a glance everything you need to 
know about each customer’s car. 


See 15 
Mechanic Grads 
In Demand at 


Buffalo Shops 


BUFFALO. — Graduates of the 
auto repair course at Burgard vo- 
cational high school are in heavy 
demand from dealers, it is reported 
a — H. Doebert, department 

ead. 


Doebert praised local dealers and 
garages for their cooperation with 
the school in its training program. 
There are nearly 500 students, in- 
cluding 150 war veterans, now en- 
rolled in the course. 


The course covers everything in 
the field of auto mechanics. To 
show the training is good, Doebert 
said many of the graduates now 
head their own dealerships. 


Half the day is spent on aca- 
demic subjects, and the other half 
is spent in repair shops where stu- 
dents take apart, study, repair and 
assemble parts. Students work on 
their own cars since the school 
accepts no outside contracts. Doe- 
nd said thoroughness is empha- 
sized. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 


| A simple follow-up system to 





TIMELY REMINDERS . . . READY- 


5 
© MADE! To get the most out of 





your new Quaker State Remind-O- 
Matic System, use the 8 direct mail 
folders and the 32 reminder post-cards 
prepared for the exclusive use of Quaker 
State dealers. They cover every service 
you sell. Each carries a different sales 
message over your firm name imprint. 


QUAKER STATE @i§ REMIND OMATIC SYSTEM 
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_ L-O-F CHIEF CITED—John D. Biggers, 
president of Libbey-Owens-Ford Glass (left), 
is greeted by Chancellor Harry Woodburn 
Chase of New York University when Bi 

received the ee degree of doctor of 
commercial science. Biggers was one of 50 
business leaders so honored on the 50th an- 
niversary of the school of accounts, 
merce and finance of the university. 


com- 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 








Appointment of Charles A. 
Eaves jr. and H. B. Culbertson to 
sales posts at Mansfield Tire & 
Rubber Co. have been announced 
by E. E. Stevens, general sales 
manager. 

Eaves was named sales man- 
ager of special accounts, succeed- 
ing the late Charles F. Orr jr. 
Culbertson was named a special 
representative in Mansfield’s sales 
department. 


Lee Tire Ups McPeak 


Appointment of S. D. McPeak as 
Cincinnati branch manager of Lee 
Tire & Rubber Co., 1107 Race St., 
has been announced by E. W. Mc- 
Creery, vice-president of the firm. 

* + * 


I-H Names Oyen, Gamble 

Promotions of two employes of 
the Richmond (Calif.) parts depot 
are announced by International 
Harvester Co. officials. Robert J. 
Oyen, who has been associated with 
the firm since 1945, was named 
stock adjustment supervisor, and 
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James M. Gamble, who began his 
association with the company in 
1948, has been named traffic and 
shipping supervisor. 

* * 7 


Ford Appoints LaMarre 


To Indianapolis Sales Job 

Virgil E. LaMarre, public rela- 
tions manager of Ford’s Detroit 
office, has been appointed assist- 
ant Indianapolis district sales 
manager for Ford. 

LaMarre joined the Ford news 
bureau in 19438, coming from Mc- 
Fadden Publications in New York. 


Miller and Janis Climb 
Ladder at Gould Battery 





associated with the battery busi- 
ness through affiliation with a firm 
manufacturing battery equipped 


communications equipment. 
o +. * 


Yates Succeeds MacMillan 


In ATA Traffic Post 


Ralph D. Yates, assistant to the 
director of American Trucking 
Assn.’s traffic department, has been 
named chief of the organization’s 
government traffic section, succeed- 
ing E. F. MacMillan, who resigned | 
to open a Washington transporta- | 
tion consultant’s office. 

* . o 


| 
Editor Joins GM Firm | 


R. H. Davis has resigned as edi- 
tor of the Tarboro (N. C.) Daily 


with Motors Insurance Corp., a 
General Motors subsidiary. 
* * * 


Gould Storage Battery Corp., Gulf Names Welker to Head 


Trenton, N. J., announces the pro- 
motion of F. A. Miller to northeast 
regional manager and Mal Janis to 
New York district manager, the 
position formerly held by Miller. 
Miller has a 22-year background 
of battery experience, both in pro- 
duction and in sales. Janis became 


Fuel and Lubricants Work 
R. M. Welker has been named 
chief fuels and lubricants engi- 
neer, passenger-car section, au- 
tomotive products 
for Gulf Oil Corp. 
Welker was graduated from the 


Southerner to do promotion work 
engineering, 


How to get ideas rolling smoothly 


O matter what problems you 
may face in planning your 
new transmission, Timken” 


your 


’ bear- 


secret transmission 


new transmission is one way to 
help assure smooth, trouble-free 
operation. For proof of perform- 





ings can help to get your ideas 
rolling smoothly—from design 
stage right through to actual oper- 
ation on the road. 

Want to provide for thrust as 
well as radial loads? Due to their 
tapered construction, Timken bear- 
ings carry both—in any combina- 
tion! 

Want to save space and simplify 
design? With Timken bearings, 
special thrust washers or bearings 
are not needed. And since the line 
contact between the rollers and 
races gives Timken bearings greater 
load capacity, you can use smaller 
bearings. 

Want accurate meshing of gears 
and perfect alignment of moving 
parts? Timken bearings _ shafts 
greater support, help to keep them 
rigidly in line, with minimum de- 
flection and end-movement. Gears 
mesh smoothly. 


NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL AND THRUST —-@])— LOADS OR ANY COMBINATION 





All but two cars use Timken bearings on 
the pinion. Here’s a typical application. 


Looking for savings in produc- 
tion? Timken bearings can be 
easily adjusted at installation—per- 
mit greater machining tolerances 
on surrounding parts. 


Using Timken bearings in your 


TIMKEN 


TRADE MARK REG U S PAT OFF. 


TAPERED ROLLER BEARINGS 


ance, look at the record of Timken 
bearings on pinions. Today all but 
two American cars use Timken 
bearings for this tough bearing 
application. 

Get help with your bearing prob- 
lems from our engineering staff. 
In Detroit, phone TRinity 5-1380. 
The Timken Roller Bearing Com- 
pany, Canton 6, Ohio. Cable ad- 
dress: “TIMROSCO”. 


NOTE TO P.A.'S Because every step of the manufac- 
ture of Timken bearings is controlled within our 
company... because our vast manufacturing facili- 
ties are widely dispersed... you will find The 
Timken Roller Bearing Company a supply source of 
outstanding reliability. 





aS 





University of Pittsburgh in 1925. 
In July the same year he joined 
the lubricating sales department 
of Gulf, where he has since 
served in various capacities. 

= . = 


Monroe Names Dixie Rep 


McEwen Cherry Co., Nashville, 
has been appointed factory repre- 
sentative of Monroe Auto Equip- 
ment Co. 


Weyand on 3-M Board 


Louis F. Weyand, Detroit, vice- 
president in charge of Minnesota 
Mining & Mfg. Co.’s adhesives 
and coatings division, has been 
elected to the firm’s board of 
directors. 

on > . 


Heads Marquette Sales 


H. J. Lange, president, Marquette 
Mfg. Co., 307 E. Hennepin Ave., 
Minneapolis, maker of automotive 
and welding equipment, has an- 
nounced the election of Morgan H. 
Potter as sales vice-president. 

* 7 * 


Goodrich Names Robbins 


J. M. Robbins has been elected 
manufacturing vice-president at B. 
F. Goodrich Rubber Co. of Canada, 
Ltd., it is announced by George W. 


‘| Sawin, president of the Canadian 


company. 


* * * 


Vela Joins Ferguson 


Walter A. Vela, former export 
manager of the Graflex Co. has 
joined the export department of 
Harry Ferguson, Inc., Detroit man- 
ufacturer of Ferguson tractor and 
farm implements, according to 
Curry W. Stoup, general sales man- 
ager. 

* s o 


High Command Shuffled 


At M. W. Kellogg Co. 


Warren L. Smith, former senior 
vice-president, has been elected 
president of M. W. Kellogg Co. 
(Pullman, Inc., subsidiary), suc- 
ceeding Harold R. Austin, who is 
retiring. 

Concurrently the executive staff 
was enlarged with Bennett Arch- 
ambault, former treasurer, being 
elected vice-president and general 
manager, a newly-created post. 
The board also named G. Frank 
Bayes, Ronald B. Smith and Zary 
A. Toula vice-presidents. Dr. Wil- 
liam E. Hanford, Alexander Kidd 
and Frank Liebrecht, incumbent 
vice-presidents, were reelected. 
Daniel J. Olsen was elected treas- 
urer and comptroller and Edwin 
L. Gidley, secretary. 


+ * . 
9 Chicago Appointments 


Are Listed by Ford 


In Ford’s Chicago district sales 
office, six appointments are an- 
nounced. They are: C. L. Miller, 
assistant district sales manager; 
Robert E. Dudley, car sales man- 
ager; Fred O. Hansen, parts and 
accessories manager; Walter H. 
Dempsey, car distribution man- 
ager; Roland P. Best, truck and 
fleet sales manager, and Albert C. 
Scott, assistant department man- 
ager in charge of fleet sales. 

Also appointed were: Paul N. 
Peirce, specialist for regional truck 
sales training, and Gordon T. Saw- 
yer, industrial engine representa- 
tive for the central office. Both will 
work in Ford’s midwest region. 


Charles L. Franssens was ap- 
pointed manager of the truck and 
fleet department in the Rockford 
(Ill.) district. 

+ . a 
Unger Named Sales Manager 
Of Abel’s Seco Division 

Richard J. Abel, president of 
Abel Corporation, Columbus, O., 
has announced the appointment of 
Robert M. Unger as sales manager 
of the company’s Seco division. 
Seco is the newest seat cover man- 
ufacturing plant recently purchased 
by Abel. 

Unger joined Abel in February, 
this year. He will supervise all sales 
functions for Seco from Abel offices 
in Columbus. Unger was formerly 
sales manager for the Seat Cover 
Corp. 

o* * * 


Ampco Products Appoints 


MacCulloch, Poole 


Willard MacCulloch and L. B. 
Poole have been appointed repre- 
sentatives of Automotive and Ma- 
rine Products Corp., Boston, dis- 

(Continued on Page 17, Col. 1) 
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(Continued from Page 16) 


ributors of the Ampco line of 
ibricators. 

MacCulloch’s territory includes 
ill of Canada. Poole will work in 
metropolitan New York, plus the 
Hudson river territory up to Kings- 
on and Poughkeepsie. 

* + a 


Westinghouse Ups Martin 
In Small Motor Sales 


R. L. Irvin, manager of sales for 
Westinghouse Electric Corp.’s 
Small Motor division, Lima, O., has 
announced appointment of J. W. 
Martin as manager of field sales. 

o a = 


Federal Truck Names Hart 
To Philadelphia Sales Post 


Announcement of the appoint- 
ment of H. P. Hart as factory 
sales representative for Federal 
Motor Truck Co. in the Philadel- 
phia region has been made by 
Carl Loud, Federal’s general sales 
manager. 

Hart will supervise dealer rela- 
tions and sales activities for the 
company in eastern Pennsylvania 
and Delaware. Former head of 
his own transportation line, Hart 
has long been active in affairs of 
the New York Motor Carrier 
Assn. and the American Truck- 


ing Assns. 
* + > 


Schroeder Made Sales Chief 


At Electric Products 


Electric Products Co. has ap- 
pointed E. G. Schroeder as sales 


manager. 
+ - > 


Ahlberg Bearing Appoints 
Hagenauer Buying Agent 
Appointment of H. F. Hagenauer 
to purchasing agent is announced 
by Fred O. Burkholder, president 
of Ahlberg Bearing Co., Chicago. 


e * * 


Jefferson Ups Wakefield 

Lester P. Wakefield has been 
elected president of Jefferson 
Transportation Co., Minneapolis. 
He succeeds Edgar F. Zelle, who 
was named board chairman and 


treasurer. 
7 =e am 


L-M Appoints Derderian 


N. Y. Administrative Manager | 


Appointment of Peter Derderian 
as administrative manager for the 
New York district of Lincoln-Mer- 
cury has been announced. Der- 
derian was formerly car distribu- 
tion manager for the district or- 


ganization. 
* 7 aa 


Blanchard Elected Chief 


Of Hood Rubber 


Raymond H. Blanchard has 
been elected president of Hood 
Rubber Co., Watertown, Mass. 
Hood is a division of B. F. Good- 
rich. 

A vice-president of Hood since 


| 








1932, Blanchard succeeds the late 
C. L. Muench as the company’s | 
fourth president. 

+ - + 


General Names Morgan 


A. T. Morgan has been appointed 
territory manager in central Penn- 
sylvania for General Tire & Rubber 
Co. He will headquarter in Harris- 
burg. | 

. ? * 


Goodyear Ups Hyde 


Howard L. Hyde has been ele- | 
vated to vice-president of Goodyear | 
by the board of directors. He had) 
been general counsel and assistant 
secretary of the company since 1940. 

i s ao 


Stewart Joins API 


Robert H. Stewart has joined 
the headquarters staff of the 
American Petroleum Institute as 
administrative assistant to the 
president. 


* > * 


Phillips Represents Federal 


In Denver Region 


Charles A. Phillips has been ap- 
pointed factory sales representative 
for Federal Motor Truck Co. in the 
Denver region, according to Carl | 
Loud, general sales manager. 

An industrial engineer, Phillips 
will supervise dealer relations and 
coordinate merchandising and sales | 
activities for the company in Colo- | 


| 
| 


rado, New Mexico and southern 
Wyoming. 


* * * 


W. P. Seiberling Added 


To Rubber Firm’s Board 


Willard P. Seiberling, secretary 
of Seiberling Rubber Co. and a 
son of F. A. Seiberling, 90-year- 
old founder of the company, who 
recently retired as board chair- 
man, has been elected a director 
of the firm. At a reorganization 
meeting, all officers of the com- 
pany were reelected. No chair- 
man was named to replace F. A. 
Seiberling. 


* + * 


Cross, McCullough Given 


Harvester District Posts 


Promotion of two men to fill as- 
sistant district manager posts in 
the motor truck division of Inter- 
national Harvester Co. are an- 
nounced by W. K. Perkins, division 
manager. 





i 


as assistant sales manager of the 
P & H Welding division. 


: * o 
White Names N. Y. Consultant 


To Board of Directors 


JoLn O. Ekblom, consultant at 
44 Wall St., New York, has been 
named a director of White Motor 
Co., Cleveland. 

= 


* * 


Fisher Body Ups Rice 


Transfer of Ira A. Rice to the 
general manufacturing manager’s 
staff of Fisher Body is announced 
by E. J. Hanson, general manufac- 
turing manager for Fisher. In his 
new assignment Rice will assist 


MILLION MARK FOR CHEVROLET UNIT—The division's Baltimore assembly plant cele-| L. T. Dalecke, general factory man- 
brated its 15th birthday by producing its 1,000,000th passenger car Apr. 19 at ceremonies | ager. 
attended by representatives of business, government, press and radio. Shown (left to right) 


are: F. J. Fessenden, plant superintendent; W. 


Harvey, personnel director. 


assistant district manager of the 
firm’s New York area. Henry J. 
McCullough was named to the same 
type post in Albany, to succeed 
Cross, 
* as + 
Westinghouse Office 


Westinghouse Electric Corp. has 
announced the opening of a new 





HEN PEOPLE CAN SEE IN . 


.. more come in... and buy! 


This sound merchandising principle is proving itself 


in heavier sales throughout the midwest, from the small 


towns to the big cities. 


The “open” storefront invites customers inside just as 


well in Mississippi as in Minnesota . . 


. just as well for 


car dealers as for grocers. Why not find out what a 
traffic-building Visual Front will cost for your store? 


For a modern VISUAI® 


anh eh ee at 
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B. M. Brownlie, plant manager, and E. A. 


* > * 


Raybestos Unit Moves 


Raybestos-Manhattan, Inc., has 


town, N. Y., and the transfer of | moved its department of marketing 


salesman Richard E. Fang, from 
Rochester to Watertown. 
* * & 


Hendrickson Made Chief 
Of P & H Welding 
Announcement is made by Harn- 


ischfeger Corp., Milwaukee, of the 
appointment of A. G. Hendrickson 





and merchandising to the corpora- 
tion’s executive headquarters at 61 
Willett St., Passaic, N. J. 


* * * 


I-H Appoints Hallock 


International Harvester has ap- 
pointed George M. Hallock assis- 
tant manager of its Harrisburg 
(Pa.) motor truck district. 


Halan's Super Market 
Milwaukee, Wisconsin. 
Architect: Paul Louis Deik 

& Associates, Milwaukee. 





cidéd/e SNORES ARE BOOSTING BUSINESS 


The old front that dates it—which hides the interior 
from traffic—can probably be modernized for less than 


you'd guess. 


But why guess? Talk to your Libbey-‘Owens-Ford Glass 
Distributor. Being a local businessman, he understands 
local conditions and people, can see that you get the most 


for your money. If you need help from an architect or 


contractor, he can direct you to those who do store 


modernization. 


As for storefront materials, he has the best and most 


complete line you can find 


L-O-F Polished Plate Glass. 


Golden Plate to reduce fading of window displays, Heat 


Absorbing Plate to reduce 


entrance of 


solar heat, 


Thermopane® insulating glass to minimize steam and frost. 


Tuf-flex* doors to open up entrances, Vitrolite* to beau- 


tify exterior surfaces. 


Send the coupon for names of your nearest L’O-F dis- 


tributor who can give you this complete, helpful service. 


Name 


Address___ 


a 


Libbey*Owens*Ford Glass Co. 

7045 Nicholas Building, Toledo, Ohio 

Send me your book on Visual Fronts and the names 
of the nearest L*O°F distributors. 
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Dealers Continue Aid 
To Safety Program 


a! dealers throughout the na- 


man of the northern California 


tion are continuing their active | committee. 


support of traffic safety programs, 
especially those 
plans that will in- 
fluence teen - age 


drivers. 
A report on ac- 
tivities of state 


groups of the In- 
ter-Industry 
Highway Safety 
Committee follows: 

Alabama — To help acquaint 
state motorists with new traffic 
regulations, dealers have distrib- 
uted posters and other related 
materials. 

Cauirornia—Signs reading: “Prac- 
tice Road Courtesy — Give Hand 
Signals—Dim Lights for Oncoming 
Cars” have been placed at 58 spots 
with the help of Karl T. Goeppert 
(Dodge-Plymouth), Oakland, chair- 



















* * * 


a=. B. Burns (Dodge- 
Plymouth), Decatur, has been 
named chairman of the governor’s 
safety conference by Gov. Steven- 
son. 

The Illinois Automotive Trade 
Assn. has provided safety agree- 
ment forms to the Illinois Con- 
gress of Parents and Teachers, an- 
nounces C. W. Coons, manager. 


Indiana—A “safety frolic” 
dance has been given to all teen- 
agers who signed “man-to-man” 
and “dad-to-daughter” agree- 
ments by new-car dealers of St. 
Joseph county (South Bend and 
Mishawaka), 

G. L. Shaus (Studebaker), South 
Bend, and Herman Schaefer, exec- 
utive secretary of the Automobile 
Dealers Assn. of Indiana, have 
been named by Gov. Schricker to 


the executive committee of the In- 
diana Traffic Safety Council. 

Kansas—John H. Butts (Buick), 
Wichita, state chairman, reports 
excellent cooperation by radio sta- 
tions and newspapers in the good- 
driver agreement program. 

+ + + 


ASSACHUSETTS—A statewide 

program to support good-driver 
agreements has been launched, an- 
nounces Carl J. Collopy (Ford), 
New Bedford, state chairman. 

Mississippi — Oliver Lilly 
(Ford), Granada, has been named 
state safety chairman. 

Nesraska—Lt. O. H. Witt of the 
state patrol has recommended to 
the state superintendents of schools 
that all high schools with driver- 
training courses use the certifi- 
cates as part of graduation, ac- 
cording to Elsworth F. Du Teau, 
past president of the Nebraska 
Motor Car Dealers Assn. 

New Hampsuire—Nile E. Faust 
(Studebaker), Concord, has accept- 
ed the chairmanship of the state 
safety committee. 

+ * * 
EW JERSEY—Statewide pro- 
motion of safe-driving agree- 
ments is under direction of Court- 
enay S. Whitman jr. (Chevrolet), 
Newark, state chairman, and Otto 





FROM GM'S ‘SAFE AS YOU THINK' MOVIE—Shown is the accident-recording board set 
in the picture produced for General Motors by Jam Handy Organization. The film, awarded 
the National Safety Council's award for ‘the outstanding theatrical motion picture of the 
ear in the general TT field," was made to promote safety among pedestrians, motor- 

0 


ists, industry workers and home owners. 


New Automotive 
Assn. 

New Mexico—Twenty-six high 
schools are now teaching driv- 
ing, and H. L. Galles (Chevro- 
let - Oldsmobile - Cadillac), Albu- 
querque, state safety chairman, 
advises that agreements will be 
given these students by the New 
Mexico Automobile Dealers Assn. 


Jersey 





Trade|with the co-operation of A. H 


Bartlett (Buick), Rochester, state 
safety chairman. 

OKLAHOMA—Jack Clark (Nash), 
Oklahoma City, has been named 
state safety chairman. 

* * * 


REGON.—The Automobile Deal- 
ers Assn. of Portland has sent 
letters to all parents of youths who 
signed safe-driving pledges. The 


New York—Safe-driving agree- | letter said citations will be given to 
P. Henneberger, manager of the| ments are being pushed statewide | all who live up to the agreements 





KO) 





advertising 


(including new and used cars) 


* Probably longer — records go back to eet 
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Utah—O. J. Wilkinson (DeSoto- 
Plymouth-Diamond T), Salt Lake 
City, has been appointed state 
safety chairman. 

Virainia—A good-driver program 
is being conducted in Richmond 
with the co-operation of the Auto- 
motive Trade Assn. of Virginia 
Charles G. McKimmie (Chrysler), 
Richmond, is assisting the plan. 


* * * 


| W/ ASeENGTON — Ted Crosby 
| (Chrysler-Plymouth), Spokane, 
has prepared a car-window sticker 
for all who have signed safe-driv- 
ing agreements. 

| Wisconsin—J. P. Gillespie, pres- 
ident of the Wisconsin Automo- 
tive Trades Assn., has appointed 
Ralph A. Hult (Chevrolet), Mad- 
ison, chairman of a committee to 
make highway safety a major ac- 
tivity in 1950. 

Committee members are Peter 
|A. Beck (DeSoto-Plymouth), Osh- 
kosh; Erwin C. Deising (Hudson), 
Milwaukee; Walter J. Jellish (Kai- 
ser-Frazer-Packard), Ashland; Bry- 
an Roberts (Chevrolet), Burling- 
ton; Paul H. Schmidt (Chevrolet), 
| Prairie du Chien; Harry E. Seidell 
| (Buick - Pontiac), Merrill, and 
George W. Schultz, of Eau Claire. 


* . * 








Providence Gives 
Reward for Tips 
On Hit-Runs 


Providence now is offering a 
standing reward for information on 
hit-and-run motorists. 


Following an accident in which 
| a 14-year-old girl was _ injured. 
| Mayor Dennis J. Roberts author- 
|ized his traffic safety committee to 
| set up the rewards. 


| The city will pay $100 for in- 
formation leading to the arrest and 
conviction of a hit-and-run driver 
| causing personal injuries and $250 
for one involved in a fatal accident. 


The announcement of the reward 
| States it is not necessary for any- 
;one spotting a hit-and-run driver 
|to give chase and capture him but 
|simply to obtain the car registra- 
|tion number for the police. 





Safety ‘Oscar’ 


Picture About ‘Teenicide’ 


Wins Award 


By award of the National Com- 
mittee on Films for Safety, “Last 
Date,” produced by Wilding Pic- 
tures for Lumbermens Mutual Cas- 
ualty Co., was named as the out- 
standing motion picture of its kind 
in 1949. 


“Last Date,” a movie on “teeni- 
cide,” tells the dramatic story of 
four teen-agers whose lives are 
tragically affected by reckless driv- 
jing on the part of one of them. 
It is acted by teen-age profes- 
sionals. 


The committee is composed of 
21 organizations, including the Na- 
tional Safety Council, the Ameri- 
can Red Cross, the Army, Navy 
and Air Force. 
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MINNEAPOLIS.—After warning 
gainst increased concentration in 
industry, Secretary of Commerce 


Bigness Defended--But 


Sawyer Would Solve Concentration Problem 
By Helping Small Business 
that between 1940 and 


corporations in the country with 
assets over $100,000,000 added only 


Charles Sawyer, in a speech here|2-1 percent by the acquisition of 
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said the most sensible approach to other businesses. 


the concentration problem is an 
effort to help small business grow 
tronger. 

At the same time Sawyer, who 


“Their share of total assets 
acquired during this period 
amounted to 0.8 percent of all 
industrial assets. Many of the 
big companies have grown, to be 





1947 all 


growth has come from retained 
earnings and new financing. 
“Furthermore, whereas in 1900 
there were approximately 21 busi- 
ness firms for each 1,000 persons, 
in 1949—after all the gobbling up 
of the little firms was supposed 
to have taken place—there were 
26 business firms per 1,000 people. 
“I do not suggest or imply the 
desirability of relaxing prosecution 
for illegal mergers to _ restrain 
trade. I do suggest to big business 
the wisdom of avoiding even legal 
acquisition of small companies, 
when such acquisition would repre- 
sent nothing more than a good 
bargain and not any fundamental 


1950 


L-M Names Head 
Of Parts Depot 


DETROIT.—Appointment of key 
personnel for the Lincoln-Mercury 
central parts depot, now under 
construction on Telegraph Rd., has 
been announced by E. A. Erickson, 
manager of the parts and acces- 
sories department. 

N. E. Lockhart has been named 
assistant parts and accessories 
manager in charge of warehouse 
operations; J. K. Neeley is appoint- 
ed depot manager, and Arthur Su- 
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perko will be assistant depot man- 
ager. 

Construction of the depot will 
near completion by July 1. When 
finished it will contain 441,600 
square feet of floor space and will 
service L-M dealers throughout the 
central region. 


Rakestraw Buys Inland 

Capital stock of Inland Motors, 
Albuquerque, N. M., has been sold 
to Dave Rakestraw, president of 
Contractors Equipment Co., but 
Rakestraw has announced that 
Gene Coombs, manager, as well as 
other officers and personnel, will 
be retained. 


pard set is also chairman of the Presi- | sure, but the large part of this | need.” 
+ ¥ ~ dent’s committee on business and 
motor- government relations, called for 
a realistic approach to the prob- 
lem of bigness. 
A. H The development of big business 
state has been accompanied by growth 
in the size of the market and by 


Nash), increased competition, with the re- 

lamed sult that the relative production 
share of the larger corporations 
is substantially less today than it 

Deal- = half a century ago, Sawyer 
said. 

: ne “It is currently stated, and be- 


The lieved by many,” the secretary 
noted, “that the big companies 








ce have gobbled up practically all of 
the little companies. The fact is 
Soto- 
Lake 
state New-Car Sales 
9 
gram Double *49 Pace 
. 
oo In Canada 
rsler), OTTAWA.—High volume sales of 
an. new motor vehicles continued in 
Canada during February, according 
to government figures. There were 
osby 29,497 new vehicles sold, more than 
kane, double the sales mark of February, 
Licker 1949, when 14,496 cars, buses and 
-driv- trucks were sold. 

Automobiles were entirely  re- 
pres- sponsible for the increase, amount- 
tomo- @ ing to 23,310 sales compared to last 
yinted year’s 8,026 for the same period. 
Mad- Truck sales fell off 4 percent 
ee to from the February, 1949 mark and 
F ac- buses sold dropped from 46 to 28 

for the same period. 
Peter Increases were reported in all 
Osh- provinces, with British Columbia 
ison). leading with 174 percent gains. On- 
(Kai- tario sales jumped 124 percent to 
Bry- place second, while Saskatchewan 
rling- registered the smallest increases 
olet), with 46 percent. 
= Cumulative sales for the first two 
. = months of 1950 numbered 56,090 
waire. vehicles, with cars accounting for 
44,119 of this number. 
PLEXIGLAS crests ride fore and aft on 
es Osborne to Head | : 
Ford’s new cars for 1950. First coat of arms 
s Kendall Sales 


mounted by Ford, the new emblems are 


BRADFORD, Pa.—G. Harold Os- 
borne has been appointed general 


molded of transparent PLEXxIGLAS V with 

















ig a manager of sales os : : 
co for Kendall Refin. metallic inlay applied on back of the finished 
ing Co. . . a: . Molders: Gits Molding Corporation 
molding. ; : 
vhich Osborne came old ng The design, molded in intaglio, 4600 W. Huron Street, Chicago. 
ured. ° ry ae — stands out so realistically that it appears seer Cardinal Corporation, 
or- . i F : vansville, Ind. 
ee to ploye after leav- to be embedded in the sparkling plastic. 
ing Pennsylvania 
— State college. 
+ and After working 
siver his way through 
$250 ae Oe PLEXIGLAS V injection molding powder com- appointments and decorations. Steering wheel 
ent. ; ’ . eas ° 
te ar te became peat bines all the traditional advantages of acrylic plas- medallions, lenses, radiator ornaments, radio panels, 
e late : ; : 
aer- Keck, his predecessor, in 1944. tics—plus exceptional ease of molding. PLExIcLas escutcheons, and a score of other long-lived parts 
I = y . yr > ‘ - y . ; é . . . . 
\ but ome Wateating ui cca nantes V a : “ = beauty, great er are being molded from this sparkling acrylic powder. 
stra- ; : Bye mag stability, high heat distortion temper ' out- . . ; 
this capacity until his recent ap- , oe CONOE SIAR TOMNPSTSTETS, ANS Out For products of lasting beauty, get the complete 
pointment. standing resistance to age and weather. : i : ae 
————$—$—$_$ $e story of PLexictas V today. We’ll be glad to send 
) ) 8 
More and more PLEXiGLAs V is going into automotive you free literature giving full information. 
e 
om CHEMICALS FOR INDUSTRY 
— Detroit representatives: WV. E. Biggers and R. C. Oglesby, 
Cas- 728 Fisher Bldg., Detroit 2, Michigan. Telephone: Trinity 3-3200 
out- 
kind ROHM & HAAS 
te is Scopnet. Reg. U. S. Pat. Off. 
eeni- and in principal joreign countries. 
y of Canadian Distributor: Crysial Glass § Plastics, ¢ oO at Pe Pe Y 
a Ltd., 282 St. Helens Avenue, Toronto, Ont. 
Sete. WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
— Representatives in principal foreign countries 
“IEBARTH SPONSORS NEWS — Complete 
i of news from "A to Z" is the slogan of a 
N broadcast originating daily in the showroom 
a- of the Chevrolet dealer in St. James, Minn. 
neri- Here Dealer Virgil Ziebarth (right) and 
Javy Frank Endersbe, station announcer, hold a 


Poster advertising the program. 
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Pa. Bonus Builds Sales 


By Norman Shigon 
Staff Correspondent 


The Pennsylvania veterans’ bonus, 
veterans’ insurance dividend checks 
and the Chrysler strike have com- 
bined to stimulate the Philadelphia 
new-car market. 

One dealer claimed that he is 
entirely out of stock. He said 
that business conditions are remi- 

niscent of those during the war 
shortage years. This same dealer 
said his service business is about 
15 percent over 1949 and 5 per- 
cent ahead of 1948. 

Another dealer reported sales 25 
percent ahead of January. He said 
that March was one of the best 
months since the war ended. How- 
ever, he claimed that dealers are 
trading high, fighting for deals, 
and engaging in price wars. This 
dealer said that his service busi- 
ness is so good that he does not 
have enough mechanics to keep up 
with the work. 

There has been plenty of move- 
ment in the used-car field with 
prices up 20 percent over January. 

Cy Gorson, president of Equita- 
ble Motors and of the Philadelphia 
Used Car Dealers Assn., reports: 
“The used-car business is more ac- 
tive now than at any time since 
last August. There is very little 
bootlegging in this area inasmuch 
as new-car dealers can find an easy 
market by selling at retail. 

“Dealers in Chrysler products 
have been selling used cars. How- 
ever, established used-car dealers 








DASH-CONTROLLED 





have not felt this penetration too 

much. 

“In fact, the volume of used-car 
selling has jumped 50 _ percent. 
Business picked up in mid-Febru- 
ary and reached its peak the first 
week of April. It has been leveling 
off the last few weeks, but is still 
way ahead of last year. 

“Used-car dealers are finding it 
possible to move almost all makes. 
Prewar cars are selling at prices 
40 percent above what they were 
in January. Yes, business is phe- 


nomenally good.” 
+ * + 


Montgomery, Ala. 

Montgomery (Ala.) dealers gen- 
erally reported a good month in 
sales and service during March, 
with new-car sales jumping from 
342 in February to 420 in March. 
Truck sales in March totaled 121, 
compared with 95 in February. 

Ford led in new-car transactions 
with 106 sales, compared with 86 
in February (also the largest num- 
ber for any line that month). 
General Manager Joe Hedrick of 
Grimes Motor Co. (Ford), attrib- 
uted the pace-setting sales rate to 
intensified sales training and a 
stepped-up program of bonuses and 
other incentive plans for sales per- 
sonnel. 

Chevrolet led in truck sales 
during March, with Capitol 
Chevrolet, Inc., selling 39. Capi- 
tol Chevrolet also was second in 
new-car sales with 83. Ford 
placed second on trucks with 38. 
New-car sales for March were: 





PE eid sy 


as well as 


Duitindliow 


Ford, 106; Chevrolet, 83; Stude- 
baker, 43; Buick, 35; Mercury, 34; 
Pontiac, 32; Oldsmobile, 24; Nash, 
19; Hudson, 12; Lincoln, 9; Dodge, 
7; Packard, 6; DeSoto, 3; Chrysler, 
2, and Crosley, 1 

New-truck sales for March were: 
Chevrolet, 39; Ford, 38; Dodge, 13; 
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PEACOCK IS PROUD OF NEW BUILDING—-Peacock Chevrolet Co., 


opened this red» brick building with 22,000 square feet of floor space. 
five. -car display in a jewel-box type showroom. 


in Dublin for 25 years. 


Studebaker, 10; Willys, 7; GMC, 6;|and March, 1949, when the figure 
International, 4; Crosley, 1; White, |W45S 188. 


1, and miscellaneous, 2.—(William 


R. Lynn.) 


* * 


Akron 


New-car sales in Summit county 
(Akron) during the week ended 
Apr. 8 numbered 405 units—down 
from the preceding week’s postwar 
high of 682 automobiles. The total 
was also under the same_ 1949 
week’s figure of 480 units. 


Used-car sales for the week ended 
Apr. 8 amounted to 682 units, com- 
pared with 742 in the previous 
week and 565 in the same 1949 
week. 


Demand is exceeding supply to 
such an extent that many dealers 
report they are running from 45 
to 60 days behind in filling or- 
ders, Only in the hectic prewar 
days of 1941, when the war scare 
was on, have unit sales exceeded 
the present totals, 

March new-car sales hits 1,601, 
compared with February’s 1,512 and 
the previous March’s 1,383. Sales 


Total new-car and truck sales for 
the first quarter of 1950 hit 5,225, 
up 33 percent over the same three 
months last year. The 1949 figure 
was 3,924. 


If Chrysler cars had been 
available in any volume at all, 
the March figure would have 
gone up considerably more, deal- 
ers say. As it was, only 61 Chrys- 
ler products were listed among 
the 1,601 new cars registered last 
month. 


In the used-car field, March sales 
mounted to 2,551 units, up more 
than 400 over February and nearly 
800 above March, 1949. 


Chevrolet and Ford staged a 
neck-and-neck race in new-car 
sales during March with the for- 
mer’s total 405 to 393 for Ford. 
With Plymouth out of the picture, 
Pontiac moved into third place 
with 142, just eight ahead of Buick 
in fourth. Oldsmobile was fifth 
with 117, and Mercury next with 
101. 

Ford the first time in the memory 


in February were an alltime high|of veteran dealers, more Cadillacs 


for that month. 


(26) were sold than Plymouths (20) 


New trucks registered in March last month because of the Chrysler 
also soared to a new high of 314, |Shutdown.—(Joe Kuebler.) 


That compares with February’s 191 
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Vacuum Operated 
Aerials 


For many years the Pioneer vacuum 


operated aerial has been the accepted aerial in the higher 
priced car field. While its beautiful exterior styling and 
convenient push-button dash control generally attract the 
accessory-minded buyer, it is definitely not a luxury item. 

You can sell all buyers—and at good profit—if you point 
out these features which make it the finest car aerial 
available: (1) Efficiency is greater than that of ordinary car 
aerials; (2) Unmatched in freedom from noises caused by 
ignition, wheels or electrical interference in cities, even on 
rainy days; (3) Made of stainless steel and Admiralty 
tubing for exceptional strength and weather resistance; 
(4) Discourages vandalism because it is stored when 


not in use. 


All buyers will appreciate the convenience and distinctive 
appearance of a vacuum operated aerial. Close the sale by 
pointing out the hidden quality performance. 


NOW AVAILABLE FOR ALL CARS— 
HIGHLY PROFITABLE—EASY TO INSTALL 
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“6537 RUSSELL STREET 
MICHIGAN 


* * * 


Springfield, Mass. 


New cars—regardless of make— 
are scarcer than hens’ teeth in 
Springfield, Mass., dealers report, 
following a buying wave late in 
March which cleaned out most 
dealers and sent purchasers scurry- 
ing for late-model used cars. 


The Chrysler’ strike, normal 
spring buying and a “war scare” 
were variously cited as responsible 
for the cleaning out of dealer 
stocks of new automobiles. 


One manufacturer of a popu- 
lar-make car delivered over 800 
automobiles in New England 
during the last 10 days in March, 
@ local dealer for the car said, 
but the output proved insufficient 
to meet demand. “A lot of people 
must be listening to war talk and 
don’t want to get caught with old 
cars,” he opined. 

A survey of dealers disclosed that 
neither high nor low-priced new 

cars are available for immediate 
delivery by most of the concerns 
here. There are, of course, a few 
exceptions, but, by and large, the 
showrooms are clean of new cars 
except those already sold and 
awaiting delivery. 

Dealers said the situation would 
correct itself soon, but meantime 
used-car dealers are getting a new 
lease on life as late-model used 
cars also are becoming scarce, and 
prices are rising in the face of 
greater demand and normal spring 
increases in business. Even 10 and 
11-year-old cars are being sought 
by buyers at prices considerably 
above the winter level—(John A. 
Noll.) 


* 


Cleveland 


From the clerk of courts in Cuya- 
hoga county comes added evidence 
that this is a banner sales year in 
Cleveland for new cars. Clerk 
Leonard Fuerst reports that in the 
first quarter of 1950, 17,812 new 
cars were titled. This, 
tains, is the highest figure since 


1941 when 21,431 new cars were | 


titled. 

In March alone, Fuerst added, 
there were 6,367 new-car titles 
issued, against 5,108 in the same 
month a year ago. Used cars 
titled during the past month to- 
taled 6,026, almost double the 
8,907 titled in March, 1949. 

Truck sales, both new and used, 
also were up, Fuerst said, while 
resales, individuals to dealers, to- 
taled 9,791 in March, 1950, against 
6,422 in March a year ago. 

The Federal Reserve Bank re- 
ported new-car sales in the first 


he main-| 


Dublin, Ga., has 
It accommodates a 
R. T. Peacock has been a Chevrolet dealer 





quarter up 37 percent, but qualified 
this by pointing out that “current 
models became available at a 
somewhat earlier date this year. 
During the first quarter, the pro- 
portion of new-car sales in Cuya- 
hoga county represented 1.267 per- 
cent of national production as 
against 1.173 percent for the simi- 
lar period in 1949.” 

The bank’s report adds that dur- 
ing all of 1949, Cuyahoga county 
new-car sales averaged 1.178 per- 
cent of total factory production. 

In used-car sales, the first quar- 
ter showed 30,000, up about 15 per- 
cent from last year. Here, too, the 
bank reported this reflected the 
model year’s early start.—(Sanford 
Markey.) 


Pittsburgh 


New-car registrations increased. 
but freight shipments and volume 
of trade declined, so Pittsburgh’s 
business index declined during the 
week ended Apr. 8, the University 
of Pittsburgh reports. 

The business index fell to 185.4 
during the week, compared with 
191.0 in the previous week, and 
193.9 in the same week of 1949. 
The report characterized the in- 
crease in car sales as “counter- 


seasonal.” 
s s a 


Columbus, O. , 


A postwar record for new-car 
sales in a single month was chalked 
up in March by Franklin county 
(Columbus), O., dealers. Total new- 
ear sales during the month hit 
2,063 units, against 1,781 in the pre- 
vious month and 1,723 in March, 
1949. 

Just as impressive were the fig- 

(Continued on Page 21, Col. 1) 


DOES RADIO 
SELL CARS? 











| Bievsessegn. 
“THIS EFFORT MEANS GREATER 
SALES FOR US...’ 
Marx Show’... 


cellent sales reaction for Lloyd 


The Groucho 
has caused ex- 
Eichhorst...we believe this pro- 
motion to be one of the finest... 
all customer reaction has been 
favorable, and I’m sure this ef- 
fort means greater sales for us.” 
Lloyd Eichhorst, President, 
Lloyd Eichhorst, Inc., 


Champaign, Illinois 


“broadcast weekly over CBS 








ere 
col 


sin 
ne’ 
sal 


ans 


Nev 
and 
ate 

Met 
ersl 
ago 
Sut: 
inte 


has 


Ga., 
odates a 
+ dealer 


1alified 
‘urrent 
at a 
. year. 
e pro- 
Cuya- 
7 per- 
on as 
> simi- 


it dur- 
county 
8 per- 
tion. 

quar- 
5 per- 
0, the 
d the 
anford 





FER 


eXx- 
»yd 


ro- 


pen 
ef- 


ao 


nt, 


ols 


BS 








Auto Markets 


(Continued from Page 20) 


es on new-truck sales. The total 
for the month was 259, compared 
with 174 in the preceding month 
1nd 228 in the same month last 
year. 


Used-car sales jumped sharply 
during March to 11,324 units, 
against 7,238 in February and 
8,928 in March of last year. Used- 
truck sales climbed to 1,101 units, 
far above the preceding month’s 
figure of 401, and out in front of 
the 911 sold in the same 1949 
month. 

New-car sales by makes in March 
were: Austin, 4; Buick, 206; Cadil- 
lac, 39; Chevrolet, 420; Chrysler, 18; 
Crosley, 4; DeSoto, 9; Dodge, 28; 
Ford, 431; Frazer, 2; Hudson, 179; 
Kaiser, 23; Lincoln, 12; Mercury, 
117; Nash, 85; Oldsmobile, 157; 
Packard, 43; Plymouth, 20; Pontiac, 
139; Studebaker, 117; Willys, 6, and 
miscellaneous, 4. 


Truck sales in March were | 
higher than in any month of 1949. | 





New-truck sales were: Autocar, 
1; Chevrolet, 102; Diamond T, 2; 
Divco, 1; Dodge, 20; Ford, 79; GMC, 
10; International, 18; Mack, 1; Pon- 


tiac, 2; Reo, 2; Studebaker, 4; 
White, 12, and Willys, 5. — (Bert! 
Strang.) 

s . a 


San Antonio 


New-car sales in Bexar county | 
(San Antonio) climbed for the third 
time this year during March when | 
1,341 new automobiles were ee. | 
ered. In February, 1,198 new cars 
were sold, while in January, the 
count was 1,020. 

New-truck sales maintained a 
similar pace. In March, combined | 
new-truck and commercial vehicle | 
sales amounted to 190 units. In| 
February,.such sales numbered 177, | 
and in January, 166. 

The San Antonio Buick Co. led 
in new-car sales during March 
with 109 units. Ormsby Chevrolet | 
Co. and Jordon Motor Co. (Ford) | 
tied for second with 91 sales each, | 
while Gillespie Motor Co. (Ford) | 

| 
| 


took fourth place with 89 sales. 

In the new-truck field, Milam 
Chevrolet Co. set the pace with) 
19 deliveries, followed by Gillespie 
with 9 vehicles sold. 

New-car sales by makes in March 
were: Austin, 3; Buick, 124; Cadil- | 
lac, 28; Chevrolet, 300; Chrysler, 12; | 
Crosley, 4; DeSoto, 8; Dodge, 46; 
Ford, 284; Hudson, 25; Kaiser, 4; 
Mercury, 169; Nash, 35; Oldsmobile, 
83; Packard, 18; Plymouth, 11; Pon- 
tiac, 84; Studebaker, 95; Willys, 7, 
and miscellaneous, 1. 

New-truck and commercial - vehi- 
cle sales were: Chevrolet, 73; Dodge, 
17; Ford, 47; GMC, 16; Interna- 
tional, 16; Mack, 1; Studebaker, 15; | 
White, 1, and Willys, 4. — (J. H. 
Reed.) 


Detroit 


New-car sales in Wayne county 
continued to show healthy gains | 
during March, according to the) 


April Sales Top 
Record Tempo, 
Buick Reports 


FLINT.—Buick sales for the first 
10 days of April surpassed the pace 
set in March, the greatest sales 
month in Buick history, Ivan L. 
Wiles, general manager, announced. 

The 16,351 sales reported by Buick | 
dealers is 73 percent higher than | 
for the same period last year and | 
brings the 1950 total to 144,764— | 
47 percent over the corresponding | 
1949 period. 

There were 15,926 Buicks sold in 
the first 10 days of March, and a| 
record 54,993 bought by the month’s | 
end. 
Nearly 45 percent of the Buicks | 
delivered in the first 10-day period | 
of April had Riviera styling, Wiles 
said. 


Change in Camdenton 


The Ford dealership in Camden- 
ton, Mo., has changed hands for 
the second time in seven months. 
New owners are W. W. Sutsman 
and J. T. McCrory, who will oper- 
ate under the name of Sutsman- 
McCrory Motor Sales Co. The deal- 
ership was bought seven months 
ago by Leon Ellis, who sold to 
Sutsman. Sutsman then sold a half 
interest to McCrory. 


Detroit Auto Dealers Assn. Sales in 
March totaled 14,739 units, against 
13,149 in February and 13,230 in 
March, 1949. 


New-truck sales were strong 
with 1,363 delivered during the 
month. In February, 1,146 new 
trucks were sold, while in March, 
1949, the total was 871. 


Used cars and trucks kept pace 
with the new-vehicle market. Used- 
car sales in March amounted to 
12,030, against 10,128 in the previous 
month and 8,852 in the same 1949 
month. 


Used-truck sales mounted to 821 
units in March, in contrast to 607 
in February and 642 in March, 1949. 

Totals for the first three months 
of the year were: new cars, 39,834; 
new trucks, 3,318; used cars, 30,244, 
and used trucks, 1,860. 

New-car sales by makes in 
March were: Buick, 1,123; Cadil- 
lac, 477; Chevrolet, 3,323; Chrys- 
ler, 66; Crosley, 6; DeSoto, 79; 
Dodge, 95; Ford, 4,897; Frazer, 6; 
Hudson, 316; Kaiser, 58; Lincoln, 
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NEW OFFICERS FOR BOSTON PONTIAC DEALERS—From left to right, as they study 
proposed plans for 1950 newspaper advertising campaign, are Earl Dunham, president; 
Robert E. Longpre, secretary; Charlies N. Kane, treasurer. Hiram Moody, newly-elected vice- 
president, was absent when the photo was taken. Dunham presided at the first meeting of 
the 1950 executive committee. The other members of the committee to serve as directors 
or oo are: Dudley Talbot, M. B. Lawrence, Benjamin Wheaton, David J. Delaney and 
oy Olson 


1,048; Nash, 195; 
Oldsmobile, 948; Packard, 137; 
Plymouth, 148; Pontiac, 1,101; 
Studebaker, 615; Willys, 7, and 
miscellaneous, 3. 

New-truck sales were: 


2; Chevrolet, 465; Divco, 10; Dodge, 
38; Federal, 3; Ford, 669; GMC, 52; 
International, 58; Mack, 15; Stude- 
baker, 22; White, 20; Willys, 5, and 
Autocar, | miscellaneous, 4.—(Bob Gordon.) 


101; Mercury, 
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g Scientific Diagnosis Program. 





ELECTRIC CORPORATION EO aR 
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SUN ELECTRIC CORPORATION 
6327 Avendele Ave., Dept. A, Chicago 31, iil. 


Send my complimentary copy of the new Sun “Dollars from 
Diagnosis” Booklet containing full details on the new Sun 
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ee | Auto Old-Timers 


To Honor Ford 


SAN FRANCISCO. — President 
Henry Ford II of Ford Motor Co 
will be guest of honor at the an- 
nual luncheon of the northern 
California council of Automobile 
Old-Timers, set for May 26 at the 
Fairmont hotel here. 

Gov. Earl Warren will also at- 
tend, AOT announces. 


Whoa, Hoss! 
Hayburners Give Way 
To Gas Buggies 
CONCORD, N. H. — (UTPS) 
This city has finally concluded that 
the motor vehicle is here to stay. 
Horsedrawn garbage trucks have 
made their final trips and the city 
highway department has become 

completely mechanized. 

The three horse teams which 
were still in use have been sent 
out to pasture. 


New Akron, Ind., Outlet 

South Bend Motors (Ford) has 
been opened in Akron, Ind., by 
Ralph Shewman. 














Over 35% INCREASE in 3 months 
reports Johnny Dell ‘Motors! 


Like thousands of other progressive dealers, 
Johnny Dell Motors found that car owners 
are glad to pay for Diagnosis! They found, 
too, that Sun Scientific Diagnosis does pay- 
off in increased parts and labor sales, greater 
customer satisfaction and better repair jobs. 
You, too, can reap the benefits of this sen- 
sational new packaged Diagnosis Program. 
It incorporates proven selling methods and 
Diagnosis Procedures, a separate Diagnosis 
Department with appropriate backgrounds, 
signs and testing equipment, plus the indoc- 
trination of your employees in proper Diag- 


Read the complete story in 

“Dollars from Diagnosis” 

This new booklet is yours without cost or 
obligation. Full details of the sensational new 
Diagnosis Program are clearly explained. 
Mail the coupon for your copy ToDAY! 
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LOT of folks like the institu- 

tional advertising of Larry 
Dimmitt, the Chevrolet - Cadillac 
dealer in Clearwater, Fla., who has 
a keen sense for current events, 

Larry uses a lot of white space 
to make his ads easy to read. He 
also uses a homey touch, exempli- 
fiea in one headed: 

“To Harry from Uncle Larry.” 

Uncle Larry gave Harry, who, 
of course, is President Harry 
S. Truman, some good advice 
about using dirty words and 
playing around with boys like 
John L. Lewis. 

Larry always manages to work 
in a good plug for the Chevrolet 
and Cadillac cars he handles. 

* * * 


No Bargain 
on & CLOSSON, Santa Fe, 
4 heads an ad that describes their 
reconditioning of used cars: 
«“Low-priced cars are not neces- 
sarily a bargain. 
“If the car you buy today has to 
be repaired next week, it’s no bar- 


gain.” 
. « 


Need an Anchor? 
(“ENTURY MOTOR SALES, Ltd., 

Toronto, made a bid for brake 
service business with a newspaper 
ad featuring a cartoon of a motor- 
ist throwing an anchor from his 
car as he approached a railroad 
crossing to make sure the vehicle 
would stop. 

The ad was headed by the cap- 
tion: “Lucky Brakes.” Copy read: 
“A brake may save your life some 
day. Be ready when that mo- 
ment comes, Keep your brakes in 
perfect condition . . . ready to 
obey your command instantly. 

“We've the best brake men in the 
business. Let them give you the 
best brake possible.” 

+ + 


* 


* 


Long Way Around 
LEVELAND’S oldest Nash 
dealer, Regal Nash, is offering 

discounts to prospective buyers who 

can spot the Regal agency from 
the air. 

One of the Regal agency’s sales- 
men drives the prospective cus- 
tomer to an airfield in the suburb. 
There, he is taken aloft and the 
plane circles Cleveland and flies 
over Regal’s building. If the pros- 
pect spots it, he receives a “liberal 


Stock Car, $289 
Only Entry Rules 


For Mexican Race 






MEXICO CITY. — Almost anyone 
with an automobile is eligible to 
enter a 2,178-mile-long race from 


the U.S. to Guatemala in May, 
which will mark completion of 
Mexico’s strip of the Pan-American 
highway. 

That is, it is open to anyone who 
has a standard car and $289 to put 
up for the U.S. entry fee. Cash 
prizes totaling more than $38,000 
are offered for winners. 

First prize will be good for $17,- 
341; second, $11,560, and third, $5,- 
780. There are also additional lap 
prizes and special awards. 

Antonio Cornejo, race general 
manager, describes the border-to- 
border event as a “stock-car speed 
test,” and says he means just that. 
It will be limited, he explained, to 
“passenger automobiles, without 
distinction as to make or year of 
manufacture, if of standard type 
with closed body, with five seats, 
with factory equipment and with- 
out changes or special added equip- 
ment.” 

No “souped-up” jobs will be al- 
lowed, he said. 

The race will take participants | 
from one end of Mexico to the| 
other. It is slated to start May 5| 
across the Rio Grande from El 
Paso, Tex., and end May 9 in the 
jungles of the Mexico-Guatemala 
border at a point called El Ocotal. 





Merchandising 


Memos to Dealers 


By Bob Finlay 





discount” from the car’s delivery 


price. 
+ . * 
Sitting 
N KANSAS CITY, Scott Motors 
advertises their “cheapies” with 
this theme—“Go some place sitting 


down $5 week.” 


* * * 


Cupid’s Helper 

N KOKOMO, Ind., Mason Motors 

captioned an ad “For Prospec- 
tive Bridegrooms Only!” 

“We can’t furnish a bride,” the 
ad said, “but we can make it 
extra easy for you to own & good- 
looking, dependable automobile 
on special terms and an extra- 
low down payment. We'll gladly 
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entitled “The Kettle’s On.” 
The ad said steam was made 
by cloudy claims and advised the 
os wise buyer to seek a reliable 
’ | dealer and buy his car instead 
of getting sold a car. 


Another feature advertised is 
“every car on our lot carefully 
reconditioned.” 


* * 


'|We’ve Been Around 
Lz W. MALBOEUF, president 
of Harr Motor Co. (Ford), 
Worcester, Mass., ran an advertise- 
ment in the local Sunday paper 
showing 14 photos of his staff, and 
pointing out that his sales force 
represents “252 years actual experi- 
ence selling cars and trucks to the 
people of Worcester.” 

The ad was in the form of an 
| open letter “to the motoring pub- 
lic of Worcester.” It continued: 
“Experience of this sort is proof 
| of the confidence you, the motor- 


| 
|lutely no ‘strings’ to our offer. We "Tle oon aaciiee Waaten eer 


want to help you... and the luck 
lady too!” Then were listed alten or truck, take advantage of our 
tive automobile offers by the firm. many years’ experience—know that 
. oe you can rely on us. We try to live 
k Cloud up to our reputation of honesty 
to come in and discuss your auto- | “fOU@y and goodwill built up over a period 
mobile problem—give us an oppor- a SALES, Springfield |of years actually doing business in 
tunity to help you solve it—Right! (Mo.) used car dealer, adver-|Worcester. This year we are again 
There is no obligation . . . abso-|tises “non-burning steam” in an ad |establishing new sales records.” 


* 


DEALER BURNE'S NEW SERVICE DEPARTMENT—It and the new showroom were opened 
on the 2Ist anniversary of Burne Oldsmobile Co., Scranton, Pa. Headed by James Burne sr., 
the firm is one of the oldest Oldsmobile dealerships in northeastern Pennsylvania. | 











help you get started—help you 
keep the car running with maxi- 
mum satisfaction and at lowest 
minimum costs. | 


“This is a frank appeal for you 
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That’s the important thing about Ohio—farm income stays 

high every month. It’s steady. 

Why—when most other states fluctuate widely? Crop variety is the answer 
—and it’s the reason smart advertisers go after this better farm market. 

Ohio farmers produce a big variety of crops and therefore count big profits 
every month. Ohio is among the top ten states in crops like winter wheat, 
hogs and sheep, dairy products, soybeans, corn and many others. 

Yes, farming in Ohio is year round... income is year round... spending 
is year round! 
_ Important, too, is the fact that through the years, as through the year, Ohio 
farmers enjoy a steadiness unmatched by most of the top third farm states. 
You can profit from this security. 


“Based on 3-year average cash receipts from farm marketings. Source U.S.D.A. Farm Income Situatit 
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On the Financial Front. . . 
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Chrysler Shares Win 
Nod from Advisor 


By George Deery 
Associate Editor 
gpa and a lot of other peo- 
ple might scratch their heads 
with a presumed coordinating ac- 
tion that produces a quizzical glint 
in the eye over this: 

Chrysler, while still out of oper- 
ation because of a long strike, 
was added to the “buy” classifi- 
cation in the Investment Bulle- 
tin published by Alexander Ham- 
ilton Institute, New York 10. 
The logic for this recommenda- 

tion, as presented in the bulletin, 
is not too hard to understand when 
the facts and possibilities are lined 
up by the institute. 
7 o * 

rn THE basis of postwar ac- 

tivity to date, the shares could 
closely approximate the 1950 top 


before getting into high ground, 
but this does not appear to dis- 
count the accelerated activity which 
should follow the strike,” declares 
the publication. 

“While the stock is somewhat 
high on a statistical basis, the 





Auto Stocks 
Apr.17 Apr. 10 


SUE kceeet.ees 67% 68 
GOMOD \Sscsesceee 2% 2% 
General Motors .. 81 19% 
. ctcnscceoe 15 14% 
Kaiser-Frazer .... 5% 5% 
Nash-Kelvinator .. 20 19% 
WOMEN oc ccecccs 8% 3% 
Studebaker ...... 31% 30% 
EE. nie. Wa ais «ik, 15 15 
Willys-Overland .. 6 6 
Average for —— - 
10 Stocks ...... 23.30 23.05 





Steady Buying Power. Here's proof 


of the steadiness of Ohio farmers’ income. 


Among the few states that can match Ohio’s a al 
month-by-month high-level earnings are Michi- f=) | 
gan and Pennsylvania, also served by their own brad 

state farm papers—MICHIGAN FARMER and fom fe | 


PENNSYLVANIA FARMER. Write THE OHIO 
FARMER, 1013P Rockwell Ave., Cleveland, 


Ohio, for the full story. 


Jon. Feb. Mar. Apr. May June July Aug 


re 


technical position in the market 
is strong, and as a speculation 
for short-term price movement, 
the shares appear to have a con- 
siderable measure of appeal. 
“With the dividend likely to be 
$6 a share this year, this appeal | 
is enhanced by the liberal return 
afforded.” 





+ * * | 


YOMPARISON is one of the spices 
of life in the investment busi- 
ness. While this column does not | 
intend to pepper readers with sta- 
tistics, stacking up the market 
moves of Chrysler and General 
Motors so far this year shows that 
Chrysler has moved within a range 
of a low of 62% to 69%. 

During the same period, GM has 
bounced from a low point of 68% 
to more than $81 a share. Nash is 
up to over 20 compared with a low 
of 16%. 








ment Co. was opened by R 
Another actively traded motor| Motors divisions for 19 years. 
stock—Studebaker—is selling for|eger in Chicago for GMC. 


om TRINNY ry 
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HOLSAPLE OPENS GMC DEALERSHIP IN MIAMI, FLA.—Holsaple GMC Truck & Equip- 
. Holsaple, who had been associated with various General 
Before going to Florida, he was metropolitan sales man- 
His firm bought out General Truck & Equipment Co. Harry 


Price, president of the firm, retired because of ill health. Holsaple will also represent 


over 31, but has been down to 26] f,,iimobile. 


so far this year. 
* * 


— other independents on the| quotation of 15 has flirted with a 
New York stock exchange have | 13 price tag per share. 
The 
seems to have fettered the cor- 
poration’s stock from moving up- 


made nice moves on the ascending 
side, too. Willys, within speaking 
distance of the $6 mark, has seen 
the 5% level. Hudson’s approximate 


11.0% 
10.3% f 10.3% 


i i 


THE OHIO FARMER, Cleveland ¢ MICHIGAN FARMER, East Lansing 
PENNSYLVANIA FARMER, Harrisburg 


Left to right: A. M. Gaunt, GMC zone manager; Frank Hunt of Hunt Truck 
Sales & Service, Tampa: Holsaple, and Joe Frazier, district manager. 











Sept. Oct. Nov. Dec 


ward as substantially as some 
others in the group. 

This situation brings comfort to 
many who look for a better move, 
if the market keeps its buoyancy 
for any length of time, 


Last year Chrysler earned $15.19 
a share and GM chalked up a net 
profit of $14.65 per share. 


Morrison Steel 
Begins Buffalo 


Plant Expansion 


BUFFALO.—Morrison Steel Prod- 
ucts, Inc., supplier of steel stamp- 
ings to White, Mack, Brockway and 
International Harvester, has _ bro- 
ken ground for a 30,000-square-foot 
building on its 12%-acre site at 601 
Amherst St. 

Jacob Morrison, chairman of the 
board, also said that changes in 
the firm’s executive personnel have 
been made, as follows: 

Isadore Morrison, vice-president, 
assumes charge of manufacture of 
all products; Arthur J. Harsch, 
vice-president, retains supervision 
of engineering and assumes the 
duties of sales engineer and new 
product development; M. Jacque 
Kohnstamm, vice-president and 
purchasing director, becomes as- 
sistant to the president, and Claude 
O. Rainey remains secretary-treas- 
urer. 

President Sam Morrison said the 
expansion will necessitate the hir- 
ing of 50 percent more employes 
before the summer. 

The firm also produces Carry-All 
utility truck bodies, steel furnaces 
and steel overhead garage doors. 
The president said new products 
will soon be added. 


Money Artists 


Fast-Talking Pair Leave 


Cashier $50 Poorer 


CLEVELAND. — Other dealers 
here drew a warning to be on the 
lookout too, after the cashier at 
Metropolitan Buick discovered she - 
was out $50 following some confus- 
ing transactions with a couple of 
“short change” artists. 

Here is the way they work: The 
first man gets change for a $100 
bill after making a small purchase. 
The second man asks change for 
a $50 bill. The first man returns 
to the window and offers to change 
the $50 bill. The cashier hands the 
man the $50 bill while he is count- 
ing out three tens and a twenty. 
| Suddenly, he changes his mind and 
decides to take his $100 bill back. 

The cashier forgets about the 
change for the $50 bill in her eager- 
ness to get change for the $100 bill. 
So the man then takes the $100 
bill, giving the cashier the three 
tens and a twenty—and her own 
fifty. 

Later, it’s too late to do anything 
except call the police who ulti- 
mately have a difficult time getting 
such a case down in writing on a 
| reporc. 
| Gold Pin Presented Lutz 
After 30 Years with Ford 


Leslie H. Lutz, Richmond 
(Calif.) district sales manager, 
| Ford, was presented with a gold 
pin marking his 30th year of 
service with the company. 

Lutz joined Ford in 1920 in 
San Francisco. 









rei 


Idaho Fuel Taxes Rise 


BOISE, Ida.—Idaho motor fuel 
taxes netted $7,386,230.93 in the 
nine-month period ended March 31, 
compared with $7,046,231.88 in the 
corresponding period of the pre- 
ceding fiscal year, it is reported by 
State Tax Collector P. G. Neill. 


Canada Auto Pay Up 


OTTAWA. — A total of 47,096 
people were employed in Canada’s 
automotive industry as of Jan. 1 
this year, according to dominion 
statistics. At that time, the average 
worker was getting a weekly pay- 
check of $52.12, as compared with 
$49.86 a year before, it was said. 

* * * 


Gulf to Fete Workers 


PITTSBURGH. — Gulf Oil Corp. 
announced last week that 3,766 of 
its employes will shortly receive 
awards for completing 10 or addi- 
tional five-year periods of service 
with the company. The awards 
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News in Brief 


raise the total number of employes 
who have served 10 or more years 


sonnel, Gulf said. 
+ * * 


More Cars from British 


WASHINGTON.—Exports of mo- 
|tor vehicles from the United King- 
dom in January this year totaled 
|30,747 cars and 10,267 trucks and 
buses, compared with 19,290 cars 
and 7,845 trucks and buses in Jan- 
uary, 1949, according to a Depart- 
ment of Commerce report. 
* * o 


Canadian Batteries Down 
OTTAWA.—Sales of electric stor- 


lage batteries and parts by principal 
Canadian producers in 1949 were 
valued at $15,854,500, showing a de- 


crease of about 4 percent from the 


ports. Sales were progressively 





year, 


falling from the _ year’s 


to 19,950, or 45 percent of its per- | 


preceding year’s value of $16,480,- | 
200, the Canadian government re- | 


lower in the final quarter of the) 





Kk ks 


{monthly peak of $1,768,400 in Sep- 
|tember to $1,362,300 in December. 


* * * 


Briton Sees Diesel Demand 


LONDON.—Henry Spurrier, man- 
aging director of Leyland Motors, 
said on his return here from Can- 
ada that the North American mar- 
ket, until recently largely monop- 
olized by U. S.-built vehicles fitted 
| with gas engines, was now begin- 
ning to appreciate the great saving 
in running costs that could be made 
'with diesel trucks. 

* + * 
Testing Firm Moves 

| NEW YORK.—U. S. Testing Co., 
|Inc., has announced the moving of 
its offices here to 330 W. 42nd St. 
The new office will be managed by 
Thomas C. Ridgway of the com- 


pany’s service division. 
o * . 


Kropp Forge Booming 


CHICAGO.—Roy A. Kropp, pres- 
lident of Kropp Forge Co., reports 






HAS LATEST EQUIPMENT—William M. 


that his firm has received a sharp | 
increase in orders during the past 
60 days and was operating at a/| 
| higher rate of capacity than at any 
|time since last summer. 

“Orders from the machine tool, 
aviation and automobile industries 
are particularly heavy,” Kropp said. 


* * + 
Haynes Pioneer Auto Club 
KOKOMO, Ind—The Elwood 
Haynes Pioneer Automobile Club 
of Kokomo has been organized, 
| with March Haynes elected as 
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TOOL BOARDS 





Remover for REAR TOP 
SHACKLE PIN 


Ton Trucks. Simply take out 


VALVE ASSEMBLY 


Easily removes hard-to-get-at pins =, 
in 1948-50 Ford 1/2, 3/4 and | \ 


brication fitting, insert the pipe 
threaded end, and turn the nut. 


Saves hours by bringing out even 
the toughest assemblies quickly 
and efficiently. Provides any de- 
gree of pull without damaging 
the block. Fits intake and exhaust 
valves of most Ford and all Lin- 


Use these versatile steel mesh boards anywhere 
——in tool room, shop, or salesroom — mounted 
in, or on sides of parts bins, on the wall, or on 
movable dolly. Write for brochure listing 
clamps, hooks, tool number plates, tool designs, 
and sizes of boards available. 


HYDRAULIC JACKS 


2 The modern floor jack that han- 
dies the longest, lowest, heaviest 
long handle with 
90° action locks in 3 positions 
Automatic two speed lift for fast 
spotting... 24” lift clears all knee 


, automobiles. 
v- 


Ne. STOO... ccces $6.25 action wheels. 
No. M-500....... $75.00 
M-SOOR ( Showroom Jack) 
Remover for 


ere eeee 
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Hall, 
cently completed construction of this modern building. 


Knightstown (iInd.) Chevrolet dealer, re- 


its honorary director. Other offi- 
cers include Spencer Huffman, di- 
rector; Rom Sellers, assistant di- 
rector; Burton Lambert, secre- 
tary; Don Sellers, treasurer; and 
Paul Fuller, historian. 

. * + 


Mass. Safety Warning 


PITTSFIELD, Mass.—Inspectors 
of the Pittsfield office of the state 
registry of motor vehicles are tak- 
ing to the highways to remind 
motorists that all cars must have 
a new inspection sticker by May 1 
Registrar Rudolph F. King warned 
that defectively equipped cars will 
make the owners liable to suspen- 
sion of their registration. 

* * + 


Rootes Visits Detroit 


NEW YORK.—Goeffrey Rootes, 
32-year-old managing director of 
England’s Humber, Hillman and 
Sunbeam-Talbot companies left 
for Detroit last week to study 
American production methods, 
following the British Auto Show 


here. 
* * > 


Safety Program 

CHICAGO.—Reporting that every 
three minutes an American worker 
is killed or seriously injured on his 
job, Science Research Associates, 
Chicago, has published a_ safety 
program which it says reduced ac- 
cident frequency at Revere Copper 
and Brass, Inc., more than 40 per- 
cent, 

* * > 
Advice on Varnishes 


WASHINGTON. — Electrical im- 


| pregnating varnishes “to withstand 


'conditions of extreme temperature 


| 


| 
| 
| 


| 

















jand humidity” are discussed in a 
| brief review of this field offered by 
| the 


Department of Commerce 
Single copies of the review are 
available on request from the Office 
of Technical Services, U. S. Depart- 
ment of Commerce, Washington 25, 
or from the department’s field 


offices. 
* * 


Beach Chevrolet Robbed 


MIAMI BEACH, Fla. — Thieves 
here, continuing their campaign 
against auto showrooms along Al- 
ton road, broke into Beach Chev- 
rolet Co. early Apr. 8 and took 
$250 from the cash box. 

* + 


* 


Drive-Ins Seek Ads 
PHILADELPHIA.—tThe National 





coln-Mercury engines. Write for ‘ f 


|Assn. of Drive-In Theaters is ap- 
brochure. 


|proaching firms on the possibility 
|of national advertising programs in 
| “under-the-stars” theaters through- 
|}out the country. Ford is reported 


|to have shown interest in the idea. 
* . ae 


Okla. Truck Revenue 


OKLAHOMA CITY.—This state 
has received nearly $1,000,000 
more in revenue this year by 
| strict enforcement of load-limit 
and license laws for trucks using 
| the state highways, Gov. Roy J. 








OVERDRIVE PAWL POSITIONING TOOL 


Positions pawl prior to assembly of solenoid, 
ensuring proper engagement. A necessity 
for installing or servicing over-drive. For all 
1949 and 1950 Ford passenger cars. | 


No. 6915-AA . $1.60 
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BEARING REPLACER, 
Transmission extension and overdrive. 
Essential for quick, efficient replace- 
ment of bearings. Won't damage 
bearings or adjacent parts. For all 
1949 and 1950 Ford and Mercury 
passenger cars. 
No. 7699 


Turner declared last week. He 
attributed most of the increase 
to the activities of 10 enforce- 
ment units provided by the last 
legislature to see that commer- 
| cial trucks pay proper license 
| fees for loading capacity. 
e ae e 


$840,000 Bill 


PITTSBURGH.—An $840,000 or- 
|der of electrical equipment has 
|been placed by Weirton Steel Co. 
|with Westinghouse Electric. It 
will double the speed of Weirton’s 
strip mill, the company said. 

6 s a 


Hughes’ Safe Looted 


| GRAHAM, N. C.—A safe in the 
|Office of Hughes Motor Co. here 
was robbed of between $1,200 and 
$1,500. Police said the “job” was 
the work of a professional safe 
cracker, 



















@ Factory authorized 
manufacturer and sup- 
plier of approved tools 
and equipment for ser- 
vicing all Ford, Lincoln, 
and Mercury Vehicles. 






@ JUST OFF THE PRESS 


New Manzel “Too! Guide” lists all 
tools needed in servicing eny Ford, 
or Lincoln-Mercury built vehicle. For 
each tool every possible application 
is given...a unique, complete, and 
valuable reference. Write for free 
copies...give one to each mechanic. 






| 
| 
| 






315 BABCOCK STREET, BUFFALO 10, N. Y. 
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For Getting True 


(The opinions expressed herein are those of Columnist Van Tassel and are not 


necessarily those of 


By J. B, Van Tassel | 


| ratio of two dollars of total 
current assets to one dollar of 
total current liabilities has been 
the recognized financial standard 
of checking a 
dealer’s balance 
sheet in our busi- 
ness for many 
years. 

However, as I 
see it, there is a 
lot of danger in 
accepting this 
standard as the 
final answer for 
the financial rat- 
ing of a dealer’s 
cash position. 
First of all the two dollars of total 
current assets may include a large 
amount of past-due and uncollect- 
able notes and accounts receivable 
which may not be worth the paper 
they are written on. 


Also, in these total current as- 
sets you very often find an ex- 
cessive stockroom inventory, | 
which, when properly analyzed | 
and compared with stockroom 
sales, results in a very low ratio 
of turnover. 

In most cases a low inventory 
turnover is indicative of parts ob- 
solescence and an inventory loaded | 
with slow-moving parts. Then, too, | 
there is the used-car inventory | 
which is included in this ratio of 
two dollars of current assets. This 
used-car inventory, when analyzed 
and compared with used-car sales, 
may well represent a supply of 
used cars in excess of 30 days or 
even 90 days. 

* . * 

yo cannot use past due and | 

uncollectable accounts and | 
notes receivable, obsolete and slow | 
moving merchandise and excessive | 
used-car inventories to pay ex-| 
penses and pay rolls and keep your 
business going. Neither can you 
use dollars tied up in this class | 
of merchandise for buying and 
selling and making a profit. 

Cash or the equivalent of quick | 
cash assets are about the only cur-| 
rent assets you can use to pay | 





4. B. Van.Tassel 


bills, buy more merchandise, make 
a profit and stay in business. 


Therefore, in order for a dealer | 
to build financial stability in his | 
business, he must constantly keep 
a close check on the rate of turn- | 
over of all of the accounts that) 
go to make up the total of current | 
assets, rather than just a check on | 
the ratio of total current assets to/| 
total current liabilities, which in| 
my estimation is no guide to finan- 
cial security in this business. 

The most successful dealers in 
my experience, are those dealers 
who carried about 75 percent of | 
their total current assets in cash | 
on hand and in bank and new- 
car inventory. 


Of. course, the large-volume op- | 
erators who sell two to three times 
the volume the average dealer will | 
handle will probably do very well | 
with a smaller ratio of cash or the 
equivalent of cash, because of their | 
large stocks and quick turnover. 

s s * 


T= safest way for the average | 
dealer to check his current as- | 
sets is to make sure his accounts | 
and notes receivable are never in 
excess of an amount equal to 
30-day sales of parts, accessories 
and labor at list prices, a used-car 
inventory that never exceeds an 
amount in excess of a 15-day sale 
of used cars and a parts and ac- 
cessories inventory that is turning 
at least four times a year, 

Cash on hand and in the bank 
and the equity in new-car stocks 
will always remain satisfactory 


3 Ford Regions 


Discuss Plans 


NEW YORK.— Automobile and 
truck sales and service policies and 
production planning for the next 
three months were discussed by | 
management personnel from three | 
Ford sales regions at a conference | 
here. | 

Walker A. Williams, Ford gen- | 
eral sales manager, presided. 


Dealer Business Counsel 
Usual Balance Sheet Standard Called Inadequate 






Financial Picture 


Automotive News.) 


provided all of the other current 
asset accounts are held within 
the foregoing limits and _ the 
amount of cash necessary to han- 
dle the established potential of 
sales volume in the territory is | 
kept in the business. 
It would be my suggestion that 
dealers set up a financial budget 
on the basis of one dollar cash on 
hand, in bank and their equity in 
new vehicle stocks for each one 
dollar in accounts and notes re- 
ceivable, used-car inventory and 
stockroom inventory. Then each 
month check the balance sheet to 





make sure that this ratio is main- 
tained. On this basis your liquid- 
ity should always rate 100 percent 
and you should never have to wor- 
ry about lack of cash with which 
to do business. 

Any questions concerning 
“Business Management” will be 
answered by J. B. Van Tassel, 
care of Automotive News. 








CHRYSLER 


DEALER PERSONNEL COMPLETE COURSE—Representatives from I! dealer- 


ships have finished a six-week course in automotive merchandising given by Chrysler's con- 


ference of business management. Included in the group were the sons of five 
the son-in-law of a sixth. Standing, left to right: J. E. 
A. Stacey, Chatham, Ont.; George McLean, Ottawa; Robert E. Quattrochi 

Clyde E. Alibritten, 


Max Barish jr., Los Angeles; 


New Castle, Pa.; Robert J. Dwares, Pawtucket, R. 


ealers and 
Richards, Burlington, N. J.; James 
Pittsfield, Mass.; 
Kansas City, Kans.; Robert Chambers, 
|. Seated, left to right: Marcus Feder III, 


Cleveland: Roy H. Appleman, assistant general sales manager, Chrysler division; J. Stewart 


Begg, Vancouver, B. C., 


Leyland Reports Export Record 


LEYLAND, England.—With ex- 
ports valued at 5,867,072 pounds, 
Leyland Motors has made the larg- 
est contribution of any heavy com- 
mercial vehicle maker to Britain’s 
dollar-gaining efforts, according to 
the firm’s statement to. stock- 


| holders. 


Trading profits for the year end- 


led last Sept. 30 increased to 1,895,-| 1938 mark by 420 percent. 


and George Comuzzi, Port Arthur, Ont. 


206 pounds, a 33 percent gain over 
the previous year, the report said. 
Net profit was 674,097 pounds, com- 
pared with 591,508 for fiscal year 
of 1948. 

The statement said the firm was 
asked by the government to hike 
its exports 315 percent over the 
198 figure. Leyland exceeded the 
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AN ACCURATE NEW INSTRUMENT 


'|Moore to Head 


Auto Suppliers 


In Canada 


TORONTO.—M. H. Moore, To- 
ronto, was elected president of the 
newly formed Canadian Automo- 
tive Wholesalers - Manufacturers 
Assn., at the wholesalers conven- 
tion here. 

Over 600 delegates approved a 
new constitution and by-laws which 
added manufacturers to the 17- 
year-old Canadian Automotive 
Wholesalers Assn. 

Other officers are: W. S. Cowell, 
Montreal, senior vice-president, and 
T. R. Fyfe, Vancouver, junior vice- 
president. 

Wholesaler directors are: Fyfe, 
for British Columbia and Alberta; 
C. C. Adams, Saskatchewan and 
Manitoba; S. ©. Russell, Ontario, 
and R. E. Dowd, Quebec and Mari- 
times. 

Manufacturer directors are: N. 
A. Hardie, Toronto; C. E. Phillips, 
Leaside, Ont.; H. L. Humphery, 
Toronto, and C. P. Archibald, St. 
Catharines, Ont. 


Others are profiting from AUTOMOTIVE 
NEWS want ads. Why not you? 





AUTOMATICALLY MEASURES MOTOR OIL-LEVELS 


WB the first time an entirely new development for 


dependable checking of motor oil-levels has been 
approved by leading automobile manufacturers. 
_ This remarkable oil-level indicator is now offered 
to the automotive trade, after three years of tough 
fleet road testing and another full year in the 
technical laboratories and on the rugged proving 


grounds of the many car factories. 


These exacting tests proved conclusively that 
OIL-SPY can be considered among the most 
important and essential developments in modern 
automotive history. OIL-SPY is the positive 
answer to the insistent demand of every driver for 
a convenient, accurate and necessary oil-level 


dashboard indicator. 


a 


OIL-SPY automatically converts the weight of crankcase oil into 


PRECISION INSTRUMENT 


HIGH 


PROFIT ~ 


An estimated 45,000,000 poten- 
tial customers need this preci- 
sion instrument. Last year oil 
trouble cost the motoring public 
over $8.000,000, and the loss of 
6.720.000 driving hours. 


WRITE FOR COMPLETE 


quarts; then when the level drops, the sciences of hydrostatics 
and electronics are combined to automatically flash a signal 


to the driver. An AMBER light on the instrument panel 
means one quart low. If ignored, a RED light glows and 


indicates the oil-level is two quarts low. The light stays on 
until the proper quantity of oil is added. 


SALES INFORMATION 


List... $9 


MODELS FOR CARS, BUSSES, TRUCKS AND TRACTORS 


“KEEPS AN EYE ON THE OIL SUPPLY” 


National .chitomotive Sales 


FRANK A. NEALON ASSOCIATES 


20 NORTH WACKER DRIVE=—CHICAGO 6, 


ILLINOIS 








| the 50 by 100-foot building was de- 


| molished in a fire of undetermined 








Belleville Dealer Robbed 


president of the Roseville cham- |long as the shortage lasts. 
Cash totaling $958 and $550 in 


ber of commerce. * * * 


Dea ler | origin. 
ae | * * 2 
| O Old Firm—New Record 
Clark. Turner (Turner Motors) |; Pat Barker, who is a licensed pilot, z- San Diego’s oldest automobile 

is the newly-elected president of |flew to Bend and Pendleton in -1 firm, Davies Motors, reports that Een 
an organization in Roseville, |Oregon where they secured four Zs March produced the greatest vol- hor 
Calif., which will attempt to raise |new cars. They were taken to) M ume of business in its 45-year his- eata 
$150,000 toward construction of a | Vancouver by Lineham drivers and | ‘fy tory. Every department of the Nash  B 
25-bed hospital. He was one of | delivered to customers. B dealership made record gains, it id 
10 persons who pledged $100 each Lineham says he intends to con- ! was said. is | 
to start the drive. He also is |tinue the reconnaissance work as qs 6 cb huil 

= iy 


“ 














wn: . | Helseth Robbed of $500 checks were stolen from a safe ims 
Barham on Mine Board Approximately $500 was reported 4 in the office of Endres Motor 
Appointment of L. R. Barham,|stolen from Helseth Motor Co., sd ae 1 A Sales Co., Belleville, Tl. The . 
Harrisburg dealer, as a _ public} Vero Beach, Fla., when a burglar te ss checks were found 14 miles away H 
member of the Illinois mining in-|or burglars cracked the safe. 1 by sewer cleaners in St. Louis. Brot 
vestigation commission has been s 8 8 ee Crh The safecrackers, according to Stuc 
announced by Gov. Stevenson. Belleville police, forced a rear 
Russell—Spot Motors ce, pres 
* * 
. Charles L. Russell, former head a ca window - gain entrance to the bake 
Baker Chevrolet Reaches of the automotive records depart- , i a ack a A. — sae . @ year 
Its 15th Anniversary ment at the Ravenna ordnance , gain caddie - the srene ‘hen. 
plant, has been named general serv- 5  — Ae — : =o 
Baker Chevrolet Co., Meyersdale, 
.'|ice manager of Spot Motors Co. , . ‘ ° ° . 
Pa., has celebrated its 15th anni-| (> aoe-Plymouth). Akron FLORIDIANS SEE OLDS HARDTOP—The special Oldsmobile 98 Palm Beach Holiday coupe Gas Starts Fire in Laurel Ck 
versary. W. D. Baker is owner of ge-riym , . | was on display at King Motor Co., Fort Lauderdale, Fla. This eye-catching car, with its Th ° agen 
hich is 1 ted at 111 + * * surf green and cabana sand two- tone body and its interior appointments of green alligator e plant of A. B. Martin Nash (Hu 
the firm, whic S located a ° leather and yellow wicker panels has been on display in six Florida cities—Miami, West} Motor Co., Laurel, Miss., was dam- 
Center St. Olds Names Beeching Palm Beach, Orlando, Lakeland, St. Petersburg and Fort Lauderdale. It drew large crowds aged by fire A punctured car gas- anne 
During the 15 years, two new Philadelphia’s newest Oldsmo- wherever it was shown, ¢ the company states. dine tank nab ot the thane Gart 
buildings, totaling 12,000 square| bile dealer is C. G. Beeching, z ao * * * ; bins. 
feet, have been added. president of Beeching Motor Co. | more, who owned the business for! Norton Buys Ford Outlet Marshalls’ 30th Year 
Beeching formerly was a Hudson | 20 years. in tiki Wilson Norton, Pine Bluff, Ark., | Marshalls 1 (Chrysi Pt 
. distributor in Philadelphia. arsnalis, inc. rysier - Plym- T 
FI D | has purchased the Ford dealership | 94th), Clay Center, Kans., h 1 ‘a 
ying ealer ee ee Feol Names Faulkner in McGehee, Ark. from Taylor yO geen " ahentan Prev 
- ’ ” y brated its 30th anniversary. Porter 
Lineham Beats Scarcity Randolph Body Shop Feol Nash, Inc., 775 Culver Rd., | Prewitt jr. Marshall is president. the | 
Floyd Randolph, president of Rochester, N. Y., has announced = : | * * * will 
In Vancouver Randolph Oldsmobile Co., Lincoln,| the appointment of Dan Faulk- Morris inte Sales Moss in Sheriff Race — 
In spite of the continued scarcity |Neb., reports the firm has added| ner as service manager. Fenner Tubbs Co. (Chrysler-| jack M Oklah City deal 
of new cars in the Vancouver|a complete fender and body shop. se 3s Plymouth), Lubbock, Tex., has an-|;." og . ” —" De y “ee ae | 
(Wash.) area, J. H. Lineham, Stude- ee ‘ d th i , is running for the emocratic Bo 
McGoldrick to Move nounced the appointment of James |pomination for county sheriff 
baker dealer for some 30 years, Fath S L. Morris as general sales man- ee eral 
has found out how to keep his ather to Son McGoldrick Motor Co. (Stude- |, 567 * * « Mote 
customers happy. nina Motor >. CCheventet), wane, Macon, Ga., > —s : —_— Handy Gets Civic Post 
Recently, when extra Studebak- acksville, ans., has been pur-| plans to move into another build- . A : 
ers were spotted in Oregon, Line-| chased by Joe Elmore of Kinsley,|ing on Third Ave., which was pur- Hollywood Pontiac Award ste se of age a I 
ham and his sales representative, Kans., from his father, Mickey EI- chased some time ago. Ab England, Pontiac dealer in ge aacapees, Sas, Ea 
a -—_——— SS wane — Hollywood, recently was awarded been elected president of the and | 
a plaque by Pontiac. chamber of commerce there. a oh 
. = Bo Nae since 
White Outlet Bought Lundstrom Adds Space 

Dave U. Rakestraw has an-| 4 40-by-120-foot addition toLund- J 
nounced purchase of the capital|Strom Motors (Lincoln-Mercury), E. 
stock of the Inland Motor Corp.,| 5#ctamento, Calif., has been com- sales 
distributor of White trucks in Al- | Pleted. Pe Sales 
buquerque, N. M. ‘ ‘ Was! 

* * 8 Cox, Brackin Buy Dealership A. da 
| . . 
Kent Sells Police Car From Blue in Crestview, Fla. 

A contract for a new police} The purchase from C. V. Blue Be 
cruiser for Chicopee, Mass., has|and other stockholders of Okaloosa Ros 
been given to Harold Kent for a|County Motors, Inc., Crestview, Co., § 
Ford car at a cost of $1,640.89. Fla., by Newman C. Brackin and repor 
| * * * | (Continued on Page 27, Col. 1) depar 

Rigdon Joins Lee Huff | : of Jo 

E. P. J. Rigdon, until recently J 
Portland (Ore.) zone manager for ag 
Packard, has become a partner in Plit 
Lee Huff Motor Co. (Packard), | been 
Klamath Falls, Ore. Colun 
* * * Jagua 
| Wilkerson Heads Repair 





Sisk Motor Co., Providence, Ky., 
has announced that Eddie Wilker- 
son is in charge of its repair de- 


SELLGARS? «=, 











artment 
p +. * * ¢ And 
Essig Expands U. C. Sales outh), 
Yes, figuring percentages is that easy Essig Motors, Inc, (Oldsmobile), been 
—— 2444 W. 16th St., Indianapolis, is 1950” 
enlarging used-car activities with comm 
... with the Printing Calculator Bob Means as department man- mun 
: ager. ere 
Finding percentages is basic to so much of your figuring work .. . ’ oe dates 
you do it dozens, hundreds of times a day. That’s why laborious Nash Signs Creamer — fi 
computation on old-fashioned machines costs you real money. Creamer Motor Co., Smith Cen- stand 


















Why not pocket big savings with the method that short-cuts |ter, Kans., has been appointed a 
Nash dealer in that area. The firm 


wasteful drudgery? With the Remington Rand Printing Calculator |; 
‘ i 7 is owned by Laurence Creamer. 
you simply enter the dividend (Present Sales, for instance), then oS 
= divisor ore Sales) and eden gal ee = Ore. Governor’s Workers 
ncrease or Decrease) comes up automatically ... printed on the ‘ 
P ee ea q Seek Ouster of Union 
tape. You go on to the next calculation immediately —there’s no 
: : ‘ Employes at Douglas McKay 
need for copying, for rechecking, because you've seen the proof. Chevrolet, Salem. Ore have 
‘ ° ae ’ , ” 
Wouldn't you like to see how the unique Printing Calculator, asked the National Labor Rela- 
with its 10 key keyboard and compactly arranged feature keys, | tions Board to conduct an elec- 


ae ; tion to decertify the independent 
é 2e7 ) ‘ ¢ ) i > , ge t ’ if : 
can breeze through a batch of your figure problems, get them ou International Asen. of Machin- 





“GREATLY AFFECTS OUR SALES 
































at Rolette, N. D. Entire interior of 





in measurably less time than with previous methods? It's as simple ists as a bargaining agent for VOLUME ...The general appeal 
as dialling Remington Rand on your telephone. Or, mail the cou- them. McKay is Oregon’s gov- | created by the Groucho Marx ‘ 
pon for your copy of valuable free booklet. ernor. ; oe : . 
The employes are said to claim Show* has been overwhelming 
that the union group does not i a oe ee ee / 
Feber ps 72 PRINTING represent a majority of the firm’s | °°: © have had repeated expe- ; 
LITT LILI aD curd CALCULATOR workers. No other union is seek- erience with our customers as 
ing to represent the workers. | to tt lerit f thi 
or“ 2 o the pop y s . ; 
Remington Rand, Business Machines and Supplies Division, Ss - I "I Te * ae ° 
Room 1251A, 315 Fourth Avenue, New York 10, N. Y. Trailmobile Opens Branch gram which thus greatly affects 
Please send me WITHOUT OBLIGATION, free copy of idea booklet ‘Command Trailmobile Co. has opened a ne ene > ; 
Performance.’ branch office and terminal on High SELES VORUENS ‘ Ore, 
: aco 
Name Title Point Rd., Greensboro, N. C. Roydon Ricks, Treasurer, has bee 
> ee Ne wton 
Company. Fire Gute Christianson Brand Motor Company, remain i 
ee Three used cars were destroyed Baltimore, Maryland n wade 
iS expec 
City Zone Stat and one new car was moved to! , neth Vv. 
Canesten 2088 by Remington Wand fon. safety during a fire which wrecked broadcast weekly over CBS eral sale 
the Christianson Chevrolet Garage John H. 
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En Cox has been reported. Her- 
bert H. Medley will continue as 
sales manager of the company. 

Brackin is president of the Flor- 
ida state senate and is interested 
in several real estate and home 
building developments. Cox is own- 
er of Cox Hardware and Cox Con- 
struction Co., and also interested 
in several home developments. 

* * * 


Studebaker Cites Harris 


H. J. Harris, president of Harris 
Brothers, Inc., Moorhead (N. D.) 
Studebaker dealer since 1910, was 
presented with a plaque by Stude- 
baker Corp, in recognition of 40! 
years of business association. 

* * * 


Aransas Motor Sold 
Change of ownership and man- 
agement of Aransas Motor Sales 
(Hudson), Aransas Pass, Tex., is 
announced. New owners are Clyde 
Garner, Bill Howe and E. ©. Rob- 
bins. 


* * * 


Prewitt to Norton 
Taylor Prewitt jr. owner of | 
Prewitt Motor Co. (Ford), has sold | 
the business to Wilson Norton, who | 
will operate the business as Norton 
Motor Co, 


7 > 
Reynolds Names Muir 
Bob Muir has been named gen- 
eral manager of Reynolds Nash 
Motors, Fort Lauderdale, Fla. 


* * * 


East Side Shows Trucks 


East Side Chevrolet Center, 61st | 
and First Sts., New York, has held | 
a nine-day truck show, its second! 
since the war’s end. 

7: * * 


Jackson Ups Alexander | 


E. V. Alexander has been named | 
sales manager of Jackson Motor | 
Sales, a used-car firm at 2302 E.| 
Washington St., Indianapolis. Merle | 
A. Jackson is the president. 

> > * 


Boas Appoints Balestreri 


Roger Boas, head of Boas Motor 
Co., San Francisco Pontiac dealer, 
reports that the firm’s new service | 
department is under the direction 
of Joe Balestreri, service manager. 

* * * | 

Jaguar Opens B. C. Outlet | 

Plimley Automobile Co., Ltd., has | 
been appointed dealer in British 
Columbia for the English-made 
Jaguar car. 


He's the Tops 
Workers Vote Nomland 


Best Boss in City 
Andy Nomland (Chrysler-Plym- 





outh), Grand Forks, N. D., has 
been named “outstanding boss of 
1950” by the junior chamber of 


commerce of his home city. 
Nominations for the title were 
entered by employes of the candi- 
dates and other interested persons. 
The final decision was made on the 
basis of community service and 
standing and accomplishments in 














>OPE BECOMES A DEALER—The J. J. 
Jacobs Buick dealership in Sacramento, Calif., 
has been taken over by Jacobs’ son-in-law, | 
Newton A. Cope (right). The Buick firm will 
remain in the present location but the Ja- 
cobs Cadillac deal will be housed in a build- 
ng under construction at [5th and L Sts. It 
's expected to be ready about July |. Ken- 
neth V. Riggs, vice-president, will be gen- | 
eral sales manager of the Cope firm, and/| 
John H. Drew, secretary-treasurer, will be/| 
assistant general sales manager 


Dealer Doings 


(Continued from Page 26) | 
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parts department. Three new 
cars on display were heavily 
damaged. 


* * * 


Ahuntsic Bankrupt 





treal, has been adjudged bankrupt 


improving employer-employe rela- and J. Paul Vermette has been 


tions. 

Nomland was presented a scroll 
signifying the award at a “bossés 
night” dinner held by the junior 
chamber. Nomland has been a resi- 
dent of Grand Forks since 1919. He 
has had a Chrysler franchise since 
1935. 


according to official notice, 
* . . | 


Mercury in Madison 
W. A. Toms, district manager for | 
Lincoln-Mercury, announces ap-| 
pointment of Hardee Motor Co. as | 


|Mercury dealer for Madison, Fa. | 
* * * 


* * * 


Persia Appoints Duplechin 
R. M. Duplechin has been ap-| 
pointed service manager of Cathey 
Chevrolet Co., Inc., 317 N. Rampart 
St., New Orleans, by Mike Persia, 
new owner of the company. 
* +o + 


$100,000 Fire Sweeps 


Oakland Chevrolet Firm 


Val Strough Chevrolet Co., 
Oakland, Calif., was swept by a 
$100,000 fire. The blaze struck 
heavily in the firm’s parts de- 
partment, where damage was es- 
timated at $70,000. 

The fire, of undetermined ori- 
gin, started in an office in the 


Star Service Manager 
H. E. Pike has been named serv- | 
ice manager for Star Motor Co., 
Inc. (Ford), Logansport, Ind. 
* + 7 


GOP Names Blanchard 


Carl C. Blanchard, proprietor of 
Farmington Motor Co. (Ford), 
Farmington, N. C., has been named 
chairman of the Republican town 
committee. 

* * ? 
Laughman Moving 

Laughman Motor Co. (Ford), 
Barberton, O., is moving into the 
two-story Bertsch Motor building 


Ahuntsic Motor Sales, Ltd., Mon- | . 





appointed custodian of the estate, | 





| 


1950_ 
| 


q 








DEALERS CROWD PONTIAC SALES COURSE—Four extra sessions of the division's sales 


management training —— were 
attendance. Here is the 
scheduled were held in Atlanta, Los A 


across the street from its present 


location. 
* * 


Haddock Buys Buick Deal 


John H. Haddock and son 
H. Haddock jr., of Shawnee, 
have purchased E. L. George 


Co. (Buick), McAlester, Okia. The 


Haddocks have owned and 


made necessary by dealer enthusiasm and overflow 


an Francisco group of “extras."' Other meetings not originally 


ngeles and Kansas City. 








ated the Studebaker dealership in 


Shawnee since 1944, 
= * > 


Greene-Haldeman Heads 


Dalton Wright has been appoint- 
ed head of new and used-car sales 
at Greene-Haldeman Co. (Chrys- 
ler-Plymouth), Figueroa St., Los 
Angeles. 


. John 
Okla., 
Motor 


oper- 


Best tire value starts INSIDE 


“3.E Goodrich 


‘RYTHM RIDE 




















Because no cross-threads 
hinder the action of B. F. 
Goodrich tire cords, they work 
in rythm like the athletes above. 
Carry impact from one to 
another, smother road shock, 


reduce wear, cushion bumps. 


Every tire has thousands 

of cords that flex as you 
ride. In most tires, these cords 
are out of rythm like the athletes 
above. That’s because the cords 
are hampered by non-working 
cross threads. 


MORE COMFORT 





GREATER SAFETY 


Nobody 
work be 


“It helped 


ae 
ships,” say 


B. F. Good 


—see how 
are precisic 


rubber, with no cross-threads. They're 


Note how cords of most 

tires are bunched and gapped 
by slender cross-threads. Result: 
weak spots, “slacker” cords, over- 
worked cords. BFG cords, in- 
stead, are sealed in rubber, with 
uniform spacing and tension. 


of the teamwork that makes BFG 
the best tire value.” You can see it too 


free to work together, in rythm, to 
give you “Rythm Ride”! 





LONGER MILEAGE 


Jeers Cars 
} Famous baseball manager, says: 


"LOOK INSIDE FOR 
INSIDE PROOF” 


knows the value of team- 
tter than Joe McCarthy. 
me win seven world cham- 


pionships, plus two major league and 
two triple-A minor league champion- 


8 Joe. “And right inside a 
rich tire | saw inside proof 







B. F. Goodrich tire cords 
m spaced, sealed in live 


















Only B. F. Goodrich has 

the equipment and skills 
to put “rythmic- flexing cords” 
in every tire for every need, To 
cash in on “Rythm Ride,” See 
your BFG salesman. The B. F. 
Goodrich Company, Akron, O. 
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The three newest cars | 


..1make K-F dealers th 


Not just one... but three sensational and completely new lines of 1951 cars!...That’s what Kaiser-Frazer 






dealers are cheering about from coast to coast...A price and a body style for everyone who will buy a new car 
this year. 21 new models...a car to fit every taste and pocketbook! ...The comment of Mr. Targan, 

Prop. of the Targan Motor Company, Philadelphia, and Secretary-Treasurer of the Metropolitan K-F 

Dealer Association of Philadelphia, is typical of what Kaiser-Frazer dealers everywhere are saying. 

He says, “‘Kaiser-Frazer has given us the greatest new cars in years...with designs that are years ahead of 


the rest of the industry. Watch us go with these new value leaders in every price class!” 
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The new LOW-PRICED car in the LOW -PRICE field 


An unusual opportunity! 

There are a limited number of valuable “open points” 

available. If there is no Kaiser-Frazer dealer in your sales area, 
we suggest you write (or wire) Walter DeMartini, Vice President 


in Charge of Sales, Kaiser-Frazer Sales Corporation, Willow Run, Mich. 


Kaiser-Frazer 


Built to Better the Best on the Road! 
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America 
happiest in America! 
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Here's the beautiful 1951 Kaiser * Frazer line-up for this year: 


I. The new LOW-PRICED car in the 
LOW- PRICE field (to be named soon)... in two 


body styles and four models. This is the car for all 
America...the car millions have been reading about... 
he car built to establish spectacular new low costs in 
he field of economical transportation. Modern styling 
with large glass areas and hopped up rear fenders... 


esign features found only in much higher priced cars. 


A standard-size car that gives 30 to 35 miles per gallon. 


The new handcrafted 1951 FRAZER 


2.The new 1951 KAISER... insix body styles 


and eleven models. The triumph of engineering’s newest 
advance—Anatomic Design...design to suit the require- 
ments of human anatomy. This car sets an entirely new 
standard of value in the popular medium-price field. The 
largest windshield and most vision area in any motor 
car...with the slimmest, strongest corner posts. The new 


115 horsepower Kaiser Supersonic High-Torque Engine 


gives it performance to match its good looks! 





3. The new handcrafted 1951 FRAZER 
..- The Pride of Willow Run...in five new magnificent 
body styles... New! The Frazer four-door sedan...New! 
The Frazer Manhattan, the much-copied “hardtop” (a 
Frazer original), in two versions—one covered with lus- 
trous nylon, the other in sparkling metallic hues to do 
justice to the convertible look in solid steel... New! The 
Frazer Manhattan Convertible (America’s only 4-door 


convertible)... New! The 2-cars-in-1 Frazer Vagabond. 


21 models in 
three completely new lines. 
A price and a 


body style for everyone. 
y sty 
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New Passenger Car Registrations, 48 States for February, 1950-1949 





Car registrations by states are released 
here weekly, as completed by R. L. 
Polk representatives in state capitals. 


4 States Previously "50) 
Reported for February __ : i 
Louisiana *50| 
x ; 49) 

Maine i‘ ‘50 
49 

New York "50 
oa ae 

48 States Reported "50) 
to Date for February ee eae 






Car registrations by states are released 
here weekly, as completed by R. L. 
Polk representatives in state capitals. 


7891| 5766) 
6088| 4755) 

ee 64, 
bi; 4 
2 ©6048 
24} 16 
870, 716 
688, 699 


CHRYSLER 
TOTAL 


Ford 


Oldsmobile 











Angle Prefect 











2205 63; 403; 440 8117 





Willys-Overland 
Miscellaneous 















1386); 237 


365287 
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New Passenger Car Registrations, 5 States for March, 1950-1949 





Arizona ‘50 27 18) 
at 7 49 32 24) 

Delaware : "50; 6 10 
49} 14) 1) 

Nebraska 7 54 33 
= ‘49| 127| «ba 

North Carolina x a4 *50) 5! 42) 
. 7 131} 107) 

West Virginia oe *50) 36) 33) 
sans, 7 100) 57) 

5 States Reported ‘50 174) 136| 
to Date for March me 49) 268 | 


Year *50) 
_to Date ; 


21174) 15117 


49| 16302) 13414 


43) 
86 


17 
25 


153 
126} 


162) 
210 


ja 


ma 
543) 
41690) 
33727 | 


Plymouth 


84) 
115 


16 
40) 


161 
443| 


182 | 
534) 


368 


535) 
1500] 


CHRYSLER 
TOTAL 


172!) 
257 
49 
95) 
401) 
760) 
437) 
982) 
235) 
621) 
1294) 
2718| 


Ford 


407) 
325 
271 
215 
1452 
1004) 
2391 | 
1767) 
739) 
507) 
5260) 
3818| 


72475 | 150456 | 155838 
59228| 122671 | 110923 
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5 68) 
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30 326| 
25 137] 
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94; +399 
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5 
533) 


401) 
ol 
259 
1808 
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3064 
2260 
898 
669 
6647 
4755) 


215) 
117) 
134) 
89) 
529 
295 
893) 
508 | 
265) 
193) 
2036 | 
1202) 


4336| 39053|199227| 62871 | 
6470 19193) 136586) 51905) 11981! 74240! 3045! 


33] 
28 
29| 
17| 
67) 
43 
8 
90| 
33) 
29 
260) 





663) 
207 | 


369) 
193} 


1264) 
879 


2095 
1483 


629) 


5162 
339! 


130) 
50) 
141) 
73) 
314) 
162 
58! 
347 
175 
149 
1341) 
781 | 


132) 
97 


158) 
73| 
454) 
233 
715 
479 
222 
129 


168! 
1011 


pli y 


831) 
445 | 


2628 
1612 
4382 
2907 
1466 
1129 


10480 
6592 


6804 | 188386 47338) 59204, 364603) 


28040 


196617! 


Frazer 


5 





6! 


7 
2! 


39 


I 
22 


12 


3712 


Kaiser 


9 
15 


8) 
12| 
23) 


50 
55 
42 
23 
2! 
118 
140 
5001 
5911 
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5777 141 967; +1094; 18473 
9623! 1015; 419! 2070) 21631! 


New Commercial Car Registrations, 48 States for February, 1950-1949 





Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 
tives in state capitals. 





4 States Previously ‘50 2 90| 22327) 
Reported for February 49 95 67; 22923) 
Louisiana ‘50 508 
“49 r 418 

New York ‘50 % Si) 1166 
ee __ 31| 66} 1059 

48 States Reported 50, +128, 141) 24001) 
to Date for February ‘49! 126 133| 24400) 


Truck registrations by states are 





Chevrolet 


25) 

98} 
| 
5 


6 

3 
32) 
106} 


294) 
397| 
4 

7 
72 | 
86 
370 
490 


218) 
216} 


| 


24 

22) 
242 
238 


6274: 72| 
7336| 91 
191 ! 
116 
613) 10 
625 16 
7078 83 
8077 107 


18015) 
10150) 
521 
235 
767 
655 
19303 
11040 


14) 
31} 


10 
12 
24 
43 


5060 | 
4426| 
158 
98 
400 
359 
5618 
4883 


International 


5702! 
6396) 


144 
98 
550 
492 
6396 
6986 


Kenworth 


18 
30 


173 
104 
706 
455 





126) 
4) 


3 


7 
| 
136 
5 


181) 
304 
| 
4 
39 
5! 
221 
359 





Willys-Overland 
Miscellaneous 


17159; 8904; 36274, 3656, 628) 807359 
16349! 12310! 20414) 3382! 940) 544027 


Truck registrations by states are 
released here weekly, as com- 
pleted by R. L. Polk representa- 


tives in state capitals. 





46 States Previously 


7; #3121 584, 1145 117| 64011 ‘50 

15| 3661; 580; 3189 238; 60592 ‘49 Reported for February 
106 6 30 1678 ‘50 Louisiana 
86 5 6| a 1143 '49 - - 

13 162 91 130 23; 4343 ‘50 New York 

| 175 73 199 37 4067 ‘49 cee 7 _ 

20, 3389 68, 1305 140 70032 ‘50 48 States Reported 

16| 3922 658 3449 279, 65802 ‘49 to Date for February 





New Commercial Car Registrations, / States for March, 19m? 1949 






































Truck registrations by states are 
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- | € ° $ é ! dh kl as com- 
released here weekly, as com- > 2 | 2 2 $s $ e release ere weekly, 
pleted by R. L. Polk representa- 5 > 5 | . 3 $ 2 3 3 = pleted by R. L. Polk representa- 
tives in state capitals. 2 3 E . 5 z ; 3 = g tives in state capitals. 
—_ - i rae 
<| 6 a ; =| 2 | & | & >| 
Arizona ‘50 | 197 Ta 167 47) 9) } 3 eT ia 4 6 4|  579)'50 Arizona 
49 Le. ae ae 102} | i| 1| | 9 | 35] 2] | __459|'49 ee 
Delaware ‘50 : I | : | i | | | t8| 7 | | 2) | | ‘| | 2| | ey = Delaware 
'49| 1} | | | | 
Idaho 50) 168 } 2) 37) ' 115) t 46) 56 3) 3) 2 33) 6 21 ! 495 ‘50 Idaho 
49) 160 3 60) 49) | 38] 48 10) 2 61 49 482 |'49 pie 
Nebraska *50) “a7 | oI I | sal ' > 4 : | : a z 2 . ae a Nebraska 
‘49 | | | 131 | “4 | 158 4 | | : 
New Jersey en 50 i 26| 782 2) +16) +) 210 1) 792] 1) 20) 206) a 23 4 1 7 4, #2 1; 2551) ‘50 New Jersey 
; ‘49 49) 14 664 ! 9 15 258 i 292) 196 199) | 38 7 | 87 15 75 8 1910|'49 
North Carolina ‘50) 5 817) 2 3) 7) 137 716 | 143} 138 59 1} | | 113) 20 16 2 2180 | ‘50 North Carolina 
‘49 1010 l 8 4| 207 367 109) 160) 23 Se 1} 137 9} 87 2) 2131|'49 a 
cei a im Ty te eo me oe vai 
‘4 6 | 16) 9 6) 4 | 1026|' 
7 States Reported - ‘50 16 29° «2786 5! 37 2! 593) 12) 2631 3 647 699 3 130 27 18 | 357 82 192 14 8303 ‘50 7 States Reported 
to Date for March 2 ie 49 22 17, 2996 4 63 24 924 17; 1301 9 610 689 15 7! 34 2 463 38 480 30 7809 | '49 to Date for March 
Year ‘50 257 324 48367 77 85 532, 15680 195; 38814 67, 11123; 12788 53; 1651; 305 490 44, 7024, 1396 2875 330 143207 ‘50 Year 
to Date a 49! 374|__314) 48462) 223) 1070! 542) 17403| 243) 23906) 85) 10174) 15143| —79|_*1034!_~— 8} 740| ~——4i| 8657| 1402/7385) 634) 137919|'49 ms to Date 
The following advertised delivered prices | | PLYMOUTH Deluxe P19 2-dr. sed., 
are based on factory retail prices at the | | $35 ah Se eee: ae. om g.- 
385.75. eluxe - 4-dr. sed., 566; 


factories. They include federal excise 
taxes and factory handling charges, and 
dealer delivery and handling charges. 
They do NOT include _ transportation 
charges, state or local sales taxes or 
optional equipment. 

AUSTIN—A40—4-dr. sed. (Devon), $1,- 
480; stat. wag. (Countryman), $1,520. 
A90—conv. (Atlantic), $2,345 (with auto- 
matic top, $2,525); sports sed. (hardtop), 
$2,750. (Delivered in New York.) 


BUICK—Special Series 40—4-dr. tour- 
back sed., $1,941 (deluxe, $1,983); 4-dr. 
jJetback sed., $1,909 (deluxe, $1,952); sed. 
cpe., $1,856 (deluxe, $1,899); bus. cpe., 
$1,803. Super Series 50—4-dr. tourback 
sed., $2,139: 4-dr. Riviera sed., $2,212; 
sed, cpe., $2,041; conv., $2,476; Riviera, 
$2,139; stat. wag., $2,844. Roadmaster 
Series 70—4-dr. tourback sed., $2,633; 4-dr. 
Riviera sed., $2,738; sed. cpe., $2,528; 
conv., $2,981; Riviera, $2,854; stat. wag., 
$3,407. (Dynafiow standard on Roadmaster, 
optional on Special and Super models at 
$169.20.) 

CADILLAC—Series 61—4-dr. sed., §$2,- 
866; club cpe., $2,761. Series 62—4-dr. sed., 
$3,234; club coupe, $3,150; conv.. $3,654; 
Coupe DeVille, $3,523. Series 60 Special— 
4-dr. sed., $3,797. Series 75—4-dr. 7-pass. 
sed., $4,770; 4-dr, 7-pass. Imperial sed., 

959. Matic standard on Series 

and oo Special, optional on Series 61 
and 75 at $174.25.) 

CHEVROLET — Styleline Special—4-dr. 
ged., $1,450; 2-dr. sed., $1,403; club cpe.. 
$1,408; bus. cpe., sks’ 329. Styleline Deluxe 

~—4-dr. sed., $1,529; 2-dr. sed. $1,482; 
club cpe., $1,498; conv., $1,847; Bel-Air, 
$1,741; stat. wag., $1, 994. Fleettine Spe- 

-dr. sed., $i. 450; sed. cpe., $1,403. 
-dr. sed., $1,529; sed. 


3 





cpe., $1,482 (Powerglide optional on De- 


Current Prices 


Deluxe Six 
$1,511; club cpe., 


luxe models at $158.50.) 





4-dr. sed., 
$1,511; 


$1,558; 
stat. 


2-dr. sed., 
wag., $2,- 


CHRYSLER — Royal 4-dr. sed., $2,- | 027.50. Custom Deluxe Eight—4-dr. sed., 
153.75; 8-pass. 4-dr. sed., $2,875; club cpe., | $1,637; 2-dr. sed., $1,589.50; club cpe., 
$2,133.75; stat. wag., $3,183.75. Windsor | $1,595; conv., $1, 948; stat. wag., $2,106.50. 
—4-dr. sed., $2,348.50; 8-pass. 4-dr. sed., FORD OF BRITAIN- 4-dr. sed. (Prefect, 
$3,069.75; club cpe., $2,327.50; conv., $2,- | cloth), $1,040; 4-dr. sed. (Prefect, leather), 
761; lim., $3,196. Saratoga-—4-dr. sed., | $1,077; 2-dr. sed. (Anglia), $947. (Deliv- 
$2,667.25; club cpe., $2,641. New Yorker | ered in New York.) 

4-dr. sed., $2,773; club cpe., $2,756.75; FRAZER—4-dr. sed., $2,359; Vagabond, 


conv., $3,2 
$4,027.75. 


63. Town & Country—N 


253.75; lim., $5, 


tional on 
other serie 

CROSLE 
stat. wag., 


Super—-2-dr. 


stat. wag., 
$988. 


club cpe., 


210.50. Custom — 


ewport, | $2,399. (Hydra-Matic optional on all mod- 





Crown Imperial-—4-dr. sed., $5,- | els at $158.50.) 

358.75. (Prestomatic op- HILLMAN MINX 4-dr. sed., $1,495; 
Royal at $120.90, standard onjconv., $1,745; stat. wag., $1,797 ( Deliv- 
s.) ered in New York.) 

Y—2-dr. sed., $967; conv., $967; HUDSON — Pacemaker Six 4-dr. sed., 

$999; roadster (Hotshot), $935. | $1,933; 2-dr. sed., $1,912; club cpe., §$1,- 

sed., $1,037; conv., $1,037; |933; conv., $2,428; bus. cpe., $1,806.50. 

$1,069; roadster (Super Sports), | Super Six—4-dr. sed., $2,105; 2-dr. sed., 

$2,068; club cpe., $2,101.75; conv., §$2,- 

DeSOTO—Deluxe—4-dr. sed., $2,006.25; | 628.50. Super Eight—4-dr. sed., $2,189; 
$1,995.75; Carry-All sed., $2,-|2-dr. sed., $2,152; club cpe., $2,185.75. 

4-dr. sed., $2,193.75; | Custom Commodore Six—4-dr. sed., §$2,- 

sed., $2,882.75; club cpe., | 281.50; club cpe., $2,257.25; conv., §$2,- 


8-pass. 4-dr. 


$2,175.75; 


112.75; Suburban sed., $3,198.75. 


conv., 


$2,598; sta 


t. wag., $3,- | 809.25. Custom Commodore Eight — 4-dr. 


(Tip-Toe 


Hydraulic Shift standard on Custom, op- | $2,893.25. 
tional on Deluxe at $120.90.) 


sed., $2,365.50; club cpe., $2,341.25; 


(Super-matic optional 
models at $199.31.) 


cony., 
on all 


DODGE—Waytfarer—2-dr. sed., $1,755; KAISER — Special — 4-dr. sed., $1,995; 
roadster, $1,744.50; bus. cpe., $1,628.75. | Traveler, $2,088. Deluxe—4-dr. sed., $2,- 
Meadowbrook—4-dr. sed., $1,865.75. Coroe-|195; Vagabond, $2,288; conv., $2,195; Vir- 
net—4-dr. sed., $1,944.75; 8-pass. 4-dr. | ginian, $2,995. 
sed., $2,634.25; club cpe., $1,931; conv., LINCOLN — 4-dr, sed., $2,575.50; club 
$2,346; stat. wag., $2,882.50. (Gyro-Matic | cpe., $2,528.50. Cosmopolitan — 4-dr. sed., 
optional on Coronet models at $94.60.) $3,239.50; club cpe., $3,187; conv., §$3,- 


FORD—Deluxe Six—-4-dr. sed., $1,471.50; | 949. 


2-dr, sed., 


$1,424; 


Deluxe Eight — 4-dr. 


sed.. $1,497.50; bus 


bus. 


cpe., 


sed., 


cpe., $1, 
$1,545; 2-dr. 
$1,419. Oustom 


50. (Hydra-Matie optional on all mod- 


332.50. | els at $174.25.) 
MEROURY-—4-dr. 
club cpe., $1,979.50: Model 72-A club cpe., 


sed., $2,032; 


Model 72 


560.50. 
NASH—Rambler Custom—conv., $1,808. (deluxe, $1,789); club cpe., $1,694 (deluxe, 
Super—4-dr. sed. $1,738; 2-dr. | $1,789); conv, deluxe, $2,122; Catalina de- 


Statesman 

sed., $1,713; club cpe., $1,735; bus. cpe., | luxe 
$1,633. Statesman Custom—4-dr. sed., $1,- | wag’ 
897; 2-dr. sed., $1,872; club cpe., $1,894. $1,571. 


Ambassador Super—4-dr. sed., $2,064; 2-dr. 
$2,039; 


sed., 


conv., 


dor Custom 


on New Automobiles 


$1,875; 





4-dr 


conv., 
$2,411.50; stat. wag., $2,-| PONTIAC—Chieftain Six—4-dr. sed., 
(deluxe, $1,840); 2-dr. sed., §$ 


745 


club cpe., $2,060. Ambassa@- | jyxe, 


4-dr. sed., $2,223; 2-dr. sed., | $1 958 


sed. $1,644; club cpe., $1,61 
$1,997; stat. wag., $2,387. 


$2,000 (super deluxe, $2,058); 


$2,264 (deluxe, $2,343); bus. 
Chieftain Eight—4-dr. sed., $ 


(deluxe, $1,908); 2-dr. sed., $1,763 


lelub cpe., $1,534.25. Special Deluxe P20 


7.50; 


$1,- 
1,694 


stat 

cpe., 

1,813 
(de- 


$1,858); club cpe., $1,763 (deluxe, 
); conv, deluxe, $2,190; Catalina de- 


$2,198; club cpe., $2,219. (Hydra-Matic luxe, $2,069 (super deluxe, $2,127); stat 
ee pk ones models at —— wag., $2,332 (deluxe, $2,411); bus. cpe 
_, QLDSMOBILE— Series 76—4-dr. sed., $1,- | $1640, Streamliner Six—4-dr. sed., $1,724 
(deluxe, $1,820); 20d. cpe., $1,745 (deluxe, | samuxe. $1,810); sed. cpe., $1,673 (deluxe 
° wen’ wae ve eee .768). Streamliner Eight 4-dr. sec 
1,813); club cpe., $1,719 l , $1,787) 795 R7)- 745 
conv. $2,135; Holiday, $2,008 aan ae | Tiron Cireee Wier! see. ye., $t.0es 
108); stat. wag., $2,362 (deluxe, $2,504) bene oe ey tine — ane oe 
; . +1 9S, » 9S, models a .50. 
Series 88—4-dr. sed.. $1,978 (deluxe, $2,-|* RENAULT —. 4dr. sed.. $1,035. (Deliv 
056); 2-dr. sed., $1,920 (deluxe, $1,998); | ered in New York.) ; 
sed. cpe., $1,904 (deluxe, $1,982); club ae a 
epe., $1,878 (deluxe, $1,956); conv., $2,- STUDEBAKER— Champion Custom— 4-dr 
294; Holiday, $2,162 (deluxe, $2,267); stat. | S¢4., ose: oe. sed., i 
wag., $2,520 (deluxe, $2,662). Series 98—|CPe-, $1,513.75; bus. cpe., $1,419. Cham- 
4-dr.. sed., $2,299 (deluxe, $2,393); 4-dr. |Plon Deluxe—4-dr. sed., $1,597.25; 2-dr. 
town sed., $2,267 (deluxe, $2,361); sed. sed., $1,565.50; club cpe., $1,591.75; bus. 
cpe., $2,225 (deluxe, $2,319); conv., $2,-|°Pe:, $1,497. ee Regal ae 
772; Holiday, $2,383 (deluxe, $2,641), |4-dr. sed., Sal. ~dr. es ae eee 
(Hydra-Matic optional on all models at| Club cpe., $1,670.75; conv., $1,981.25; bus. 
$158.50. ) cpe., $1,576. Commander Deluxe — 4-dr. 
$1.902.50; 2-dr. sed., $1,871; club 


PACKARD — Eight — 4-dr. sed., $2,249 | S€4., 


(deluxe, $2,383); 2-dr. sed., $2,224 (deluxe, | CPe-, $1,897.25. Commander Regal Deluxe 
$2,358). eee aan sed., oo 33 (deluxe, —4-dr. sed., $2,023.75; 2-dr. sed., $1,992; 
$2,919); 7-pass. 4-dr, sed. deluxe, $3,950; | club cpe., $2,018.25; conv., $2,328 50. Land 
2-dr. sed., $2,608 (deluxe, $2,894); conv. | Cruiser—4-dr. sed., $2,186.75. 

deluxe, $3,350; lim. deluxe, $4,100. Cus- WILLYS-OVERLAND—Four — Jeepster, 
tom—4-dr. sed., $3,935; conv., $4,480. | $1,493.87; stat. wag., $1,605.32 (four- 


(Ultramatic standard on custom, optional | wheel- 
on other series at $185.) 


598.80; 


drive, $2,010.22). Six—Jeepster, 
stat. wag., $1.689.57 


$1. 
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AUTOMOTIVE NEWS, APRIL 24, 1950 





By George Deery 
Associate Editor 

Dealers, whether they write their 
»wn ads or employ agencies to pre- 
fare copy, want to get the most 
jut of the money spent for same. 

But there is a temptation, in the 
opinion of some authorities, to sac- 
rifice common sense for “cuteness.” 

One of these commentators on 
the current advertising trend is 
James D. Woolf, former vice- 
president of J. Walter Thompson 
Co, agency and author of “Sale- 
sense in Advertising,” which ap- 
pears regularly in Automotive 
News. 

“Copy people, feeling the hot 
breath of low readership ratings 
singeing down their necks, resort 
to ludicrous devices and strategems 
to capture, indiscriminately, the at- 
tention of the prospective reader 
or listener,” says Woolf in a new 
book, “How to Write Copy and 
Headlines,” published by Prentice 
Hall, New York 11. 

Many copywriters ignore the fun- 
damental truth that on any given 
day, at any given hour, in any 
given publication, only a small per- 
centage of any group of readers 
has any interest in the product or 
service being advertised, he asserts. 

Headline and copy, says Woolf, 
should be aimed to attract the 
people “in the market” for what 
you have to sell. An ad that has 
a spectacularly “good” rating 
(Seen 85 percent. Read most, 55 
percent. Read some, 31 percent) 
may very well not be a Selling 
piece of copy. It has attracted 
attention, that’s for sure, but at 
what price? 

“What about the other four 
‘musts” in the formula?” Woolf 
asks. “Has the ad warmed the 
reader up to your product? Has 
it given him a hankering for it? 
Has it made him believe your sell- 
ing claims (if any)? Or has it 
merely amused him, or caused him 
to exclaim to his wife, ‘My, what 
a clever ad!’” 

Woolf poses these questions in 
his chapter in the book edited by 
Roger Barton. 

“People spend their money for an 
article of merchandise because 
they believe it will do something 
for them,” Woolf declares. “Copy 
aimed at interested, discriminate 
attention must appeal to a specific 
need or problem. 

“The readership rating may be 
as low as 3 percent, but you know 
this select group reads your ad 
because they were really interested 
in your product and what you had 
to say about it.” 

- - * 


Motorola Promotes 


Howard C. Handwerg has been 
appointed national merchandis- 
ing manager of the auto radio 
division of Motorola, Inc., and J. 
Benton Minnick national mer- 
chandising manager for televi- 
sion. Both these positions have 
been newly created to handle 
greatly increased production in 
both auto radios and television, 
the company states. 

Handwerg joined Motorola in 
1941 as district representative 
handling distributors in the Mid- 
west. Before that he was assis- 
tant to W. H. Kelley, general 


sales manager. Minnick was for- 





The “tin swish,” made out of a 
salvaged P-39 gasoline tank, was 
used as a taxi for anti-aircraft 
crews of the Pacific coast artillery 
command in 1945. 


Affecting Factories and Dealers . . . 
Auto Advertising 


| 
| 


| 
| 








merly merchandise manager for 
the company, serving as a field 
specialist in television and su- 
pervising the development of new 
markets. 

* > . 


Resigns 

David S. Hunter, advertising 
manager of A. Schrader’s Son, di- 
vision of Scovill Mfg. Co., Inc., an- | 
nounces his resignation, effective 
immediately. His future plans will | 
be announced at a later date. 

* * + 


Oldsmobile on TV 


Oldsmobile has completed a sec- 
ond showing of its promotional 
film, “Trail of the Rocket,” on 47 
television stations in as many 
cities. 

Response to the first showing on 
42 television stations during Feb- 
ruary was so successful that Olds- 
mobile decided to repeat it this 
month, it states. The film takes the 
television fan through Oldsmobile’s 
Kettering engine plant in Lansing. 

An audience of more than two 
million viewed “Trail of the Rock- 
et” in the two television schedules, 
Oldsmobile’s agency, D. P. Brother 
and Co., estimates. 

* * o 

O. B. Motter and Associates, 
New York, announces that it had 

been appointed public relations 
counsel for Crosley. 

* * * 


Trucker Honored 


Francis Weeks, of Spokane, 
Wash., veteran truck driver for 
Consolidated Freightways, Port- 
land, Ore., will be the central char- 
acter in the Ralph Edwards radio 
program, “This Is Your Life” 
May 3. 

The program will be heard over 
the coast-to-coast network of 
NBC. On the program with 
Weeks will be Leland James, 
president of Consolidated and 
first vice-president of American 
Trucking Assns. 

Appearance of Weeks on the pro- 
gram developed out of Ralph Ed- 
wards’ conviction that the life of 
America’s truck drivers is filled 


with drama and human interest. 
* . +. 


Where to See Know-How 


Modern advertising and publicity 
techniques will be displayed in a 
public exhibit as part of the Ad- 
vertising Federation of America 
convention in Detroit, May 31-June 
2 at the Statler hotel. 

Lee Vogelsang, account execu- 
tive with Walker and Co., De- 
troit, and chairman of the exhibit 
committee, announced that 31 
companies have reserved display 
space. 

Exhibitors include agencies, out- | 
door advertising firms, radio sta- | 
tions, printers, lithographers and | 














Swede Develops 
Carburetor for 


Kerosene, Water 


STOCKHOLM, Sweden.—A car- 
buretor that uses 80 percent kero- 
sene and 20 percent water as fuel| 
is being used on an increasing 
number of cars and trucks in Swe- 
den, United Press reports. 

Inventor Carl Ahlstedt said the 
carburetor can be fixed on any} 
gasoline combustion engine, and 
he said a car with the carburetor | 









consumes 30 to 40 percent less} 
kerosene than it would use gaso-| 
line. 

Ahlstedt tested the device by 


driving a truck 75,000 miles without | 
any motor service. The motor was | 


clean inside, almost shiny, he 
claims. | 
Ahlstedt said the water gives 


more power but he doesn’t know 
why. However, he thinks steam 
makes the combustion in the en- 
gine smoother and more complete 
and increases the octane value of 
the fuel. 

“I’m no theorist,” he said. “My 
carburetor is the result of prac- 
tical tests.” 

Gasoline is still necessary to 
start and warm the motor. Other- 
wise, the cylinders would corrode. 
Starting is done with a button on 
the dashboard. 





others. The exhibits will be open 
free of charge each day of the 
convention. 

National figures in advertising, 
government service and business 
are on the roster of speakers who 
will address an expected 1,000 dele- 
gates at the 46th annual gathering. 

* * * 
With Quick 

Fred. K. Cody has been named 
Detroit manager of Quick maga- 
zine’s sales staff. Cody joins the 
Cowles weekly after four years 
with the Metropolitan Sunday 
Newspaper Group in Detroit. 

He has also been associated 
with both the New York and 
Detroit offices of McCann-Erick- 
son as well as the General Mo- 
tors public relations department 


in New York. 
> > * 


Names 

John Burns James jr., formerly 
in motion picture work in Cincin- 
nati, has joined Video Films, De- 
troit. Video produces _ television 
spots for Ford and for the Pontiac 
and DeSoto-Plymouth dealer asso- 
ciations in Detroit. 

Suburban Motor Freight, Inc., 
Columbus, O., has announced the 
appointment of S. S. Kalwary, for- 
merly of Cleveland, as director of 
public relations and advertising, a 
new department. 
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GET TO KNOW YOUR LINCOLN-MERCURY DEALER! 





tain tone MERCURY 


TESTIMONIALS FROM THE STARS—A "double impact"’ approach in outdoor campaigns 


advertising autos, featuring some of the movies’ best-known stars and a Mercury, has 


been 


launched this month by Lincoln-Mercury. Shown here is the first of the series in which Betty 
Grable is pictured. Other prominent stars will include Clifton Webb, Joan Crawford, Ran- 


dolph Scott, Gene Tierney and Gary Cooper. 





Iowa Expects 
$5 Million More 


From Fee Boosts 


DES MOINES.—Increased vehi- 
cle license fees voted by the 1949 
legislature will produce close to 
$5,000,000 extra revenue for the 
state in 1950, the Iowa public safety 
department estimates. 

Registrations during the first 
three months of the 1950 license 
year totaled 949,593, an increase of 


41,062; but license revenue totaled 
$20,523,652, an increase of $5,415,719. 

L. B. Chase, head of the regis- 
tration division, estimates that not 
more than $800,000 of the increased 
revenue was due to the larger num- 
ber of vehicles registered. 


Sharpest rise in the new license 
fees was on trucks, which were 
increased generally about 20 per- 
cent. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue! 





LADY VOYAGER 


Ladies’ 3-pc. Set consists of Weekender, Wardrobe 
and Pullman in TOP-GRAIN ANILINE COWHIDE. 
Matching cowhide binding gives bumper protection 
the long way around each case... not just the ends. 
Lined with Coronation Satin. 
Dealer's Cost: $106.00 per set 
Also shown: Victoria Train Case. 
Dealer's Cost: $28.50 





















$79-$89 
EXTRA ON 


EVERY CAR 
YOU SELL! 


WARDROBE p> 


Scientifically designed lightweight hanging fixture car- 
ries eight dresses without wrinkling. Protected by a 
pleated curtain. Tie-tapes and four full-shirred pockets 
care for a large quantity of addi- 
tional clothing and accessories. 
Three shirred pockets keep numer- 
ous small items securely in place. 
(21''x18"'x8'/2""). 





You make a profit of $89 when you sell 
the illustrated four piece Top-Grain Ani- 
line Cowhide LADY VOYAGER Set. 


NEW LOW PRICES now allow you 
to sell Maximillian’s six piece Leather- 
Hyde* WAYFARER Set (not illustrated) for 
only $198. Your cost is only $119. See 
coupon below. 







<q PULLMAN 


Ideal for packing bulk wear- 
ing apparel for long trips. 
Five full-shirred pockets, one 
of which is removable, zip- 
pered and waterproof, hold 
accessories. Tie-tapes prevent 
shifting. (26''x16''x8"'). 


NOW YOU NEED LUGGAGE 
To close those sales that are becoming 
more difficult every day, throw in a few 
pieces of Nationally Advertised MAXI- 
MILLIAN Bonded Luggage at a special 
price. This is the ‘clincher’ that will close 
your most difficult sales because you can 
offer it at a minimum cost to yourself 
and with a maximum effect on your 
customers. 


<q WEEKENDER Holds ample 
clothing for a weekend trip. Smaller 
version of Pullman case (see above) 
(21'x13'/2"'x6/2"'). 


<@ TRAIN CASE An ideo! cose for the 
overnight visit, with ample space for per- 
sonal clothing. Removable eoseled mirror 
in lid. Sliding jewel tray. Shirred pockets 
Lifetime wear elastic loops hold your 
cosmetic bottles and jars. (14''x!0''x8"') 


@ Hand-polished solid 
brass hardware 


*Leather-Hyde is a leather-plastic blend. 






FIELD EXECUTIVE > 


Men's 2-pc. set consist- 
ing of Convertible 2- 
Suiter and Companion 
in Imported Pigskin 
(hazel) or Top-Grain Aniline Cow- 
hide. Simply snap Maximillian's Ex- 
clusive SUIT-PAC (shown at right) 
out of Convertible 2-Suiter (shown at 
left) and you have an ultra-lightweight all-purpose 
bag. SUIT-PAC permits easier and rapid wrinkle- 
free packing and unpacking. Contains: built-in 
soiled laundry compartment; tie rack; 2 light- 
weight hangers; zipper closed curtain; and stiff 
divider. Dealer's Cost: $81.00 





ORDER 
DIRECT 
FROM 

THE 
MANUFAC- 







TURER 
YOUR CUSTOMER'S INSURANCE POLICY 
for lasting satisfaction. Only Maximillian Luggage is 
BONDED by a National Bonding Company for five years 


aga nst all defects in workmanship and materials 
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Advertised 

§ FIRMAN LEATHER GOODS CORP. Pease hip fellentng: el aes 
; 137 E. 25th St., NEW YORK 10, N. Y. Quanti Color Dealer's Cost _incl. Fed. Tax 
5 COLORS: Cherrywood (deep cherry-brown), GINGER | #i—3 pc. LADY VOYAGER Basic Set | | $106.00 | $211.48 
& (rich medium tan), SADDLE nant natural tan). VOYAGER - —| i ~—eastiiabaniiatieeads 
‘ also in eggshell-white RAWTONE. Matching Victoria Train Case | |} $286.50 | $ 57.00 
Y geal + iar ee | 
5 Firm Name. #2—2 pc. FIELD EXECUTIVE Set | | mae $ 81.00 I $161.48 
' Address. City State ; PPR VIKING 2 pc. Matched Men's Sets (Not Illustrated) < ake 
H are VIKING IN TOP GRAIN COWHIDE | | $71.00 | $140.94 § 
' Buyer's Signature sieeataeaenant aatead aieitiiaiad eateneeia aie iene as of nn] evenerenseeee | emesis 
s VIKING IN DEEP BUFF COWHIDE | | $ 51.00 | $101.80 ; 
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5 le . are 1" Weekender; 2!"" Wardrobe; | $119.00 | $237.66 
s or the person who has ever 26" Pullman ' . 
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In the Hopper 


A bill to permit Mississippi's 
larger cities to impose sales taxes 
at a rate of % percent was passed 
by the Mississippi house after hav- 
ing been approved earlier by the 
state senate in more liberal form. 

Under the measure, as passed by 
the house and awaiting senate con- 
currence in amendments, Missis- 
sippi cities with 1940 populations 
of 20,000 or more could adopt 
through local referendum a tax of 
% percent on sales of tangible per- 


OPERATING 


a LOW IN EFFICIENCY! 
“LATION cost* 
Kent-Moore 


MONOXIVENT 


EXHAUST ELIMINATING FIXTURES 





TUNE UP 


= 


Nothing quite like the Kent-Moore J 2980 
MONOXIVENT Set for effectively ridding 
a service department of toxic carbon 
monoxide! Designed for use with underfloor exhaust eliminating systems, 
it features a special tailpipe adapter, an asbestos-packed flexible tubing 
of durable stainless steel, and a virtually airtight floor outlet assembly. 
Provides quick, convenient, positive connection between car and under- 
floor duct, disappears completely below floor level when not in use. Fully 
protected from damage. Can't get lost or “borrowed’’. And the floor 
outlet assembly is readily installed in upturned “Y" in duct main. . 
individual “T's” or branch ducts required. Assures more efficient, long- 
life operation at a minimum cost of installation. Write today for details. 


— 
“an Y ~, 


sonal property. The tax would be 
collected by the state tax commis- 
sion, which would retain 5 percent 
of the city collections and return 
the rest to the municipalities. 

The local levies would be im- 
posed in addition to Mississippi's 2 
percent general state sales tax. 

* * * 


2Cent Ohio Tax Rise 
Studied for °51 Session 


A proposed two-cent-per-gallon | 
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KENT-MOORE ORGANIZATION, inc. 


GENERAL MOTORS BUILDING ¢ DETROIT 2, MICHIGAN 


Engineers ond Manufacturers of Speciol K 


Automotive Service Tools and Equipment 


Sales and Service Engineering Represent- 
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PRODUCTION FOUNDRIES 
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THE WHELAND COMPANY 
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increase in the Ohio gasoline tax 
is being studied by Gov. F. J. 
Lausche’s administration for pre- 
sentation to the general assembly 
when it meets next year. State 
Highway Director T. J. Kauer says 
that the increase is necessary if 
the state is to match federal funds. 
The governor declares that “at 
|the present time there is no con- 
|templation of a new tax.” The state 
|auditor says he will fight any pro- 
|posal to increase the tax. Both 
|Lausche and the auditor are candi- 
|dates in the coming election and 
it is predicted that no stand will be 
|taken until the election is over. 





* * > 





\Texas Truckers Debate 
‘Load Limit Request 


With their convention only a few | 
weeks away, Texas truckers are 
divided on the question of asking 
lthe legislature to raise the load 
limits for their trucks. 
| Texas at present allows up to 
48,000 pounds for truck and load, 
jincluding 18,000 pounds on each 
axle under the load. Oklahoma and 





Louisiana on the other hand per- 
mit 60,000-pound trucks and many 
|Texas owners register for that 
| weight so they can carry more than 


'48,000 pounds after leaving the 
state. 
Fear of increased license and 


fuel taxes has caused some of the 
members of the Texas Motor Trans- 
portation Assn, to oppose request- 
ing the state to increase the load 
|limits. The present four-cent tax 
|on gasoline in Texas is the lowest 


in the southwest. 
} * * * 


iN. ¥. Seine? Busco Made | 
| 


Easier to Identify 


Gov. Dewey has signed into New | 
| York state law two bills designed 
to make school buses easier to 
identify. 

One requires such buses to be 
equipped with flashing red lights 
and to bear an easily readable sign 
identifying it as a school bus. The 
other requires that the signal lights 
conform to specifications issued by 
the state commissioner of motor 
vehicles. 

Both bills had been sought by the 
State Police Chiefs Assn., which 
complained that poor identification 
made it difficult to enforce laws | 
requiring all vehicles to stop be- 
hind school buses loading or dis- | 


charging passengers. 
* * * 





| Excise Tax Contested 
On Mass. Dealer Tags 


The controversial issue of levy- 

| ing an excise tax on vehicles op- 
erated on dealers’ registration 
plates, including towing trucks, 
will go before the Massachusetts 
legislature with the support of 
the committee on taxation. Auto 
dealers and garages have carried 
their fight against Tax Commis- 
sioner Henry F. Long to the su- 
preme court, 


> * * 


N. J. Highway Funds 


Diverted to General Use 


Both branches of the New Jer- 
sey legislature have approved the 
largest appropriations bill in the 
state’s history, balanced by the di- 
version of $22,000,000 of state high- 
way revenues to general treasury 
purposes. 

The measure provides appropri- 
ations totaling $164,099,881 for the 
fiscal year starting July 1. Also 
given final legislative passage was 
a supplemental appropriation bill 
of $3,903,958, which provides mainly 
for deficiencies that have occurred 
during the current and past years. 

* * > | 





Wash. Legislator Favors 


$3-a-Month Auto Tax 


State Sen. John Happy Satur- 
day does not want a special ses- 
sion of the Washington state leg- 
islature called—but if one is, he 
says he will propose a $3-a-month 
tax on every motor vehicle in the 
state, 

“A sales tax would hurt those 
on the bottom of the heap,” Sat- 
urday said, “while a tax on auto- 
mobiles would make those who 
can best afford it realize the 
growing burden of taxation.” 


> > * 


Bill to Regulate Premiums 


Heads for Mass. Ballot 


Objections to the validity of a/| 
petition for a flat-rate vehicle in- 
surance premium throughout the 
state have been withdrawn by 


Massachusetts insurance companies, 
it is announced by the state ballot 
law commission. The action clears 
the way to have the petition go 
on the November ballot. 

Earlier the legislative committee 
on insurance gave a favorable re- 
port to the insurance petition. If 
the legislature approves the bill, 
it will become law, otherwise spon- 
sors of the bill must get an addi- 
tional 5,000 signatures to place the 
petition on the November ballot. 

* * + 


U. S. Road Funds Too Scant 


For S. D., Governor Says 


Asserting that South Dakota 
must do more than just match 
federal funds if it wants a good 


highway system, Gov. George T. 
| Mickelson said he would recom- 


mend that the 1951 South Dakota 
legislature devote a great deal of 
attention to highways. 

“We must be prepared to build 
roads with additional state funds 
if we are to bring our highways 
up to adequate standards,” he 
said. “Such a program will cost 
a large amount of money and it 
must be long range.” 


* * * 


Dewey Vetoes Four Bills 
On Vehicle, Traffic Laws 


Four bills which would have 
amended New York's motor vehicle 


and traffic laws, including one to | 


increase the maximum permissible 


| length of buses from 35 to 40 feet, | 





AT BRYANT MOTOR'S FIRST ANNIVERSARY—Sherman R. pen (left), vice-president of 
the Ford dealership in Oakland, Calif., demonstrates a special . 

truck dump body to an audience of dealership and Ford factory personnel. Watching Bryant 
raise and lower the demonstration lift with a hand-controlled electric drill are W. 
Anderson, Ford truck and fleet sales manager, Richmond district; Walter Carrillo, Bryant 
service superintendent; Klee Senter and Jim Fraser, Bryant's truck and fleet salesmen, and 
Eari Carlile, assistant city manager for the Richmond district. 


y-rigged hydraulic lift for a 


were vetoed by Gov. Thomas E. 
Dewey. 

Besides rejecting the bus-length 
measure, he also vetoed a bill that 
would have changed the procedure 
for reporting accidents involving 
buses, a bill that would have ex- 
empted snow removal equipment 
from limitations on vehicle widths, 
and a bill which would have re- 
quired re-examination of persons 
involved in three accidents in 18 


months. 
* > > 


N. Y. Gives Smaller Cities 
| Sales Tax Go-Ahead 


| Bills extending to smaller cities 
powers to impose nonproperty tax- 
es, including retail sales taxes, have 
been signed into New York state 
law by Gov. Dewey. 

Authority to levy specified non- 
property taxes formerly was held 
only by larger cities and counties. 

Also signed was legislation per- 
mitting counties to use revenues 
from local non-property taxes for 
general purposes instead of limit- 
ing such revenues for educational 
purposes. The new laws also 
change the methods of adminis- 
jtering the special tax laws and 
alter the division of revenues be- 
tween counties and their munici- 
palities. 

j . * * 


Ark. Labor Seeks Repeal 


|Of Union-Shop Ban 
An intensified campaign is be- 
| ing conducted to place on the 


(Continued on Page 33, Col. 1) 


Who is “Mr. UNION"? 


What are the basic principles of American labor? How did 
trade unionism get started? Who organized the American 


Federation of Labor? 


You'll discover the whole fascinating history and back- 
ground of the growth of labor and of the man who made 


it possible . . 


. Sam Gompers, in the exclusive article, 


“Labor’s National Hero”, now appearing in the new May 


LIBERTY. Don’t miss it! 


There are many other exciting stories and articles in 


this big issue, including one 


wages of American teachers . 


on the shocking starvation 
. . the problem of increased 


drinking among college students... What freedom means 


to General Carlos P. Romulo 


of the Philippines . . . Fish- 


ing for the Family ... and LIBERTY’S outstanding Home 
Section devoted to the problems of your family. 


So don’t wait, get your copy today. 


Liberty 


NOW ON SALE AT ALL NEWS STANDS 
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In the Hopper 


(Continued from Page 32) 


November ballot in Arkansas an 
initiated measure to repeal the 
state’s 1944 state constitutional 
amendment outlawing the closed 
shop and the union shop, 

Led by the Little Rock Typo- 
graphical union, the repeal move- 
ment has been endorsed by the 
AFL, CIO, United Mine Workers, 
Railroad Brotherhoods, several 
independent unions and scores of 
local unions. 

o 


Vass. Studies Lower Rates 


For Small Loan Firms 


A bill that would reduce the 
maximum interest rate on small 
loans in Massachusetts from 2 to 
i percent a month has been re- 
ferred by the Massachusetts house 
of representatives to its ways and 
means committee for further study 
after protests against the measure 
had been raised by the Boston Le- 
gal Aid Society, the Boston Better 
Business Bureau and the Massa- 
chusetts Assn. of Small Loan Com- 
panies. 

The bill 


was revived a week 


when the house, after heated de-| 


Wagner Electric 
Elects Devor 
As President 


ST. LOUIS.—J. H. Devor, a vice- 
president since 1941, has _ been 
elected president of Wagner Elec- 
tric Corp., succeeding P. B. Postle- 





4. H. Devor 


?. B. Postiethwait 
thwaite who retired from the post 
he held for 24 years. Postlethwaite, | 
however, was chosen to the newly- 
created office of director of the. 
board. 

Other promotions include the ad- 
vancement of H. N. Felton, man- 
ager of the St. Louis sales branch, 
to sales vice-| 
president, and of 
L. W. McBride, 
credit manager, to 
assistant secre- 
tary - treasurer to) 
succeed A. K.| 
Bahret, who re-| 
tired after 50| 
years with the) 
firm. 

The _ following | 

: were elected | 
H. N. Felton rectors for 1950: | 
V. W. Bergenthal, C. B. Fox, F. H. | 
Grover, E. B. Meissner, C. W.| 
Moore, F. F. Simon, G. A. Waters, | 
Devor and Postlethwaite. Waters is | 
the only new board member. He | 
replaced A. H. Timmerman who re- 
tired after more than 50 years with | 
the company. 

Devor joined Wagner in 1912 as| 
a student apprentice. He is also | 
manager of Wagner Brake Co.,| 
Ltd., Toronto, a Wagner subsidiary. | 

Postlethwaite started with Wag- | 
ner in 1909 as a student apprentice. | 
After various sales and service | 
posts he was named a vice-presi- | 
dent and director in the rover | 





1920’s. In July, 1926, he was chosen 
president. 


That’s What Utica Plans 


To Give Its Cars 

UTICA, N. Y.—Plans for Utica’s 
annual vehicle testing campaign | 
were initiated at a meeting of the} 
Utica safety council’s committee in | 
charge of the project. | 

The campaign will begin May 1 
with testing of cars and trucks in 
garages. Then the annual street 
testing will take place for two 
weeks, 

Meeting in the chamber of com- 
merce building, the committee ex- 
pressed the wish that every motor- 
powered vehicle in Utica be tested 
for adequate brakes, lights and 
warning signals. 


bate, voted 158 to 49 to overturn an 
adverse report on the proposal by 
a legislative committee on banks 
and banking. Revival of the bill 
brought a storm of protest, 

> * * 


Session on Road Funds 


Turned Down in Indiana 


A proposal for a special session 
of the Indiana legislature to pro- 


| vide additional funds for the 


improvement of county roads 
throughout the state has been 
rejected by Gov. Henry F. 
Schricker. 

Such a session had been sug- 
gested by Rep. Henry A. Kreft, 
Michigan City Republican, who 
said the condition of county 
roads had reached the point 
“where something must be done.” 
He offered no definite solution. 

* 


* * 


$2 Million More Asked 
For Mass. Road Repair 


Gov. Paul A. Dever has sent a 
special message to the Massachu- 





fees by $2,000,000 a year and im- 
pose more stringent weight regula- 
tions will not be taken until the 
state legislature reconvenes May 
10 following a recess. 

* ca . 


Alameda Taxes Sales 


A % percent local sales tax, ef- 
fective May 1, was adopted by the 
Alameda (Calif.) city council. Sim- 
ilar levies are being used as rev- 
enue sources by many other Cal- 
ifornia cities. 

. * s 


Accident Report Measure 


Stalls in Mass. Senate 


A bill to require detailed reports 
of accidents involving personal in- 
juries or death to the registrar 
of motor vehicles has stalled in the 





HER TESTS HELP SELECT PERSONNEL—Mrs. Theda S. Holen administers tests to pros- 
pective Dodge sales employes. Next the prospect is interviewed by top sales executives. |f| Massachusetts senate. On a stand- 


accepted, the applicant receives a two-week course in human relations, a two-week course 
in speech and a three-week study of Dodge policy and procedures before going into the 
oT one training. Following this they may take the special truck training course 
in Detroit. 


ing vote of 11 to 11, the measure 
was not advanced. Earlier the bill 
was amended to keep the records 
closed to public inspection. 
setts legislature calling for appro-| tional $105,000 to accelerate reim- a 
priation of $3,121,883 to cover de-| bursements to cities and towns for 
ficiencies in the current fiscal year. | veterans’ benefits. 

Two-thirds of the amount—$2,- -. wie 
050,000—is in the highway fund and . . 
is aimed, the governor said, to Trucks Get N. J. Reprieve 
speed up the highway program. Final action on proposed New 
The message asked for an addi-| Jersey legislation to increase truck 





Dewey Vetoes Extra Mirrors 


A bill which would have re- 
quired all buses in New York 
state to have a mirror on the 
front right side has been vetoed 
by Gov. Thomas E. Dewey. 
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Bonus Package gives 


you over 41% profit 


you buy! 


Kleeners. It means that the majority of the motorists you 
serve use these famous products. But how many do you 
sell? So ask every customer whether he needs Simoniz and 
Simoniz Kleeners. Display these money makers. Let your 
customers know you have them . . 
the miracle white-wall tire cleaner. Then watch your profits 
. especially where the bonus package boosts your 
margin to 41%. Order several from your jobber today! 


soar.. 


The Majority Of Your 
Customers Simoniz Their Cars 


According to an authoritative survey 2 out of every 3 
motorists who polish their cars use Simoniz and the Simoniz 





NO CHARGE 


4/13 oz. kits Whiteside 
Retail value $2.36 Each sells for 59c 


Whiteside — Miracle white-wall tire cleaner! 


. and also White-Side, 


A popular, profitable item that cleans white- 
wall tires faster and better — keeps them like 
new! Contains no bleaches or ingredients injuri- 
ous to rubber. Bronze bristle brush included 
with each can of WHITESIDE. 


PROFIT BONUS PACKAGE 


12/7 oz. Simoniz 


6/20 oz. Simoniz Kleener (Liquid) 


| |. ® 
¢ * no | 
BONUS 4/13 oz. kits Whiteside | charge | 2.36 | S I Vi 0) NV IZ 


6/12 oz. Simoniz Kleener (Paste) 





You 
PAY 


Your 
PROFIT 


$2.28 


YOU SELL 
FOR 


Motorists Wise 


$4.80 $7.08 


2.40 3.54 


2.40 3.54 


| $9.60 | $16.52 
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A” I was snooping out a story 
on what Detroit Ordnance was 
doing in the way of truck and 
parts purchases, I ran into a bit 
of information that may be highly 
interesting for many dealers and 
fleet operators, if it is brought to 
a conclusion. 

One of my informants on the 
manner in which parts in par- 
ticular are bought for the armed 
services, intimated that NSPA 
was preparing a complete list of 
interchangeable parts. 

If this is true—and NSPA com- 
pletes the listing of all parts—I 
can readily appreciate some things 
that no doubt will be happening 
“pronto.” Engineers will be in- 
structed to put a lip or an extra 
burr or thread on a whole whale 
of a lot of items so that they won't 
become interchangeable with those 
of cars and trucks in the volume 
manufacture field. 

* * * 


Quite a Stir 

GUY in the east, Penzing by 

name, created quite a stir a 
few years ago by bringing out a 
list of the parts that interchanged 
with Ford parts—and pointed out 
in his listing the difference in 
price of a roller bearing, for in- 
stance, as used in a certain spot in 
Ford and the same bearing used in 
another spot in Cadillac or one of 
the heavy-duty trucks. 

Ford’s prices were based on vol- 
ume output and fast turnover—as 
well as to make their parts dis- 
tributors very competitive. Other 
users of the same bearing have a 
much lower production and much 
slower turnover—and were forced 
to price the same bearing in ac- 
cordance with their operation. 

Such a list, if it were allowed 
to get into the hands of dealers, 
fleets and parts jobbers, would 
certainly make it awfully darn 
tough for many of the “heavy” 
truck builders, as well as a lot of 
passenger car companies, to sell 
many parts to the maintenance 
field. 

Of course, vehicle manufactur- 
ers can engineer anything off—or 
on—the vehicle that they want to. 
But it certainly would raise Old 
Ned with a lot of parts distribution 
for some time. 

Incidentally, a recent purchase 
by Detroit Ordnance clearly illus- 
trates why the vehicle dealer can’t 
horn into the procurement picture 
as easily as they did prewar. This 
purchase was for 4,600 one-half ton 
trucks, at one time—just a measly 
little $20,000,000 purchase. Any one 





of the “Big Three” would turn 
handsprings to get all or a major 
part of such an order. 

+ + * 


Trucks and Safety 


yy May Safety Month almost 
upon us, a recent news story 
from New Jersey indicates why ev- 
ery truck dealer in this great coun- 
try should get solidly behind the 
movement to get as many of his 
owners—especially the owners of 
one and two trucks—to send them 
in for a safety check. 

This story may be part and par- 
cel of the anti-truck propaganda 
that is being widely spread at the 
present time. But it must have had 
a factual basis or it wouldn’t have 
been sent out under the New Jer- 
sey state motor vehicle director’s 
name. 

According to Arthur W. Magee, 
New Jersey director, tractor- 
trailers and truck-trailers were 
involved in accidents that caused 
51 deaths in New Jersey last 
year, representing 8.6 percent of 
the 592 traffic deaths from all 
mishaps in the state. 

Magee said there were 40 fatal 
accidents involving one or more 
tractor-trailers or  truck-trailers 
and that 28 of the 40 occurred on 
state highways and 12 on local 
streets. In four of -the accidents 
two combination vehicles were in- 
volved and in one there were 
three. 

+ + * 
Who’s to Blame? 
TOTAL of 120,250 vehicles of 

all types was involved in 63,144 

accidents in the state in 1949. The 

(See TRUCKIN’, Page 40, Col. 1) 
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Surveys F ind Wealth of ‘Truck Prospects ee 





Old Owners Best Bets 


ANY dealers seem to be labor- 

ing under the impression that 
the cream of the truck business 
has been skimmed off during the 
past two years of heavy selling. All 
that remains, some think, are the 
tough “deals” on which no one 
makes any money. 

This prevailing thinking that 
at least 80 percent of the pre- 
war and war-born trucks that 
needed replacing have been re- 
placed is being refuted in deal- 
erships where active surveys of 
old customers are being made. 
In one dealership the dealer took 

from his 1941 order file the first 
25 truck orders and turned them 


over to a salesman to check in 
person. 
7 * * 
UT of the 25 owners, 20 still 


owned the 1941 trucks they 
had bought new from the dealer. 
One owner had died, one had 
stayed in the Army, one had gone 
out of business, one had sold his 
truck and the fifth had bought a 
competitive make because he did 
not know that the dealer had trucks 
available at the time of his buy. 

Of the 20 still owning the 1941 
vehicles, one told the salesman 
that he was ready to buy a new 
truck as soon as the dealer had 
the size he wanted, seven others 
said they were in the market but 
no salesman had contacted them 
since the end of the war and one 
told the inquirer that he was go- 
ing into the contracting business 
and would be in the market 
shortly for three two-ton units. 


Perhaps the highlight in this 
check was the information supplied 
by the owner who had bought a 
truck of another make. He said 
a salesman had called on him but 
first had told him that trucks of 
this dealers make were very hard 


III 44, 
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FEDERAL REVEALS RECORD DIESEL SALES—A new postwar high in sales of diesel equip- 
ment is reported by Federal Motor Truck Co. One of the most popular models, the firm 
says, was its D65M2 tractor pictured. The unit, pulling a double bottom trailer combination 
with a 10,000-gallon load of fuel oil, is powered by a Cummins NHB 200-horsepower diesel 


engine. It is one of 34 diesel models produced 


by the company. 





to get, leaving the impression that 
the owner would have to stand in 
line to get one. The salesman had 
talked only in model numbers with 
which the prospect was not fa- 
miliar, and thus did not understand 
what the salesman was trying to 
tell him. 
> * * 

HIS owner told the checker that 

he wanted a truck of the make 
the dealer sold—that he had had 
good service from his old truck. 
However, the salesman had so con- 
fused him that he had decided to 
buy the other make when the sales- 
man had come along and talked in 
language he could understand. 

This dealer has since sold new 
trucks to several of these own- 
ers, including the prospect who 
was going into the contracting 
business, and still has a number 
of active new truck sales pros- 
pects out of this original list 
of 25. 

A factory zone manager recently 
handed a newly hired zone sales- 
man who was not known in the 
area, a list of 300 truck owners who 


|had recently purchased a truck of 


another make. 

He instructed this salesman to 
make a personal call on each buyer 
and find out (1) if the purchaser 
had been interested in the man- 
ager’s make of truck and (2) why 
he had not bought that make in- 
stead of the make he did buy. 

. * + 

|= investigator was told not to 

try and sell the make of truck 
he represented but to merely call 
on the buyer, tell him that his 
factory was sorry to lose the owner 
as a customer and to learn why 
the owner had bought the other 
make. 

These results were reported: 

Twenty-six percent had never 
been contacted by a salesman 
representing the make of truck 
in question. 

Twenty-eight percent said they 
preferred the other make of truck. 

However, as most of them had 
not been contacted and knew noth- 
ing about the improvements that 
had been made since the buyer 
had bought his original vehicle, it 
was considered that many of these 
purchases could have been diverted 
if an attempt to sell had been 
made. 

Five percent were unfavorably 
disposed toward the dealers sell- 
ing the make of truck in question 


*|because they felt they were not 


treated right back in the days when 
trucks were scarce, 

Four percent said they were told 
they would have to wait too long 


Truck Service Boosts Shop Income, Sales 


A DEALER handling both cars 
and trucks would seem to find 
himself in a better position than 
one handling only cars as far as 
current service volume is con- 
cerned, 

National figures indicate that 
while nearly all other service ac- 
tivities have held their own, 
heavy motor work on passenger 
cars has dropped off 3 percent. 
The combination dealer can well 
offset this loss with truck service 
work. 

The trend toward less heavy mo- 
tor work on cars stems from more 
new cars being on the road and 
owner-reasoning that he is going to 
trade the old job pretty soon. To a 
great extent, dealers themselves 





are to blame for not keeping con- 
tact with owners of cars three- 
years-old or older. 

* > ” 


UT if a dealer also sells trucks, 
he can quickly remedy the situ- 
ation by having his truck salesmen 
make a campaign for truck owners 
to bring their trucks in for service. 


An average truck needs more 
heavy repair work than a pas- 
senger car. Not only does a truck 
roll up more miles in a _ shorter 
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Truck New Products ......Pages 42-43 
Rail-Drive Ethics ............Page 36 
Truck Sales School ...........Page 38 





| period, but the usage to which it is 
put is harder on the engine and 
other working parts. 

Comparatively few dealers who 
sell trucks really do a good job 
of going after truck service work. 
Yet, truck service can do won- 
ders in boosting the net profit on 
truck sales as well as in the serv- 
ice department. 

The more truck service profit— 
the less sales absorption. 
* ¢ ¢ 


EVERAL truck dealers in the 

highly competitive past year 
called their salesmen off from 
“chasing deals.” They put them to 
work on a campaign calling on all 
truck buyers from 1941 on. 

To their amazement, the pro- 


grams not only turned up a large 
percentage of owners who had 
not been in the dealership for 
years but also uncovered a 
healthy number of “Type A” new 
truck prospects — owners who 
were still driving units from 
seven to as old as 12 years. 
Those that weren’t new-truck 
prospects were still “cream-of-the- 
crop” from a service revenue stand- 
point. They owned trucks old 
enough to need major repair work 
if their owners intended to con- 
tinue to use them in business. 
Truck service was found to be 
wide open for those dealers who 
(Continued on Page 39, Col. 1) 


for a truck when they were in the 
market. 
o . * 

oe percent bought the make 

they did because they felt obli- 
gated through reciprocity to deal 
with the dealer from whom they 
purchased their present unit. 


Six owners criticized the low 
caliber of salesmen who contacted 
them, indicating that they were not 
familiar with the truck they were 
trying to sell nor knew enough 
about the prospect’s business to 
make an intelligent recommenda- 
tion. 

Twenty-four percent said they 
got a better allowance from the 
dealer in the other make of truck. 
Sixty-two percent of these said 
they either did not get a reason- 
able bid on their old truck or 
the dealer in the named line even 

refused to consider trading in 
the old truck at any price. 

Thus out of 300 deals the dealers 
in this make of truck either lost 
the business through lack of ag- 
gressiveness or because of prior 
treatment of the customers in 
nearly one-half of the cases and 
because their salesmen had not 
contacted the prospect in over one- 
fourth of the balance of the deals. 

But the real highlight of this 

check developed that 11 percent of 
the new owners called on were in 
the market for additional equip- 
ment when the check was made 
and that the competing dealer who 
had sold them the truck they were 
operating had not called back, 

A consistent follow-up on these 
new buyers by the dealer who had 
sold them would have gotten this 
additional business, no doubt, with- 
out any additional competition. 

Judging from the results gained 
from these surveys alone, real sell- 
ing will help dealers in the truck 
business. 

+ * * 

DART of the trouble may lie in 

the fact that many dealers do 
not have sufficient salesmen, With 
others it no doubt lies in the fact 
that the salesmen are not out call- 
ing on old owners of both their 
make as well as competitive makes. 
Some waste most of their time 
with the “shoppers,” who are out 
to buy a low dollar “deal” more 

(See OWNERS, Page 38, Col. 4) 


Top Trucks 


New-truck registrations for 48 
states in January and February, 
plus 7 states in March: 

1950 Pos. Make 

1—48,367 Chev. 

2—38,814 Ford 

3—15,680 Dodge 

4—12,788 Inter’l. 

5—11,123 GMC 

6— 7,024 Stude. 

7— 2,875 Willys 

8— 1,651 Mack 

9— 1,396 White 
10— Diam, T 

Divco 
Reo 
Brockway 
Pontiac 
Autocar 
Federal 
Crosley 
FWD 
Kenworth 
Sterling 
Total All Makes 

143,207 137,919 

For further details see page 
30, today’s issue. 


1949 Pos. 
48,462— 1 
23,906— 2 
17,403— 3 
15,1438— 4 
10,174— 5 


79—18 
41—19 
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Whether your prospect hauls for farm or factory... 


ee rer 





you're talking to his wallet when you sell 


NEW teav-Luty Engineered \NTERNATIONALS 


When you tell a truck prospect you can 
save him money, he listens. 


When you can prove it, he’s your 
customer. And you CAN prove it with 
three clear-cut facts when you sell new 
Internationals: 


1. For 18 straight years Internationals 
have led in heavy-duty truck sales. 


2.This year-after-year leadership is 
due to only one thing — the dollars- 
and-cents buying habits of heavy- 
duty truck buyers. 


3. Every new International Truck— 
from 4,200 to 90,000 pounds, gross 
vehicle weight—is heavy-duty engi- 


neered by the same organization that 
has made heavy-duty truck stamina an 
International Truck tradition. 


That’s the strongest story in the in- 
dustry when you consider this: 


You sell the Comfo-Vision Cab, when 
you sell the new Internationals! Model 
for model, you offer “the roomiest cab 
on the road.” You offer the full front 
visibility of the Sweepsight windshield. 
You offer more positive steering con- 
trol from a more comfortable position. 


You sell basic advantages, when you 
sell new Internationals! For real job 
specialization, Internationals are avail- 


able in 87 different basic models, thou- 
sands of different combinations to meet 
every requirement. 


And to round out a complete sales 
story, every International Truck is near 
“home” wherever it goes—thanks to the 
nation’s largest exclusive truck service 
organization. 


Add it all up—and you find why it 
makes sense to truck buyers, too! 


International Harvester Builds McCormick Farm 
Equipment and Farmall Tractors . . . Motor Trucks 4 
Industrial Power . . . Refrigerators and Freezers 


Tune in James Melton and “‘Harvest of Stars’ 
NBC, Sunday afternoons 


| ALLNEW, ALL PROVED 


INTERNATIONAL 


INTERNATIONAL HARVESTER COMPANY 





INTERNATIONAL 


TRUCKS 


CHICAGO - 
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Industry Wonders .. . 





Rail-Drive Ethics Questioned 


— of the railroad campaign | 
against trucking were ques- 
tioned last week on a number of 
fronts. 

Trucking representatives brought 
up the subject of ethics in Detroit 
when George Hammond, executive 
vice-president of Carl Byoir & As- 
sociates—the firm which is guiding 
the eastern railroads in their war 
of words—made a trip to the auto 
capital to discuss: 

“An Enlightened Public Rela- | 
tions Program for Business and 
Industry.” 

Hammond spoke at a _ business 
communications conference at 
Wayne University. 
* * . 

aa the discussion period, he 

was asked whether it was eth- 
ical for Carl Byoir to represent at 
the same time the railroads, who 
are attacking trucking, and Good- 
rich Tire & Rubber Co. and Libby- 
Owens-Ford Glass Co., who are 
suppliers to the truck industry. 

Hammond argued that all of the 





VOUR BIGGEST BODY BUY TODAY 


clients mentioned were interested 
in a healthy transportation system, 
which is dependent on a solvent 
railroad system. 

However, the truck representa- 
tives pointed out that the railroads 
were not fighting on the basis of 
improving their own situation but 


highway construction and mainten- 
ance costs. 

“As a result,” he said, “the 
trucking industry has become a 
whipping boy for the selfish in- 
terests of competitors.” 
Bresnahan said that most of what 
the public reads and hears on the 
subject of the fair share of high- 


rather were seeking to worsen that|way costs is “absolutely inconclu- 


of the truck industry. 


And as the truck industry is hurt, 
they pointed out, so are those who | 
supply the truck industry. 


* * * 


EVERBERATIONS of the fight 
were also heard in Washing- 
ton and Kent, O. 

At the Kent State University an- 
nual forum, W. A. Bresnahan, di- 
rector of research for the Ameri- 
ean Trucking Assns., charged that 
misinformed and prejudiced inter- 
ests are using fallacious data to 
propagandize and confuse the pub- | 
lic over the question of whether the | 
trucking industry pays its share of ! 


sive.” He added, “Some of it has 
absolutely no relation to the issue. 
Some of it is based upon premises 
which are, to say the least, highly 
debatable. Some of it is cleverly 
misleading.” 

* * * 

E SAID that the trucking in- 

dustry has never made an in- 
dependent study to determine if the 
motor trucks were paying their 
fair share of highway costs. 

“This we have not done,” he 
said, “because on the basis of 
the only complete, comprehensive 
and unbiased study by an agency 
of the federal government, the 
answer is an emphatic yes.” He 
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ZOGLMANN DELIVERS UNUSUAL TRUCK—A two-ton Studebaker truck fitted with spe- 


cial body and equipment for testin 
of Wichita. The truck chassis was 


truck scales has gone into service for O. K. Scale Co 
lelivered by Zogimann Motor Co. of Wichita, while the 
body was designed and built by the scale company's engineers. The body is equip 
10 test weights of 10,000 pounds each which are used for testing truck scales. 


d with 
hown in 


the photo as the truck went into service are, left to right: L. L. Zogimann, Studebaker 
dealer; J. C. Zehring, owner of the scale firm; Kari C. Whightsil and Lewis B. Jones, service 


| manager and assistant manager of O. K. Scale. 


had reference to the report pre- 
pared by the late Joseph B, East- 
man as federal coordinator of 
transportation. 

Eastman served as a member of 
the Interstate Commerce Commis- 
sion for 25 years, and at the time 
of his death, directed the Office of 
Defense Transportation. 

Bresnahan said that when anti- 








IS AN ALL STEEL 


chi Hoof, of fhe: 


are buys like the handsome 12-ft. wheelhousing 
model shown here. Equipped with full double 
rear doors, it can be yours complete — painted 
and mounted on your chassis — all for only 


$685" 


(freight & taxes extra) 


ya DAY, more and 
finding in Fruehau 


money-saving answer to their hauling equip- 


ment needs. 


“Unit-Built” like Fruehauf’s famous Aerovan 
Trailers, these handsome all-steel Truck Bodies are 
unmatched for rugged strength ... long life... 
low upkeep. That's because their sturdy frames are 


welded throughout into so 


Shown here, on the right, are but a few of many 


ways these Bodies can be 
particular job. No other 
offers you such a selection 


—over 500 different combinations. 


And once you've chosen 


for your chassis, it takes your nearby Branch only 
a matter of hours to paint it, mount it and have your 


new truck ready to roll. 


Fruehauf Van Bodies are available in 12-ft., 14-ft. 
and 16-ft. lengths —in straight-frame or wheelhous- 


ing models. 


Ask your Branch about these Bodies today .. . or 
write to Body Division, Fruehauf Trailer Company, 


Detroit 32, Michigan. 


NEW FRUEHAUF INSULATED BODIES 


are now availabl 
low p 





more fleet owners are 
f Van Bodies the big 


lid, rigid, one-piece units. 


specially tailored to your 
production body builder 
of standard body options 


the right Fruehauf Body 


5. Double Side 
Deer 


e at comparably 
rices. 


Truch 


9. Express Gate 
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2. Solid Rear End 


6. Narrow Double 


Rear ear 


10. Tailgate 
Rear (Outside Type) 


Bodies Custom Qual 


3. Solid Sides 


7. Full-Width Double 8. 
R Doors 


11. Tailgate 
(Flush Type) 


ity at Production-Line Prices! 







Ada Un ft Eye [Cea 
Offer All These Options... 


4. Single Side Door 





Ne Rear Door 





12. Tailgate 
(Doors Above) 


|truck interests claim trucks are 
subsidized they usually deal in gen- 
| eralities, but “when they get down 
ito actual figures, they invariably 
resort to the gross ton-mile theory. 
It seems the only way they have 
discovered to find a subsidy for 
trucks without at the same time 
finding a subsidy for passenger 
cars, and they apparently have 
given up hope of convincing any- 
one that passenger cars are sub- 
| sidized. 

He emphasized the ton-mile has 
little to do with the cost of high- 
| ways and “certainly is not a proper 
| measure for determining benefit de- 
rived from use of the highways.” 

* 7 « 


| AESAN were, in Washington, 
the railroads were telling their 
| story to a senate committee. They 

started off with what they called a 
|tale of two terminals, which some 
| thought a technique of distortion. 

Actually, observers say, what the 
rails are worried about is the 
steady draining-off of freight traf- 
fic to the trucking lines, Railroads 
admit privately that they always 

lose money on passenger trans- 
portation and write it off for pres- 
tige. 

So the money is in freight, not 
passengers, but the railroads 
can’t make out a good documen- 

| tary case against trucking. The 
case just isn’t there. 

So when it comes to facts and 
| figures they present the tale of two 
| terminals—the Washington Nation- 
‘al Airport, which is_ federally 
| owned and operated, and the Wash- 
|ington Union Station, which is pri- 
|vately owned and operated and 
| pays taxes. 


= make out a pretty good 
case, but truck men say it is a 
|case of doubletalk as far as trucks 
go. What they want to hit is 
| freight hauling by truck. What they 
|do hit is passenger hauling by air. 
|Since they have been attacking 
| both, they try to make it appear 
jthat they are proving their argu- 
|ments against competition in gen- 
| eral. 
| If they want to talk about ter- 
| minals, truck men say, there are 
thousands of privately owned 
truck terminals that pay taxes. 
| The rails ignore this, and they 
|ignore, too, the millions of dollars 
|the trucking industry pays in road 
taxes. 

They ignore this, when it comes 
|down to facts and figures, truck 
}men assert, because the latest 
| available facts and figures show 
|that trucking more than pays its 
| way. 





| Turnpike Dropped 
'From Shirk Routes 


HARRISBURG, Pa.—Warned by 
a Pennsylvania turnpike commis- 
sion member that it cannot operate 
}on public roads as cheaply as on 
the turnpike, Shirk Motor Express 
Corp. has nevertheless decided to 
switch from the toll road. 

Company trucks make about 60 


turnpike trips a day averaging 
| $12,000 a month in tolls, Harry 
Willis, Shirk vice-president, said. 


|But the switch is merely experi- 
| mental and not because of the tolls, 
|he added. 

| The experiment, which may be 
only short-lived, according to the 
company, was made after the sec- 
ond fatal accident on the turnpike 
involving company trucks since 
Feb. 25. In the first, two Shirk driv- 
ers and one in another truck were 
killed. Two weeks ago a Shirk re- 
lief driver was killed in a three- 
truck crackup on the turnpike. 
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TRUCK SECTION _ 





CHICAGO.—A new line of Inter- 


1ational multi-stop delivery trucks 
featuring 


vith Metro bodies, 
matched chassis and bodies, has 
been introduced by the motor truck 
division of International Harvester, 
it was announced by W. C. Schu- 
macher, general manager. 

International reports it manufac- 
tures more than 40 percent of the 
truck industry’s output of this type 
of vehicle. 

Specifically designed for low- 
cost handling of light, bulky 
cargo, the new trucks match the 
ruggedness of all-truck construc- 
tion with bodies engineered ex- 
clusively for International truck 
chassis, Schumacher said in an- 
nouncing the new line. 

To further insure this matching 
in manufacture, the company now 
is producing the chassis as well as 
the body in one plant, Schumacher 
explained. He added that this re- 
quired the addition of 42,000 square 
feet of manufacturing space in the 
Bridgeport (Conn.) works for a 
chassis line. 

Chassis for International multi- 
stop delivery trucks with Metro 
bodies formerly were built in the 
International truck plant in Spring- 
field, O., and shipped to the Metro- 
politan Body plant in Bridgeport 
for assembly. 

The newly designed trucks pre- 
sent an entirely new appearance 
and have many new features that 
provide easier operation for the 
driver, according to Schumacher. 

The body has greater cargo- 
carrying capacity, with an inside 
height of 70 inches, an increase of 
2% inches. The floor is 1% inches 
lower, allowing a lower center of 
gravity. ‘ 

Front side doors have been in- 
creased four inches in width and 
one inch in height, thus making 
loading and unloading easier. 
Standard rear door openings are 





Jersey Heavies 
Eyed as New 


Tax Source 


TRENTON, N. J.—Imposition of 
a mileage tax on all four-ton or 
heavier vehicles using New Jersey 
highways was suggested by the 
commission on state tax policy in 
a 155-page report to Gov. Driscoll 
and the state legislature. 

The proposed tax, which would 
be in addition to pending legisla- 
tion for higher truck registration 
fees, would be levied at the rate 
of one-half mile for each gross-ton- 
mile of travel within the state. It 
was estimated such a tax would 
yield approximately $9,000,000 a 
year. 

Balancing of future state budgets 
without the use of highway funds 
for general purposes also was sug- 
gested by the commission. 

Inequities in New Jersey’s fiscal 
system cannot be removed without 
new general taxes, such as sales 
or income taxes, the commission 
declared. 

Declining to offer specific recom- 
mendations on new general taxes, 
however, the commission asserted 
that “the present temper of public 
thinking is entirely unsuited to any 
large scale tax adjustments involv- 
ing the creation of new tax bases.” 


Ariz. Truckers 
Elect Shaw 


PHOENIX, Ariz.—Harold M. 








Shaw, manager of Texas Arizona 
Motor Freight Co. was elected 
president of the Arizona Motor 


Transport Assn. at the group’s an- 
nual convention here. 

Guy Cutler was named first vice- 
president; Mike Harold, second 
vice-president, and Jack Anderson, 
secretary-treasurer. 


Wolk Buys Building 

The two-story brick building at 
3 Stillson St., Rochester, N. Y., 
vhich for 30 years was occupied 
by Bancroft Motors, Inc., has been 
old to Wolk Bros. Co., Inc., 23 
Stillson St., in a cash transaction 
for $150,000. The property is adja- 
cent to Wolk’s ramp garage and 
alesroom, 


Matched Chassis & Bodies 


New Line of International Delivery Trucks 
All Assembled in One Plant 
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2% inches higher, and the inside 
step is 1% inches lower. 


The new trucks are designed to 
provide easier service accessibility. 
They feature a new short gas filler 
spout; a new outside radiator filler 
housing, and more accessible facili- 
ties for checking oil, distributor 
and carburetor. 

Greater vision, separate parking 
lights and a new solenoid-actuated 
starter controlled by the ignition 
switch are other highlights. 

New heavy-duty channel - type 
front and rear bumpers are now 
mounted to the chassis frame. 


The chassis of the new trucks 
is powered with the new Silver 
Diamond 220 truck engine, Inter- 
national’s new power plant intro- 
duced with the L line. This new 
valve-in-head, six-cylinder engine 
develops 100 horsepower and has 
@ compression ratio of 6.5. 

Featured with the new engine is 
a new heavy-duty three - speed 
transmission and a remote-control 
gearshift with positive acting rods 
for easier, more positive shifting. 

Further features include full- 
floating hypoid rear axles and new 
wider-tread front axles for more 
stability and better steering. New 
shock absorbers, longer springs, and 
new spring shackles have improved 
the riding qualities and increased 
the service life of the unit, Schu- 
macher reports. 

Along with custom-made coach- 
building, International continues to 
claim quality in its production of 
multi-stop delivery trucks. Mr. 
Schumacher cited the following as 
typical examples of quality extras 
built into each truck: 

Inside surfaces of panels and 
other body parts are painted before 
assembly, giving added protection 
against rust. 

Outer body panels are welded to 
frame members. 

The body interior is painted 
with rust-resistant aluminum 
paint. 

Inner body panels are secured by 
self-tapping screws to facilitate 
quick, easy removal if outer panels 
are damaged. 

The understructure of the plat- 
form, side panel framing, and door 
posts are built of high-tensile alloy 
steel four to six times more resis- 
tant to weather and rust than or- 
dinary carbon steel. 

Bodies are lined with lightweight 
steel paneling, eliminating the 
necessity for the user to install his 
own protective lining. 

Thick glass wool insulation is 
used between lining panels and 
outer roof panels. 

Air-cell insulation space is pro- 
vided between inner and outer 
body panels. 

Bolts, nuts, screws, retainers and 
grips are cadmium plated to resist 
corrosion. 

The new line of multi-stop deliv- 
ery trucks includes three body 
sizes to meet any particular job 
requirement. 

The 7%-foot body, with 235-cubic- 
foot capacity, is available on three 
102-inch-wheelbase chassis: the 
LM-120, with a 5,300-pound g.v.w.; 
the LM-121, with a _ 5,800-pound 
g.v.w., and the LM-122, with a 
6,300-pound g.v.w. 

The 9%-foot body, with 292-cubic- 
foot capacity, is available on six 
115-inch- wheelbase chassis: the 
LM-120, with a 5,300-pound g.v.w.; 
the LM-121, with a _ 5,800-pound 
g.v.w.; the LM-122, with a 6,300- 
pound g.v.w.; the LM-150, with an 
8,000-pound g.v.w.; the LM-151, with 
a 9,000-pound g.v.w., and the LM- 
152, with a 10,000-pound g.v.w. 

The 12-foot body, with 375- 
cubic-foot capacity, is available 
on three 134-inch-wheelbase chas- 
sis: the LM-150, with an 8,000- 
pound g.v.w.; the LM-151, with a 
9,000-pound g.v.w., and the LM- 

152, with a 10,000-pound g.v.w. 
Optional equipment includes a 
variety of reardoor sizes and such 
features as undercoating of chassis 
and body. Frame width of 34 inches 
is standard in every model. 
Standard colors in the new line 
include Harvester red, Adirondack 
green, Apache yellow and Arizona 
blue. 

Optional colors, at no extra cost, 
include Salt River sand, Door 
county green, Black Canyon black, 
Valencia orange, Palomino cream 
and Chesapeake gray. 
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NEW INTERNATIONAL DELIVERY LINE—A 


9/o-foot body on a 115-inch wheelbase is offered with 


eS 


payload capacity of 292 cubic feet with a 
this model LM-150, which has an 


all-steel body by Metro, an International Harvester subsidiary. Six models comprise the 
line of multi-stop trucks, ranging in payload capacity from 235 cubic feet to 375 cubic 
feet, and from 5,300 pounds gross vehicle weight to 10,000 pounds. 


ICC Presses Court Fight 


DALLAS.—The federal court de- 
cision which forbade the Interstate 
Commerce Commission to enforce 
a ruling that would have crippled 
Texas & Pacific Motor Transport 
Co., subsidiary of the T & P Rail- 
way, and threatened a $400,000 in- 
vestment by the railroad is being 
appealed to the U. S. supreme 
court, ICC officials have announced. 


Weblock Changes Hands 

LOS ANGELES.—Acquisition of 
manufacturing and_ distribution 
rights for the Load-Set Weblock, 
a cargo tie-down system developed 
by the CJW Corp. of North Holly- 
wood, Calif., has been announced 
here by Gordon D. Brown & As- 
sociates, local management and 
consultant firm. 
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Farm Buying Ups 
Truck Sales in 


Central Missouri 


LEBANON, Mo.—Truck sales in 
the central Missouri area are far 
ahead of this time last year, ac- 
cording to interviews with most of 
the truck dealers in a 100-mile 
strip. 

Most purchases have been made 
by farmers who, according to sta- 
tistics, now own 30 percent of the 
country’s trucks. 


This increase in sales was un- 
expected, most dealers reported, 
since they base their future expec- 
tations on the farmer’s economic 
status. 

The farmer’s reaction to his de- 
creasing prosperity in this area 
seems to be a resolve to do a better 
job, for which he needs more effi- 
cient equipment. 

One truck dealer, who also sells 
tractors, sold 19 tractors in one 
week, his high mark in a 10-year 
period. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry . . . an esti- 

{| mated more than 100,000 readers weekly! 
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Twin Coach Offe: 


ers 3 Line 


Of Propane-Fueled Buses 


KENT, O.—A complete line of 
standard motor vehicles for opera- 
tion with 125 octane propane fuel 
has been announced by Twin Coach 
Co. 


Propane is said by the company 
to be the world’s lowest-priced 
motor fuel. It is anticipated by 
them that its use will greatly re- 
duce operating costs of the nation’s 
bus transportation systems. 


The new Twin Coach propane- 
powered line consists of seven 
standard bus models of 34 to 58- 
passenger capacity. These will be 
driven by Fageol Twin Coach 
engines with a 10 to 1 compression 
ratio, according to Chairman F. R. 
Fageol. 

The Fageol engine was designed 
six years ago by L. J. Fageol, com- 
pany president. It is capable of 
operating at a 14 to 1 ratio if de- 
sired. Its conversion to propane 
operation requires only a few minor 
accessory changes, he says. 

Average savings of up to two 
cents per mile on fuel alone, as 


compared with diesel or gasoline 
coaches, are reported by the manu- 
facturer. Another advantage 
claimed for propane is the doubling 
of time between engine overhauls. 


The supply of propane, otherwise 
known as L.P.G. (liquid petroleum 
gas), far exceeds the foreseeable 
demand, according to Fageol. De- 
livered fuel costs (before taxes) 
average from 25 to 50 percent less 
than gasoline and from 10 to 40 
percent less than diesel fuel in mid- 
continent sections of the country, 
he said. 

Leading refiners are said to have 
indicated willingness to supply pro- 
pane, once a waste product of the 
refining industry, at approximately 
two and one-half cents per gallon 
at the refinery on long term con- 
tracts. 


Gorrie Opens Another Lot 


A. G. Gorrie & Co., Ltd. has 
opened another used-car lot at 1075 
Danforth Ave., Toronto. 


SCHOOL FOUNDERS—Dodge's continuous 
training program was evolved under the di- 
rection of E. C. Quinn (right), general sales 
manager. Discussing with him a phase of 
the program are L. F. VanNortwick (left), 
director of truck sales, and Lloyd J. White 
(standing), supervisor of selection and train- 
ing. 





A fleet of Reo Gold Comet-powered trucks and tractors op- 
erated by the Emge Packing Company, Inc., Fort Branch, Ind. 


“NEW MODELS WITH GOLD COMET ENGINES 
ARE THE BEST WE HAVE EVER USED” 


—Walter Emge 
Emge Packing Company, Inc. 








For meat packers like the Emge Packing 
Company, Inc., and for all truckers in the 
medium- and heavy-duty fields, Reo Gold 
Comet jobs are writing new chapters in 





truck history. 


Reo Gold Comet Cooling System 


The Reo system of getting water into the Gold 
Comet, and out again, is one of the secrets 


behind the engine’s superb performance. 


A barrel and a half of water per minute is 
delivered through a gallery along the side of 
the engine block, entering the engine at mid- 
point, It circulates evenly around all cylinders 
for the entire length of the engine. 


Water is returned from the engine head 
through three outlets at the front, middle and 
rear. This exclusive Reo design differs sharply 
from other engines in which water enters at 
the front or center, follows a line of least 
resistance, and leaves at the front. This latter 
arrangement results in uneven cooling—cool 
at the front, hot at the rear. 





For instance, Walter Emge reports that his 
new Reo trucks and tractors are logging 
1,000 miles a week and up, with an average 
gasoline consumption of eight miles per 
gallon. That’s with payloads of twelve 
tons with tractors, to eight on 
straight trucks. And he has this to say: 


seven 


“The new models with Gold Comet en- 
gines are the best we have ever used. Our 
plan is to replace all equipment of the 
E-21 
models as fast as we can.” 


and E-22 capacities with new E 


Yes, nothing on the road can match Reo 
Gold Comet performance—except another 
Reo! 


REO MOTORS, INC., LANSING 20, MICH. 









DETROIT. 
experienced Dodge truck salesmen 


and field men is due here soon to 


study all of the various Dodge 
truck models, plus those of com- 
petitors. 

The new class of 15 will follow 
more than 200 regional truck man- 
agers, district managers and other 
field staff men who have completed 
the three-week training program 
in the past year, according to E. C. 
Quinn, Dodge sales manager. 

It is built around the field staff 
which contacts dealers because, 

Quinn says: “A field man who 
knows all phases of the business 
is of great value to dealers.” 

Men chosen for the advanced 
schooling, conducted under the 
guidance of Lloyd J. White, super- 
visor of selection and training for 
Dodge, usually have had consider- 
able experience in the automotive 
business, 

They study eight hours a day in 

* +. * 


MODEL STUDY—Trainees don shop attire 
and tear down and rebuild trucks and com- 
ponent parts used as classroom models in 
the school for Dodge truck salesmen and 
field men. 


Owners 


(Continued from Page 34) 
than a _ piece of transportation 
equipment that will give them low- 


lest possible hauling costs. 


Good truck salesmen are at a 
premium—men who know trans- 
portation and their product and 
who can make intelligent recom- 
mendations to the prospect, But 
any salesman who will work, 
make calls and at least contact 
prospects and tell them what he 
does know about the truck he 
represents is better than a sales- 
man who won’t make calls. 

The energetic salesman who 
keeps out in the field calling on 
truck owners and talking with 
them about their requirements and 
problems will soon get a basic edu- 
cation in the primary information 
he needs to sell trucks. 

The more sales he makes and 
the more contacts he makes, the 
better salesman he is bound to 
become. 

Jack WEED 


Legislative Load Law Slip 


Sours Wis. Milk Haulers 

MADISON, Wis. — Milk haulers 
are simmering with resentment be- 
cause state traffic officers are 
applying the highway weight laws 
to prevent many of them from 
operating their tank vehicles at 
full, and most profitable, loads. 

Spokesmen for the industry are 
complaining that the legislature in- 
tended last year to give them an 
additional two-year exemption from 
axle weight limits applying to 
freight haulers in general, but the 
motor vehicle department points 
to a recent opinion by Attorney 
General Thomas E. Fairchild that, 
whatever the legislature intended 
to do, the act as written does no 
such thing. 


Monz Promotes Zook 
Delman Zook, who has been as- 
sociated with Monz Chevrolet, Inc., 
Barberton, O., for the past 15 years, 
has been promoted to service man- 
ager. Zook had been in the parts 
department. 


Contactman’s School 


Special 3-Week Course for Dodge Field Men 
Seen as Aid to Truck Dealers 


— Another group of 








TRUCK SECTION 







classrooms set up in the Dodge 
Main and Truck plants in Detroit, 
concentrating on courses that ex- 
plain the job-rating of trucks for 
customers. 


Cut-away displays of Dodge 
truck engines and other parts 
are studied in a special training 
shop. Students don shop attire 
and tear down and rebuild the 
trucks used as classroom models. 
At the start of each course, a 

tour of the truck plant, where each 
manufacturing operation is studied, 
is taken. Next on the agenda are 
studies of the national truck 
market, the sales outlook and com- 
petitive advantages of the 350-odd 
Dodge trucks. 

Observations in the Chrysler en- 
gineering laboratories are then 
made on the actual development of 
trucks. Then each student, with an 
instructor, spends a full day on the 
highway driving trucks carrying or 
pulling maximum loads. 

With this background the stu- 
dents next hear lectures by rep- 
resentatives of manufacturers 
who build parts for the trucks. 
Laws of all 48 states as they 

affect intra-state and inter-state 
truckers are discussed. Sales and 
service, truck parts availability, 
fleet sales and assistance which 
can be given to Dodge dealers com- 
pletes the program. 
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Custom-Made 


NYLON or 


PLASTIC 


Seat Covers 


We'll be glad to send samples 
and price lists to authorized 
car dealers. 


ALMO AUTO SEAT 

COVER CO. 

HOWARD & BIDDLE STS. 
BALTIMORE 1, MD. 


NAME PLATES 


© PRECISION CAST... 
ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 
ordered with original design for every 
job! Proof of design submitted for 
opproval. Heavily chrome plated. 
Write for details. 


Phila. 45, Pa., Dept. ry 
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»osts Revenue, Takes U , Sho Slack . ro 


T ruck Service Helps Increase Sales 


(Continued from Page 34) 


\.d the facilities to do it and the 
resight to go after it. 
s o - 

!.VEN ownership statistics are 
*4 cheering — 85 percent of all 
trucks are owned by individuals or 
firms with less than eight trucks 
each. Few, if any, firms do their 
own major repair work on such 
small fleets. 

In fact, there are countless cases 
where firms owning as many as 25 
trucks depend on outside sources 
for service—when adequate service 
is available. 

According to a recent survey, 
out of 1,366 trucks in a midwest- 
ern city, 77 percent of the owners 
depended on outside facilities for 
service. The same survey showed 
that franchised dealers in that 
city were getting service work 


British Company 
Invents ‘Rolling’ 
Truck Door 


LONDON.—A “rolling” rear door 
for delivery trucks that slides into 
a space in the body rather than 
swinging out has been invented 
by Normand, Ltd., one of Britain’s 
largest truck body building firms. 

The “disappearing” door is made 

a 





SLIDING TRUCK DOOR—Normand, Ltd., 
British truck body builder, has introduced al 
delivery door that slides into a space in the | 


body's side rather than swinging out. Slats | 
are made of wood covered with aluminum. 
The device is being brought to the U. S$ 
May 15. 
s 7 7 

of slats of hollow sheet aluminum | 
five inches wide and one inch thick. | 
They enclose hardwood fillings. | 
Channels at the top and bottom 
guide the door as it slides open. 

Normand says the unit with-| 
stands hard wear. The risk of acci- 
dents to the driver, pedestrians and | 
property is reduced, says the | 

Douglas M. Gluckstein, chief ex- | 
ecutive of Normand, is sailing to| 
the U. S. on the Queen Elizabeth | 
to introduce the device to the motor | 
trade. He will arrive May 15. 


ATA to Discuss 
Muffler Noise 


WASHINGTON.—In a _ continu- 
ing effort to reduce a trucking in- | 
dustry public relations problem, an | 
exhaust noise and muffler confer- | 
ence has been scheduled by the} 
American Trucking Assns. in con- 
nection with 1950 ATA spring meet- | 
ings at the Morrison hotel in Chi- | 
cago, May 8-12. | 

In announcing the conference | 

| 
| 
| 


last week, R. L. Hardgrove, chair- 
man of the ATA equipment advis- 
ory committee and vice-president | 
of Liberty Highway Co., Toledo, 
said the one-day conference would | 
be held May 8. 

He also announced that invita- | 
tions to the conference had been | 
extended to chief engineers of | 
truck and truck-tractor manufac- 
turers and to engineers of muffler 
manufacturers. In his invitation, 
Hardgrove stressed the growing re- | 
sentment of the public to exhaust 
noise made by truck and trailer 
ccmbinations in over-the-road oper- 
ations. 


\UTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
Method of reaching the men who want 
what you have or have what you want! 
Ses the back pages of this issue! 





from only 26 percent of the 
owners. 

About 57 percent of the trucks 
were being serviced by some out- 
side shop, while 15 percent of the 
owners had no regular service 
habit. 

+ * . 
Ve of only one truck rep- 
resented 75 percent of the 1,366 
units; 19 percent owned 2-4 trucks. 
The average annual mileage on 
these trucks was 14,450 miles a 


year. 

Only 24 percent of the one- 
unit owners were going back to 
the dealer from whom they pur- 
chased for service. Dealers were 
getting 32 percent of the 2-4 unit 


owners and 35 percent of the 
| larger unit owners, 

Such a condition is, 
not unusual. 

It is well established fact that 
dealers for a long time have neg- 
lected going after—or retaining— 
the maintenance work on _ the 
trucks they sell. 

Yet, such business is not only 
good for service profits but also 
one of the best methods for repeat 
sales. 

Dealers’ 


of course, 


internal costs are at an 


|alltime high. A lucrative source of 


increased absorption revenue 
should not only be attractive, but 
worth a lot of effort to keep and 





hold. 











DIVISION 
DETROIT 


See your Midland distributor, or write 
to us for literature. 


Air and Vacuum 
POWER BRAKES 











World's Largest Manufacturer of 
AUTOMOBILE and TRUCK FRAMES 





GAR WOOD COOPERATION—St. Paul and 
Buckeye divisions of the company team up 


in laying Minneapolis’ 48-inch water main. 
Here a Buckeye 70 Clipper loads a truck 
equipped with a St. Paul five-cubic-yard 
dump body with half-hinged sides. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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HYOR CYLINDER 


ARISH & BINGHAM 
DIVISION 
CLEVELAND 


DETROIT PRESSED STEEL 
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Plans Well Along 
For Truck Show 
In Los Angeles 


LOS ANGELES. — Plans for a 
second annual National Truck, 
Trailer and Equipment Show in the 
Pan-Pacific auditorium here June 
22-25 are well under way, according 
to M. D. Tubbs, show chairman 
and president of the sponsoring 
Automotive Council of Los Angeles. 


Tubbs said that the show’s sales 
committee, headed by R. F. Labory, 
had already signed up many of the 
“most important” concerns in the 
automotive, trucking, trailer and 
allied fields. 

“There are still excellent display 
spaces available, however,” Tubbs 
added. 









DIVISION 
DETROIT 


“Three 
Great Plante 


SERVING INDUSTRY 


Back of the products of “Midland” 
are these great manufacturing fa- 
cilities in Cleveland and Detroit, 
with an engineering and operating 
organization second to none— 
assuring up-to-the-minute design 
and quality. 
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STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Ave. 


Detroit 11, Mich. 


Export Department: 38 Pearl Street, New York, N. Y. 
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(Continued from Page 34) 


total number of combinations in- 
volved in accidents was 1,768. 
One of the unfortunate things 
about vehicle accident reporting— 
for the truck industry, at least— 
is that the police authorities do not 
indicate on most reports who was 


er who is driving on his own side 
of the road, at legal speeds and, if 
at night, with all of his proper 
lights going, for such an accident? 

If a truck was stopped on the 
highway without flares, the truck 
driver might be said to be in the 





that much more of a setback. 
News of the accident, of course, 

inferred—while not saying so— 
that the truck had caused the 
accident. 

There are a lot of unsafe trucks 
on the road, just as there are a 
lot of unsafe cars, and many a 
smart truck dealer is going to use 
the May Safety Month to try and 
replace them with new trucks that 
have all of the four SSSS in first- 
class order. 

The four SSSS? 


Start, stop, 





TRUCK SECTION 








we 


eaten yma 


; a when a car col- j 
tides with the ‘back end of a truck| Wrong. But from my own observa- | steer, see. ; a 
or trailer, the inference is always tion, I’d say that by far the most a A! 
that the truck is to blame, deaths resulting from such an ac-| Rim Business 
Yet many deaths are caused —. ate entirely the car driv- A RECENT partial survey Te u 
by some car driver—in his “cups” |©TS *4UN. among wheel and rim distrib- , " i iin ili Hee 
or driving far too fast for the Th F SSSS utors indicates that, on the average, aun ae m4 Te Srock divilen “a ocean Teenie hee e ens vehicle sé 
visibility at the time—driving into e Four SOO dealers are taking advantage of a weight of 15,500 pounds and is available in 172 and 190-inch wheelbases. New standards of 
the back end of trucks or trail- ir of my own good friends, a|source of easy profits for their) safety are featured in the Schoolmaster series, including added margins of protection. in 
A car hitting most trucks circuit court judge, was kilied|parts department, as well as mak-| the springs, fame. crating. ales, from 12,800 to 24/000, pounds and accommodate various aa 
ay high f in such an accident. He was driv-|ing certain that their customers | podies seating from 30 to 66 pupils. New single-reduction and two-speed axles are available oe 
or trailers at gh speed, from ing at over 60 miles an hour and |get the lowest tire cost possible.|to meet particular school transportation requirements. Axles feature hypoid gearing, heavier col 
the rear, is he gad rage oar hit a truck-trailer hauling pipes,| This survey indicated that fully 34 pose eTiity, ond cauee ao al = nese axle ratios for greater safety, de- co! 
sult in a fatality. e car slides | and one of the pipes came through| percent of all wheel distributors’ ; : : ; : me 
under the truck or trailer frame | his windshield ond beheaded him. business on changeovers was sent i 
and catches the body at the right Of course, there was a hue and|them by franchised dealers. reported that 80 percent of his | but a —_ oo of their total vol- by 
height to shear the top of the |cry that a truck had killed an emi.| Practically half of the distrib- | business came from the vehicle |Ume—but very important to them. io 
body off—or at least fold it back |nent jurist, but the state police| utors got from 40 percent to one- | dealers. A Bie F. : 
on the driver. did not hold the truck driver. half of their wheel-changeover One-tenth of the distributor's ig avor on 
Can anyone, by any stretch of Yet the damage to truck lib- | business from customers sent contacts ene oo tl “— cage r a — Sar raion ‘hee ae | ri 
# ‘ ot from vehic ealers was ’ e€ or er, e 
imagination, blame the truck driv-| erty on the highway was given | them by franchised dealers. One |they g e e rs from the factory with wheels large . ° 
enough to take the size tires the i 98." 
operator should have for the loads : fre 
he is going to haul. Many of them 1 gor 
— especially if they don’t know ; ria 
better—will put larger tires on the ; tan 
standard wheels that are on the cifi 
truck—and be sorry later. To give pet 
fullest mileage, truck tires must be of 
mounted on rims that have the ref 
_— proper width. Wide-base rims, ac- of 
on e ruc OU se — cording to tire experts, will greatly ; 
r increase the trouble-free mileage ~~ oe 
that the trucker will get from his gi 
shoes. th 


.. and another satisfied customer! 





So, in addition to the extra 
profit he makes, the truck dealer 
who sells a wheel change to the 


Cam oe. be proper size rim is doing his cus- 
‘€ ~*~ ws tomer a big favor, and is helping B: 
to increase the good reputation 


of his truck in the field. You F. 
all have heard a user tell how 
easy his truck is on tires. What } Ss 
he meant was that his truck had uct: 
the proper size wheels and rims Cor 
to take the proper size tires and eng 
was equipped to handle the load han 
he was hauling. tor- 
A little involved maybe—but not B 
dollars and cents wise. nou 
se = acti 
$1.17 Per Horse “ 
al GENERAL MOTORS truck ! val) 
Sere branches hav into th 
é i " Ss ave gone into e tion 
tn : horse business in a big way, it is tem 
: learned. They are selling new bral 
a | horses at only $1.17 each. der 
You may say it can’t be done, diti: 








Heil Dump Bodies and Twin-Arm Hoists 


* 
Recommend HEIL Bodies and Hoists 


service for you 


x Acomplete line for your customers to choose from 
se A model for every job—and for every truck chassis 
% More than 100 Heil distributors to mount and 


When your truck customer asks about a body and hoist 
for a specific application, it pays to talk “Heil.” Every 
time you sell a Heil Body and Hoist, you not only make 


back of your good judgment in recommending Heil. 
You know you can count on your customer’s getting 
performance that upholds all your claims. 


Heil’s weight-saving construction, for example, helps 


him save on gas and get more mileage from his tires. 


but I understand they are doing 
it eoereereny and making money 
at it. 

What they are doing is adver- 
tising to GMC owners that they 
will tune up their present truck 
for just $1.17 per extra horsepower 
they bring out of the engine by 
the adjustment. As they word it 
in their handbill: “The charge 
for the recovered horsepower at 
$1.17 each is such that you, the 
operator, are always the winner, for 
We charge you labor only for each 
horsepower gained until a max- 
imum of 15 is reached. Thereafter, 
extra horses are on the house.” 

The procedure: check the cus- 
tomer’s developed horsepower at a 
set RPM on a dynamometer. Then 
do the tuneup, or electrical and 


the same set RPM. The customer 
pays only for the extra horsepower 
shown on the dynamometer. 

7 ” . 


Vot’s Dat? 


ss GOLDSTEIN, our Chicago 





atec 





an extra profit — but also a friend. adjustment diagnosis. After the ) 
e P : is aie ‘ work is done, again put the truck i is 
50 years of design and fabricating experience stand on the dynamometer and run at ae 


Heil’s trouble-free hoist and pump assure fast dumping See eee sent in the fol- ie 
of loads. Heil’s sag-free construction means longer Buses Inceo “Sie Gavan tan road 
Hell Colect ~y Moll Platform body life. inum? Kausndux. 4 tion: 
e olecto-Pa e atftorm ” ~ m y » : : th 
Garbage Units Conversion Hoist These are just a few of the reasons why Heil Bodies Pe ae oe > ae woe : Re 
and Hoists help you build a loyal following of custom- there they go—thousand buses tn | and 
ers who come to you for all their truck needs. Get all a row. No, Joe, those are trucks. 7 aN 
the facts. Ask your nearby Heil distributor. What's in them? Cows and fp « 
ducks.” ) Tra 
So long, Willie * * * * poin 
j man 
‘ Mi 
. Bryngelson to Squires chai 
OF | Bryngelson Motors (Chrysler- and 
7 ®@ |Plymouth), Detroit Lakes, Minn., the 
|has been sold by John C. Bryngel- It 
Dept. 3059. 5940 West Mont Street, Mil k 1, Wi i | 
= Foctories: Milwaukee — Hillside, Nod. ee son to F. A. Squires and H. A. tion 
District Offices: Hillside, Washington, D. C., Atlonta, Milwaukee, Detroit, Wieneke of Grand Forks, N. D. It thro 
Chicago, Minneapolis, Kansas City, Dallas, Los Angeles, Seattle BH-150 is operating as Squires Motor Sales. to I 
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«4% Above 1948 Mark . . . 
Tonnage Record Set 
By Property Haulers 


WASHINGTON.—Class I inter- 


southern. New England’s decline 


city property carrying trucks| of less than 1 percent was that 


hauled 4.4 percent more tonnage in 
i949 than in 1948, thereby estab- 
lishing a new record for the fourth 
consecutive year, according to 
American Trucking Assn. statistics. 

The ATA truckloading index, 
using the year 1941 to represent 
100, reached 179 last year, eight 
points above the previous high 
set in 1948, 

Carriers of motor vehicles hauled 
about 4.5 percent of the total ton- 
nage to lead the parade. They re- 
corded the greatest increase in 
commodity traffic—34.4 percent 
more than last year. 

Next highest increase was made 
by carriers of refrigerated solid 
products but their total tonnage 
hauled was less than 1 percent. 

Common carriers accounted for 
85.6 percent and contract car- 
riers 144 percent of the total 
tonnage, 

Common carriers accounted for 
98.7 percent of the total general 
freight and all of the household 
goods volume while contract car- 
riage became increasingly impor- 
tant in the transportation of spe- 
cific commodities—25.2 percent of 
petroleum products; 35.1 percent 
of motor vehicles; 53 percent of 
refrigerated solids, and 74.8 percent 
of building materials. 

Increases in volume were re- 
corded in seven of the nine re- 
gions ranging from 0.8 percent in 
the northwestern to 14.2 in the 


Bendix Develops 
Brake Control 
For Semi Jobs 


| 

SOUTH BEND. — Bendix Prod- 
ucts division, Bendix Aviation 
Corp., announces that its brake 
engineers have developed a new 
hand-control valve for use on trac- 
tor-trailer combinations. 

Bendix says the valve, to be an-| 
nounced soon, is consistent in 
action, positive in setting and mod- 
erate in cost. 

The company states that the 
valve, an added control for func- 
tioning tractor-trailer braking sys- 
tems, will prove a valuable aid to 
braking problems encountered un- 
der adverse weather and road con- 
ditions. 


Wagner Heads 


Reo in East 


LANSING. — For its newly | 
ated position of Eastern merchan- 
dising manager, 
Reo Motors has 
named Paul Wag- 
ner of Newark. 
He will supervise 
sales activities of 
Reo branches 
throughout the 
East. 

For three years 
prior to joining 
. Reo, Wagner was 
> we — branch manager 

oe of Highway Trail- 
e: s snewark office. Before that he | 
was with the Brockway Motor Co., | 
Inc, 





Canada Roadeo 


Committees Established 


For B. C. Contest 


VANCOUVER, B. C.— Arrange- | 
ments are taking shape for the first 
roadeo to be held under interna- 
tional rules in British Columbia 
this summer. 

Representatives of truck, trailer 
and parts manufacturers at Van- 
couver recently conferred with a 
committee of the Automotive 
Transport Assn. of B. C., and ap- 
pointed Walter D. Stewart as chair- 
man of a joint roadeo committee. 

Maurice Roberts was named 
chairman of the awards committee 
and L, B. McPherson, chairman of 
the finance committee. 

It was decided to hold elimina- 
tion trials at various points 
throughout British Columbia and 
to hold the finals in Vancouver. 





region’s first drop since 1945, 

The Pacific region suffered its 
first yearly decline since ATA be- 
gan keeping records on this type 
of traffic. 


Sno-Cat to Build 
New-Type Vehicle 


MEDFORD, Ore.—Production on 
a new type truck-tractor will start 
here this summer, announces the 
Tucker Sno-Cat Corp. 

Inventor E. M. Tucker says it 
features four sets of dual wheels 
which drive, steer and brake simul- 
taneously. 

The vehicle’s axles pivot on a 
“fifth wheel” horizontal to the 
ground and steering apparatus 
turns both axles together, he adds. 











AS ONE DEALER TO ANOTHER—Fred A. Brock (right), Chevrolet dealer in Leesburg, 
Va., stands in front of a half-ton pickup truck bought by H. M. Thompson (left), Leesburg 
livestock dealer. This is the 13th 1950 Chevrolet truck delivery by the dealership. Brock, 
former parts and accessory manager for the Chevrolet Baltimore zone, recently took over 


the Leesburg dealership from H. H. 


Hutchinson, who had held the franchise for 20 years. 





New England Truckers 
To Attend School 


DURHAM, N. H.— (UTPS)—A 
motor vehicle fleet supervisors’ 
training course will be conducted 
at the University of New Hamp- 
shire here June 26-30, it has been 
announced by James Williamson, 
associate professor of industrial 
management. Truck operators from 
New Hampshire, Maine, Vermont 


New Body by ARMET 


at an amazingly 
low cost! 





Exclusive new design by Armet fea- 
tures this delivery body for Chevrolet 
3100 series 2 ton chassis. 


ARTISAN METAL 


and Massachusetts are expected to 
attend the sessions. 


The course will be similar to 
those held successfully in other 
parts of the country, but an un- 
usual feature of the classes here 
will be a round-table discussion of 
retail delivery problems. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue! 


Axle Load Tests 
On Special Road 
Start in May 


WASHINGTON. — Concentrated 
truck traffic tests will begin next 
month on a special concrete road 
in Maryland. 

Relative effects of single axle 
loads of 18,000 and 22,400 pounds 
per axle and corresponding tandem 
axle loads of 32,000 and 44,800. 
pounds will be studied on parallel 
lanes of the test road. 

The trucks will operate at an 
average frequency of one truck 
per minute on a 24-hour day, seven- 
day week schedule. 

The project, conducted by the 
Highway Research Board, was ar- 
ranged cooperatively by Connecti- 
cut, Delaware, Illinois, Kentucky, 
Maryland, Michigan, Ohio, Penn- 
Sylvania, Virginia, Wisconsin and 
the Bureau of Public Roads. 

A 1.1-mile section of U. S. Route 
301 has been set aside by the Mary- 
land roads commission for the 
tests. The road consists of two 
12-foot lanes of mesh reinforced 
concrete pavement laid on a gran- 
ular subgrade. 


ashioning distinctive custom bodies is your job— 
Mr. Body Builder. Service is ours—the service of 
making your job easier and more profitable through the 
supply of all necessary custom truck body parts. The 
sound design engineering in back of all Armet parts 
assures ease of assembly and extreme design flexibility. 


The delivery body shown below, designed for Chev- 
rolet 3100 series 2 ton chassis, is furnished complete 
with all parts ready for quick and easy assembly. Panels 
are formed and sized for bolting, riveting or welding 
to upright posts. Roof is furnished in five fitted sections. 
Necessary glass, rubber and hardware are included. 


When using Armet parts you will not only increase 
your profits by savings affected in fitting and assembly 
time but you will decrease your parts and overhead costs 
by using Armet as your single source of supply. Take 
advantage of our quantity production—operate with re- 
duced inventories—increase your body building profits. 


Detailed information on this or any other model can 
readily be obtained. For increased profits let us help 
you with your next body job. 


custom 
truck body parts 


ZA IR WS 


11400 Madison Avenve 


2, Ohio 


Cleveland 


A 2383 





WORKS COMPANY 
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Truck New Products 





FEATURES WEATHERTIGHT COMPART- 
MENTS—The Carry-All Trailette, produced by 
Morrison Steel Products, Inc., Buffalo, has 
weathertight side compartments that can be 
locked. The unit, which has an all-car hitch, 
comes in two sizes, 915/16 inches long and 
75 inches long. The Trailette, says the firm 
can be hitched to cars or light trucks. 





FOR RETURNING FROM DELIVERIES—Rap- 
id new pickup service equipment at low 
cost is offer to all dealers, repair shops 
and service stations by Whizzer Motor Co., 
Pontiac. The Whizzer Service Pick-up con- 
sists of a Whizzer motor bike with a uni- 
versal, rear-bumper hitch mounted over the 
rear wheel to the frame of the bike. With 
the universal hitch in place and the front 
wheel locked, the unit can be towed at any 
ordinary speed without whip, sway or vibra- 
tion. The motor bike returns the driver to 
his destination at speeds of five to 40 miles 
per hour and travels up to 100 miles on a 





MIRROR FOLDS FOR CLEARANCE—Mosby 
Mfg. Co., 13 Main St., Minneapolis, an- 
nounces a truck mirror which, if it should 
strike a building or another truck, will fold 
back without breaking, says the firm. A ten- 
sion spring makes the movement possible. 
The five-inch mirror has an arm adjustable 
from 16 inches to 28'/2 inches. 

* * 





PERMITS EASY LOADING —A '"'tilt-type"’ 
trailer with low platform for greater over- 
head clearance is announced by Martin Ma- 
chine Co., Kewanee, Ill. The Martin Model 
333 Carryhaul is built 16 inches from ground 
to platform, offering considerably greater 
clearance for low viaducts, etc. Features of 
these trailers are the low center of gravity, 
which improves the safety factor, and a lesser 
angle of incline, which permits easier load- 





gallon of gas, says the firm. ing and unloading. 


Installed 


At “factory installed” prices 
you offer this Bostrom Hy- 
draulic Seat, the ultimate in 
truck seating, at lowest cost. 


HyDRAULIC shock absorber and suspension mechan- 
ism of the Bostrom seat soak up jolts and jars. Steel frame 
and bonded rubber pad last the life of the truck. Mechan- 
ism moves in rubber — requires no oiling. Fore and aft 
adjuster accomodates all drivers. Seat coverings are replaced 


in 10 minutes — eliminating upholstery jobs. 


For truck part numbers consult 
your factory data book, or write: 


BOSTROM MFG. CO. 


Wisconsin 





Milweukee 4, 











OVERLOAD SPRINGS—A Shockbreaker bar 
assembly for vehicles with leaf-type main 
springs is being produced by Automotive 
Aids Corp., 3526 W. Fort St., Detroit. This 
unit can be used whether the load is in the 
vehicle or in the form of a trailer, says the 
firm. The firm said the device will not con- 
tact the frame whether the vehicle is loaded 
or empty. 





PICKUP CONVERTER—PicUPac's hydraulic 
hoist conversion kit can convert any pickup 
truck to a dump unit, says Converto Mfg. 
Co., Cambridge City, Ind. Since no power 
take-off is required it can be operated man- 
ually from any location on the truck or driven 
electrically from a cab-controlled pump, ac- 
cording to the company. Its lifting capacity 
is said to be 6,000 pounds. 


* * * 











| LIGHTWEIGHT HOIST—This unit, produced 
|} by Lincoln Precision Machinin °., North 
Grafton, Mass., can hoist 3, pounds to 
7, feet or 1,500 pounds to |I5 feet, reports 
the firm. Weighing 8'/, pounds, the ratchet 
action does the lifting. George D. McCor- 
mick, 16035 Hamilton Ave., Setroit, is the 
manufacturer's representative. 





AIDS VACUUM BRAKING—Maximum brak- 
ing is said to be obtained in one-third the 
usual time with the new vacuum emergency 
relay valve recently introduced by Midland 
Steel Products Co., of Cleveland and De- 


troit. Tests of the new unit have demonstrated 
greatly increased braking efficiency, especial- 
ly on high epeee stops and on steep down 
irm reports. 
* 


grades, the 
* 





FOR COMMERCIAL TRAILERS—A 15-inch 
by 3-inch electric brake is announced by War- 











ner Electric Brake Mfg. Co., Beloit, Wis. It 
is of the two-shoe type and has I|16 square 
Inches of lining per 


rake. The brake fits /8- 
base 


inch wheels w rims. 


TRUCK SECTION 


NEWS FROM HOLMES—Ernest Holmes Co., Chattanooga, Tenn., last week announced 
the Holmes-Owen truck loader. It is designed to reduce the cost of many on-the-job opera- 
tions performed by contractors, states, counties, municipalities, industrial and commercial 
users. A loader-equipped truck saves time, manpower and the use of more costly equip- 
ment because it converts the average dump truck into a complete and independent working 
unit, the company states. The one-man operation of this unit permits the truck driver to 
do his own light digging, grading, scooping up of materials, loading, hauling and unloading 
independent of any outside assistance, it adds. 








ALUMINUM SIDEBOARDS—Aluminum pick- 


up sideboards are the latest product of 
Alprodco., iInc., Mineral Wells, Tex., and 
Kempton, Ind. Unique adjustments and ex- 


eliminate all rattles and at 
the same time allow one set of sideboards 
to fit all makes of late model '/2-ton pickups 
the company states. Another size is construct: 
ed to fit %4-ton Chevrolet and GMC only. A 4 
new-type end gate has the feature of opening 
from either side or can be lifted straight up, 
| quickly and easily. 


panding stakes 





LIFTS UP TO 41 FEET—Lifting speeds up to 
feet per minute, a lower as well as an 
upper limit stop, and a wide "pick-up" angle, 
are three performance features of the chain- 
type Load King electric hoist announced by 
| Yale & Towne Mfg. Co., Philadelphia. The 
© | hoist is available in load capacities of 500, 
1,000 and 1,500 pounds. Standard models lift 
loads through any height up to 40 feet. 
(Continued on Page 43, Col. 1) 


DOES RADIO 











Puerto a lag ee | 
| FOR FIRE FIGHTING—A jeep fire truck | 
with a big fire-killing punch is now on the 
market. This unit, developed by Ansul Chem- | * 


ical Co., Marinette, Wis., carries 340 pounds 
of dry chemical. It is capable of extinguish- 
ing large area flammable liquid, gas and 
electrical fires, says the firm. Two 50-foot 
hose lines are attached to the dry chemical 
tank. The hoses may be operated together 
or singly. They are coiled in steel cabinets 
for protection against weather. Two Ansul 20 
extinguishers mounted on the hood are avail- 
able for small fires. 


| “IT BRINGS PEOPLE INTO OUR 
| SHOWROOM TO BUY OUR CARS 


... Sure we believe in radio. We 








a have our own program on 
IN SEVEN SIZES Galvanized flexible cas] PFO , 

ing, made by Flexible Arm ., 24 Eckford u...it Drings pe > j 

St., Brooklyn, can be had in 15/64, 17/64, 1/4, oe pee eee 
19/64, 23/64, 7/16 and %-inch-diameter sizes. 
The casings can be had in mill lengths or cut 
to size for manufacturers, says the company. 


our showroom to buy our cars. 
new and used. Now the factory 
has given us Groucho Marx." 
|. This good CBS program has 


been another incentive to in- 





crease sales. We want DeSoto 
and Groucho to work for us as 
a sales team on CBS for many 


years to come.” 


Belle Damon, 
Damon’s Garage, 
Keene, New Hampshire 


“broadcast weekly over CBS 


PORTABLE COMPRESSOR—Decker Mfg. Co., 


Rockford, Ill., has announced full-scale pro- 
duction of Airmaster Portable Compressors. 
The units are made in single and two-cylinder 
sizes, both gasoline and electrically driven. 








etc 
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Highway Bow 
Proper New Englanders 


Give Polite Warnings 


AGAWAM, Mass.—As a motorist 
approaches the construction work 
on Springfield St. here, he is 
greeted with a polite warning by 
the governor which says, “Con- 
struction ahead. Another section of 
our great new highway system for 
Massachusetts.” 

Proceeding along the repaving 
project, the motorist sees other 
signs which read, “Careful, please. 
Highway crew at work. Better 





(Continued from Page 42) 


stuffers, split-shaft power takeoffs, 
tire and tool pack dump bodies 
and fertilizer and lime spreaders. 

+ * * 
Sinclair Co. Announces 


Multi-Purpose Grease 
After more than a year of lab- 
oratory and road tests, Sinclair Re- 
fining Co., New York, is placing on 
the market a multi-purpose grease roads for Massachusetts,” and 
ae 7 - 2 on Litholine. “Road under construction. Excuse 
> am oe aces MANY! AnDS TWO UTILITY TRUCK BODIES—Morrison Steel Products, Inc., Buffalo, manufacturer |the inconvenience while Massachu- 
types of greases heretofore re-| o¢ Carry-All truck service bodies, automotive body parts, Mor-Sun furnaces and Roly-Door|setts builds a great new highway 








ee ee 
ee ce 


% 





announced ~ quired, thus reducing inventories qverhood garage doors, announces me production a twe new models of the Mecrlese sorry system.” 
»-job opera- BLOCKS WHEELS —An aluminum casting i j—all-steel, all-purpose service and utility units. One of the main purposes of the Carry- ’ 

commercial with a saw-tooth surface is being produced eho anaes eee i All's design is to obtain the savings made possible by continuous, large scale, mass-preci- Finally, after the motorist has 
ostly equip- by Farmers Tool & Supply Co., 46/5 Wash- e 5 sion-production of standardized service bodies and taterchongesite parts, the company| passed through the construction 
lent working ington St., Denver, as a safety block for ve-}SOap and a highly refined mineral | asserts. The new models B-750 and B-910 give greater capacity for heavier payloads, fit all work, he is given a parting fare- 


hicles. Undersid leats grip the road, says i i i standard '/2, % and one-ton new and used-truck chassis, Morrison states. The 48'/-inch width . 
the ‘fren, The ‘devlae bao 2 008 luminous . p> | from — rer ™ = of the heavy-duty offset-reinforced non-skid 16-gauge floor and extra wide compartments well by the governor: “Thank you 
offers greater lubricating Qualities | (<o+ out over the wheels) provide extra space for bulkier loads, it adds. Standard optional |for your patience. With the com- 


flector to warn oncoming traffic of trouble. ‘ 3 y 9 a 
and a wider range of application, | parts include overhead ladder racks, tailored caravan canvas tops, sliding metal roofs,| pletion of this road, Massachusetis 
‘or 


:k driver to 
d unloading 


— it is said manta duriie, winches, Pipe vse, reat and topper jacks, ete. "es* ‘*" Wh C86 forges another link in a great high- 
—— 2 Industrial Engines Added The above are typical of the hun- 
a . duction of two ultra-low profile; suction-type carburetors in con-/|dreds of chatty messages to the 
To Continental Offerings models, the AC-5 developing % to| junction with underslung fuel tank. | public which the governor is mak- 
Continental Motors has broad-|one horsepower, and the AC-6 de-|The AC-5 extends the company’s|ing in similar signs on highway 
‘lened its line of small air-cooled | veloping 1% horsepower. range below its former 1% horse-/|construction projects all over the 

industrial engines with the intro- Both feature specially-designed | power level. state. 









Tlew Operating Efficiency! 
Wew Flexibility of Use! 
Yew Profit Possibilities! 





Ric ee ia is 


STEAM CLEANER—A unit said to deliver 
steam at the rate of 150 gallons an hour at 
reeds up to pressures from 30 to 100 pounds is being 








produced by Chem-Therm Mfg. Co., Pasa- 
well es an dena, Calif. The device is portable and 
-up" angle, measures 43 inches high, 44 inches long and 
f the chain- 24 inches deep. The Chem-Therm has a one- 
nounced by piece removable cover. 
jlelphia. The . 
ties of 500, : 
models lift 


40 feet. 
yl. 1) 





GREASE GUN—When loaded the 23-inch 
high, 27'/-inch long Brown portable electric 
grease gun weighs 230 pounds. It holds 25 
pounds of grease and has from 500 to 12,000 
pounds per square inch pressure, says the 
manufacturer, Brown Grease Gun Co., Char- 
lotte, N. C. It is run by a modified Ford 
starter motor and can grease about 5,000 
average fittings before the battery must be 
recharged, the company says. 





NEW FEATURES 


1. WORM DRIVE 
High Speed with heavy duty ball 
bearings and heat treated gears. 

: Reversible with self-locking werm 
which holds load assuring safe and 

positive operation. 


NEW TYPE CONTROLS 
Simplifies operation by giving op- 
erator complete contro! of both 
service lines from convenient posi- 
tion of safety in rear of truck. 




















After months of planning and more than a year of 
actual road testing, Model 525 becomes the newest 
addition to the Holmes line of modern power 
wreckers. This streamlined road unit was developed 
to meet today’s need for a universal or all purpose 








HAND OPERATED DUMP UNIT—A "'slip- 
in" dump oaey designed for pickup trucks | 
y 

























oo : ore Mfg. cf | k I desi d d id 5 f 
2 CARS ite hr ne GY eeeuted e's | Large service drums provide speed wrecker. t was designe to | o a wide variety 0 
lio. W, a ee ' fortight jobs, power for heavy jobs, work, with speed and flexibility for light cars and 
io. We * 8 ¢ | prevents wedging, chafing of cables» power and capacity for the average truck. It is a 
am on ' : i bs sturdy, compact unit of moderate size which can 
le into -_ be economically operated on any popular make 
se i 11% or 2 ton truck. 
factory 
Marx.” 
im has FLASHES 'N CLICKS—K-D Lamp Co., Cin- Model 525 has many new features which make it 
ao te. cane, bes gets Sarees coat atic a most desirable unit for all-round road service. 
Des light and an audible ‘click. The indicator It is more flexible and versatile than other units, 
— bulb soean teh ee unit fits. ll Sibe oF has a long range of operation and unusual earn- 
Tr us as ay er oe E, ead may be mounted on ing possibilities. Write factory today for infor- 
- many a mation on the new model 525. Priced from 
Hercules Offers Bulletins $1,150 (without service body) up to $1,910.50 
depending upon extra equipment desired. 
lamon, | On Eight Products re ae = 
arage Hight bulletins on Hercules prod- 
ucts are now available, reports the 
_pshire Galion (O.) company. They de- 
scribe cement mixers, coal-handling 
ir CBS power chutes, medium duty hoists 


ERNEST HOLMES COMPANY, Chattanooga, Tenn. 


and dump bodies, JDX low-mount 
hydraulic hoists, line envelope 











Used-Car Auction Prices 


Market Trend 


Apparently last week’s $1 drop in used-car prices wasn’t the start 
of a trend, for this week’s overall average price is back stronger 
than ever—$1l1 stronger than last week to a new high of $1,020. 

All models shared in the gain this week, although prewars were 
up only slightly. Early postwar models continued to show the great- 
est improvement in price. 

The overall average price this week is $38 above the March aver- 
age, while all models are ahead of their March averages. Gains 
range from $19 to $56 over the March levels. 

Price increases this week by year-models: '50s, up $7 to $1,886; 
49s, up $10 to $1,489; ’48s, up $15 to $1,153; ’47s, up $16 to $863; 
"46s, up $24 to $831; '42s, up $1 to $415, and ’41s, up $2 to $401, 





: NASH—’'49 club coupe, $1,250. 
ST. JOSEPH, MO. OLDSMOBILE—’48 sedan, $1,227. 
(Sst. Joseph Automobile Auction. Sale| PLYMOUTH—’'48 sedan, $1,070. ‘42 sedan, 
every Tuesday. Prices are for sale of $290. °'40 sedan, $352. 
Apr. 11.) PONTIAC—'49 sedan, $1,662. ‘46 sedan, 
(Sold 79 units out of 114 offerings.) $1,002, 
BUICK—’49 Super sedan, $1,717. °48 Spe- | STUDEBAKER--'41 sedan, $250. ‘40 se- 
cial sedan, $1,112. ‘46 RM sedan, §1,- dan, $202. 
032. '40 mee $305. ‘39 sedan, $115. 
‘38 sedan, $140. 
CHEVROLET—’'49 sedan, $1,332, $1,322, ALBANY, N. Y. 
$1,370, $1,457. ‘48 sedan, $1,075, $805, (Tim Anspach’s Dealers Auto Auction. 
$1,225. °47 conv., $905, $1,142; FL aero-| Sale every Monday. Prices are for sale 
sedan, $1,037. ‘46 business coupe, $697; | of Apr. 10.) 
sedan, $930. ‘41 sedan, $492, $302. (Prices steady with past week's high. 


CHRYSLER—’47 sedan, $1,002. Sold 135 units out of 171 offerings.) 


DeSOTO—’'47 sedan, $995. BUICK—’50 Special sedanet, $1,425, §$1,- 
DODGE—’49 club coupe, $1,362. ‘48 se- 400; RM sedanet, $2,425. '49 RM 4-dr., 
dan, $1,032. $1,875; sedanet, $1,785; Riviera coupe, 
FORD—’50 sedan, $1,687, $1,377, $1,497. $2,350; Super conv., $1,950; station 
‘47 sedan, $1,080, $705, $675; conv., wagon, $2,000; 4-dr., 2 at $1,850, $1,- 
$952. °46 sedan, $707. ‘39 sedan, $132, 740, ‘'48 Super sedanet, $1,425, $1,350; 
$102. RM 2-dr., $1,390, $1,350, ‘47 RM 4-dr., 
KAISER—’48 sedan, $692, $715. '47 sedan, $1,275; conv., $1,190; Super sedanet, 
$645, $745. $1,170. '46 RM 4-dr., $870; Super 4-dr., 

















The Complete, Safe CARBON-MONOXIDE REMOVAL System 





So simple to install, so \ 
quick and effective to use, 

so completely concealed, 
CAR-MON Exhaust System 
is the most practical, efficient 
way of removing dangerous carbon monoxide gas fumes, 
for any number of cars. Simplified installation permits the 
flexible and underfloor ducts to be easily and economically 
installed anywhere. Floor plates conceal and protect tube 
from damage. No tripping or handling heavy tubes. Entire 
tube disappears within duct. Permits exhaust testing while 
in operation. Employees work better, feel better! Leading car 
dealers depend upon CAR-MON. 


WRITE FOR 
DETAILS 
TODAY! 


TET) Pa La rT 


CAR-MON PRODUCTS C0., 4552 


SPRAY GRAIN 


—for— 


USED CAR RECONDITIONING 


GRAINS MOLDINGS 
AND DASHES WITH A SPRAY GUN 


Just spray graining ink through a cloth screen to form grain. Produces factory- 
like finish, dries fast. Any painter can do it. 

Kit consists of 3 graining screens, fine, medium, wide. 6 pints graining ink 
concentrate—Mahogany, Dark Walnut, Walnut, Maple, Oak 
and Grey. F.O.B. Los poe 18. 79 


The ening oh should be thinned 4 to 1 with lacquer thinner, making 30 pints, 
enough for 50 to 70 cars. Screens last indefinitely when washed with lacquer thinner. 


GEORGE W. SNIBBE SALES COMPANY 
926 S. FLOWER ST. LOS ANGELES 15, CALIF. 








AUTOMOTIVE NEWS, APRIL 24, 1950 


coupe, $435; 


— ‘42 Special sport 
2-dr., $190, 


4-dr., $460. 39 Special 
$240; 4-dr., $375. 
CADILLAC—'48 (62) 4- dr., $2,210. 
CHEVROLET—’49 FL special 2-dr., $1,380; 
FL Deluxe 4-dr., $1,380; SL Deluxe 
2-dr., $1,450, °'48 FM conv., $1,305, 
$1,300; 4-dr., $1,140; FL 4-dr., $1,350, 
$1,210; FL aerosedan, $1,185, ‘47 SM 


2-dr., $925; FM conv., $1,070, $1,025. 
'46 SD 2-dr., $900; Deluxe club coupe, 
$875; MD club coupe, $850; FL aero- 
sedan, $1,010. ‘41 SD 2-dr., $410, °40 
8D 2-dr., $375. 

CHRYSLER—’50 NY club coupe, $2,760. 
‘49 NY 4-dr., $1,475. ‘48 NY conv., 
$1,425. '47 NY 4-dr., $1,250; club 


coupe, $1,070. 

DeSOTO—’50 Deluxe club coupe, $2,285. 
'46 Deluxe 2-dr., $950. ‘42 Deluxe 4-dr., 
$220. 


DODGE—'48 Deluxe 4-dr., $1,125; 
pickup, $630. ‘47 Custom 4-dr., 
conv., $1,440. ‘46 Custom 4-dr., 
*39 Custom 4-dr., $225. 

FORD—’49 Custom (8) club coupe, $1,250, 
$1,140; 2-dr., $1,270; Custom (6) 2-dr., 
$1,160, ‘46 Deluxe (6) 4-dr., $755; (8) 
2-dr., $750, $660. °42 Deluxe (8) 2-dr., 
$410. ‘40 (8) 2-dr., $180; 4-dr., $300. 
'38 2-dr., $80; conv., $210. 


half-ton 
$1,185; 
$985. 


FRAZER—’'47 Manhattan 4-dr., $850. 

HUDSON—’48 Commodore (8) 4-dr., $1,- 
110, °47 Commodore (6) 4-dr., $740. 
‘46 Commodore (6) 4-dr., $590. 


KAISER—’48 4-dr., 
4-dr., 

MERCURY—'50 2- dr., 
$985. ‘46 4-dr., $745. 

NASH — ‘49 (600) 4-dr., $1,205; 
2-dr., $1,370. ‘48 Super 4-dr., 
'47 Ambassador club coupe, $850, °'46 
(600) 4-dr., $710. 

OLDSMOBILE—’50 (98) 4-dr., $2,600. 49 
(76) 4-dr., $1,700, $1,750; club coupe, 
$1,740. "48 (88) 4-dr., $1,625; (76) 
4-dr., $1,400; (98) conv., $1,625; (78) 
2-dr., $1,335. ‘47 (76) club coupe, $1,- 
130; (68) club coupe, $1,100. ‘46 (76) 
sedanet, $760. °'39 (76) 4-dr., $320. 

PACKARD—’48 Custom 4-dr., $1,450. °47 
Clipper 4-dr., $1,000. °40 4-dr., $220. 

PLYMOUTH—’50 Deluxe club coupe, §$1,- 
720. '49 SD 4-dr., $1,240. °48 SD 4-dr., 
$1,150, $1,050. ‘47 Deluxe 2-dr., $890; 
club coupe, $1,080. ‘46 Deluxe 4-dr., 
$870, $800. ‘41 SD 4-dr., $425, $430. 
"40 Deluxe 4-dr., $160. '37 4-dr., $150. 

PONTIAC—’50 Chieftain (6) 2-dr., $2,035, 
$2,000. ‘49 SL 2-dr., $1,780; 4-dr., $1,- 
675. ‘48 (8) conv., $1,590. °47 SL (6) 
4-dr., $1,090, $1,070; Torpedo (6) se- 
danet, $1,080. ‘41 Torpedo (8) 4-dr., 
$350. 

STUDEBAKER—’50 Champion club coupe, 
$1,600, $1,570. ‘47 Commander club 
yee 4-dr., $910; Champion 

r. 

WILLYS—’'47 half- ton pickup, $630. 


DENVER 


(Denver Auto Auction, Inc. 
Tuesday at Englewood, Colo. 
for sale of Apr. 11.) 


$830, $735, $700, °47 
; 48 4-dr., 


Sale every 
Prices are 


(Prices about the same as last two 
weeks. Demand fairly strong.) 

BUICK—’50 Special 2-dr., $1,885; Super 
2-dr., $1,800. ‘49 Super 2-dr., $1,720, 
$1,700. ‘48 RM 4-dr., $1,360, $1,320, 
$1,275, $1,175. ‘47 Special 2-dr., $1,135, 
2 at $1,000. ‘46 RM 4-dr., $845. 

CADILLAC—'49 (62) 4-dr., $2,715. °48 
(62) 4-dr., $2,300. 


$1,700; 


’49 conv., $1,590; FL Deluxe 2- dr., 

355; SL Special 2-dr., $1,350. °48 FM 
CHRYSLER — '49 Windsor 2- dr., 

$1,350, 

DeSOTO—’50 Custom 4-dr., 
$930, $925. '42 

FORD—’50 CD (8) conv., 
$1,620; club coupe, 

(8) 2-dr., $1,280, $1,245, $1,235, 

47 SD (8) 
FRAZER—’48 Manhattan 4- dr., 
710. 

330. °'47 Commodore (6) 2-dr., $700, 
LINCOLN—’47 club coupe, $800 

sedan, $1,505. ‘47 4-dr., $890. 
OLDSMOBILE — ‘50 (98) 4-dr., 

club coupe, $1,025, °41 (8) 4-dr., $245. 

$1,405; SD 4-dr., $1,450, $1,445. "48 

4-dr., $1,260; 

‘46 (8) 2-dr., $870, 

625, 

(Tom Hewitt Auto Auction, 
BUICK—’'50 Special 4-dr., $1,800, $2,000. 
CADILLAC—’'49 (62) 4-dr., 2,775. "48 
CHEVROLET—’'50 FL Deluxe 2-dr., $1,- 

$1,350; conv., $1,550, $1,450, $1,400, 

$1,025, $1,050; conv., $1,170. ‘47 FM 
CHRYSLER—’49 Windsor 4-dr., $1,950. 
$1,800; 4-dr., $1,725; Wayfarer 2-dr., 
club 
coupe, $1,690; Deluxe (8) 2-dr., 5 at 
225, $1,175; club coupe, $1,175, $1,150. 
Deluxe (8) 2-dr., $560. ‘40 Deluxe (8) 


CHEVROLET—'50 FL Deluxe 2-dr., $1,- 
485, $1, 455, $1, 430; 4-dr., $1, 395; sL 
conv., $1,275; 2-dr., $1,195, $1,165, $1,- 
$1,860, $1,835. ‘48 NY 4-dr. 

$1,095. 
DODGE-—’47 Custom 4-dr., 
"39 4-dr., $200. 
Deluxe (8) 2-dr., 
$1,550. ‘49 Custom 
$1,210, $i, 190; conv., $1, 225. 
$770, ‘47 
Manhattan 4-dr., 
$660. 
$745. $600. 

MERCURY—'50 club coupe, $2,085; 4-dr., 

NASH—’49 Ambassador 2-dr., $1,105. ’'46 
(88) 4-dr., $2,650, $2,375; 2-dr., 

PLYMOUTH — ‘50 Suburban, $1,930; SD 
SD 2-dr., $955. 

(8) 2-dr., $1,315, $1,205; 
conv., $995. 

"50 Champion 4-dr., 
Champion 4-dr., $1,020. 

Friday. Prices are for sale of Apr. 7.) 
‘48 Super sedanet; $1,470; 4-dr., $1,300. 
(62) 4-dr., $2,275. '46 (62) sedanet, 
780; Bel-Air, $2,105; conv., $2,180. '49 
$1,350; FL Special 4-dr., $1,410; SL 
conv., $1,000. '46 SM 4-dr., $825, $750. 

DODGE—'50 Meadowbrook 4-dr., $2,010. 
$1,525. 
$1,500; (8) half-ton pickup, $1,200, $1,- 
'48 SD (8) 2-dr., $730. ‘47 SD (8) 
4-dr., $450. 

$1,- 


765; SL Special 4-dr,, $1,680, $1, 675. 
Deluxe 4-dr. $1, 455; 2-dr., $1,380, $1,- 
110, 2 at $1,095. 
$1,925, 
$1,095. ‘47 Windsor 4-dr., 
$2, 400, 
Custom 4-dr., $295. 
$2,025, $1,875; 
$1,425; (6) 2-dr., 
$1,215, 
conv., $935, 
HUDSON—'49 Commodore (6) 4-dr., $1,- 
KAISER—’48 4-dr., ’47 4-dr., 
$2,000. '49 station wagon, $1,570; sport 
(600) 4-dr., $600. °42 (600) 4-dr., 
$2,375. '49 (98) 4-dr., $2,050, °47 (66) 
4-dr,. $1,775. °49 Deluxe 2-dr., $1,580, 
PONTIAC—’48 
(6) 4-dr., $1,105. °47 (8) 
STUDEBAKER— 
*49 Commander 4-dr., $1,300. ‘48 
VALDOSTA, GA. 
Sale every 
(Sold 153 units out of 200 offerings.) 
’47 Super station wagon, $1,000. 
$1,100. 
FL Deluxe 2-dr., $1,490, $1,475, $1,400, 
2-dr., $1,490, $1,450. 48 FM 4-dr., 
‘42 MD 4-dr., $500. ‘41 SD 2-dr., $640. 
49 Coronet club coupe, $1,600; conv., 
FORD—’'50 CD (8) 2-dr., 
150. '49 Custom (8) 2-dr., $1,255, $1,- 
2-dr., $870. '46 SD (8) 2-dr., $820. ‘41 
HUDSON—’48 Super (6) 


club coupe, 
125. 

LINCOLN—’49 4-dr., $2,000 

MERCURY—’'50 club coupe, $1,975; 4-dr., 
$1,875, $1,775. ‘49 sport sedan, $1,400, 

























_ TRUCK SECTION 


$1,425; club coupe, $1,425, $1,575. 175; (6) sedan, $950; SL (8) sedan, 


NASH—’49 Ambassador 4-dr., $2,050, °47 $1,135, ‘41 (6) sedan, $480. ‘40 (6) 
Ambassador 4-dr., $705. station wagon, $135; (8) sedan, $430. 
OLDSMOBILE — 50 (88) 4-dr., $2,005; '39 (8) sedan, $205; (6) club coupe, 
conv., $2,550. °49 (98) conv., $1,850; $400. ‘38 (6) sedan, $375. 
4-dr., $1,860; (88) club sedan, $1,900; STUDEBAKER — °46 Champion sedan 
4-dr., $1,900. °48 (76) sedanet, $1,100. $710. °41 Champion sedan, $125 
"47 (76) sedanet, $1,000. WILLYS—’'49 Jeepster, $1,100 
PACKARD—'49 (8) 2-dr., $1,325. 
PLYMOUTH—'49 SD 4-dr., $1,280. ‘48 HOUSTON 


Deluxe 2-dr., $1,125; SD 2-dr., $1,080. 
PONTIAC—’49 SL (6) sedanet, $1,675; (8) 
4-dr., $1,800; 2-dr., $1,700. ‘46 (6) 
sedanet, $890. '41 (8) sedan coupe, $500. 
STUDEBAKER — ‘48 Land Cruiser 4-dr., 
$1,200; Commander conv., $1,225. ‘47 
Commander club coupe, $1,000. 
WILLYS—'50 station wagon, $1,625, $1,- 


(Gulf Auction Co. Sale every Tuesday 
Prices are for sale of Apr. 11.) 
(Prices higher on 1950 and late-model 
clean cars. Sold 58 units out of 94 
offerings.) 
BUICK—’50 RM sedan, $2,600. 
sedan, $1,530. ‘47 sedan, $600. 


"49 Super 


600. ‘48 station wagon, $760, $800. ‘47| CHEVROLET — ’'50 SL Deluxe (Power 
half-ton pickup, $575. Glide) 4-dr., $2,150; 2-dr., $1,695, 2 at 
L $1,685; FL Deluxe 4-dr., $1,755 *48 
2 FM 4-dr., $1,240, $1,200. 
CONCORD, MASS. CHRYSLER—'46 NY conv., $710. 
(Concord Auto Auction, Inc. Sales every | FORD—’50 half-ton pickup, $1,200, $1,215, 


$1,190; Deluxe (8) 4-dr., 
4-dr., $1,780, $1,760, 
Custom (8) 2-dr., 


$1,600; CD (8) 
$1,660, $1,650. ‘49 
$1,260; Standard (8) 


Monday and Friday. Prices are for sales 
of Apr. 7-10.) 


(Sold 237 units out of 358 offerings.) 


BUICK—’50 Special sedanet, $1,800, ‘49| 2-dr., $1,175. ‘48 club coupe, $905. '46 
Special sedanet, $1,510; sedan, $1,430; aan $710. ‘41 SD (8) club 
Super estate wagon, $1,910; RM sedanet, coupe, . 

ae chess ee, 2 odanet. | MERCURY—'50 4-dr., 48 4-dr., 


$1,725. '48 RM sedan, $1,365. ‘47 Super 
sedan, $1,165. °46 Super sedan, $1,010. 
"42 Special sedan, $365; Super sedanet, 
$375. °41 Century sedan, $300; Special 
sedan, $350; Super club coupe, $575; RM 
sedan, $590, $550. 

CADILLAC—’ 49 (61) sedanet, $2,510. ‘46 
(62) sedan, $1,485. °41 (62) sedan, $705, 


$650. 
CHEVROLET—’50 SL Special sedan, $1,- 


$1,970. 

$1,970, °48 4-dr., $885. 

OLDSMOBILE—'49 (88) 4-dr., $1,900. ‘47 
(76) 2-dr., $825. 

PONTIAC—'46 2-dr., $645. 

MISCELLANEOUS—’48 International % 
ton pickup, $660; Prefect 4-dr., $355. 


RALEIGH, N. C. 


575; half-ton pickup, $1,060; Bel-Air, (Mann’s Auto Auction Sales. Sale every 
$2,150; FL Deluxe sedan, $1,785. °'49| Monday. Prices are for sale of Apr. 11.) 
SL Deluxe sedan, $1,390, $1,425; FL | BUICK—’49 Super 4-dr., $1,775. 
Deluxe sedan, $1,450. ‘48 FM conv., | CHEVROLET—'50 FL Deluxe 2-dr., $1,- 
$1,280; SM sedan, $860, $750; FL aero- 650; half-ton pickup, $1,150. 49 FL 
sedan, $1,260, 2 at $1,170. ‘47 sedan Special 4-dr., $1,320. ‘48 FM 2-dr., $1, 
delivery, $610; FL aerosedan, $950, $1,- 120. '47 FM 4-dr., $900. '46 SM 4-dr., 
150; FM sedan, $1,040. ‘46 SM sedan, $700. ‘41 2-dr., $455. °40 2-dr., $585 
$905; FL sedan, $920, ‘42 SD sedan, '39 2-dr., $220. "38 business coupe, 
$430, ‘41 MD sedan, $510, $525; SD $270. ’37 4-dr., $170, ‘35 2-dr., $105. 
club coupe, $500; sedan, $425, $325. °40| CHRYSLER—’48 NY 4-dr., $1,380, ‘41 
sedan, $335, 4-dr., $400, 

CHRYSLER—’47 Windsor club coupe, $1,- | DODGE—’48 Custom 4-dr., $1,300; Deluxe 
225. 4-dr., $1,190, ‘47 Deluxe 4-dr., $920. 


DeSOTO—'48 Custom sedan, $1,500, $1,375. | FORD—'50 half-ton pickup, $1,125, $1,120, 


‘41 club coupe, $590. $1,130; 2-dr., $1,425. °'49 Custom (8) 
DODGE—’'47 Custom sedan, $1,125, $1,110. 2-dr., $1,340, $1,330; (6) 4-dr., $1,250 
FORD—'49 Custom (8) conv., 2 at $1,575; '48 SD (8) 4-dr., $1,000, ‘47 Deluxe (6) 

sedan, $1,355. °48 SD (8) sedan, $1,000, 4-dr., $810; business coupe, $750, ‘46 

$1,025. °'47 SD (8) sedan, $805; conv., 2-dr., $700, $705. ‘41 4-dr., $455. ‘40 

$1,035. °'46 Deluxe sedan, $775; club conv., $925; 2-dr., $405. ‘39 2-dr., $380 

coupe, $695; SD sedan, $710, ‘41 SD °36 2-dr., $205. ‘35 2-dr., $265. 

sedan, $440, $410, $400; business coupe, | MERCURY—’41 4-dr., $375. 

$300. '40 sedan, $360; conv., $550. ‘39 | NASH—’47 4-dr., $725. 

(85) sedan, $285. OLDSMOBILE—’50 (76) conv., $1,755, °48 
FRAZER—’47 sedan, $680. 4-dr., $1,060, ‘47 club coupe, $910; 
KAISER—’'50 Traveler sedan, $1,575. 2-dr., $950. 


"49 Cosmopolitan sedan, $1,625. 
$1,275. 


$1,505. ‘49 sta 
‘48 SD 4-dr., $1,- 


LINCOLN— 
‘41 Continental conv., 


PLYMOUTH—'50 4-dr., 
tion wagon, $1,375. 


MERCURY—’49 sedan, $1,435; conv., $1,- 040; Deluxe 4-dr., $860. ‘46 4-dr., $680 
635. '47 club coupe, $995; conv., $1,165. "41 4-dr., $300. 
'46 sedan, $790; club coupe, $850, $725. | PONTIAC—'50 4-dr., $2,125. ‘49 conv., 
"41 conv., $475. ‘40 sedan, $225. $1,875. 

NASH—’46 (600) sedan, $600, $710; Am- | STUDEBAKER—’50 Champion 4-dr., $1,- 
bassador sedan, $600. 520, $1,635. °'48 4-dr., $1,220. 


OLDSMOBILE—’48 (66) sedan, $1,325. '46 
(66) sedan, $850, $900. ‘41 (76) sedan, 
$225, $255; sedanet, $460. 

PACKARD—’47 Super Clipper sedan, $960. 
"40 (110) sedan, $260. 

PLYMOUTH — °'49 Deluxe sedan, $1,135; 
club coupe, $1,410, $1,385. ‘47 Deluxe 
sedan, $875, $1,030; A eee See a 
46 SD sedan, $490, $835. ” sedan, ss 
$650, '41 Deluxe sedan, $200, $305. °40 a 49 gare, si ose. 
sedan, $240. '39 sedan, $460. om te ola’ 4h Ganer £0 $ Sr abe "at 

PONTIAC—’50 Chieftain (6) Deluxe sedan,| ‘4-4F-, $1,910. uper 4-dr., $1,400, '47 
$2,200. °47 Torpedo (8) club coupe, $1,- (Continued on Page 45, Col. 1) 


WILLYS—'48 Jeep, $620. 


OAKLAND, CALIF. 


(A, L, Pollock Auto Dealers Wholesale 
Auction, Sale every Wednesday. Prices are 
for sale of Apr. 12.) 

(Market strong on all postwar models.) 


$1,860, $1,960; 
; RM 


OLE Tare a4 
MORE PROTECTION 
when you tastall 


SVUR-OCE cri Ores 


_ because STUR-DEE engineering has been directed 
to the single purpose of providing the most in common- 
sense protection. That's why the STUR-DEE is the 


World's Most Widely Used Grill Guard 


VOLTZ BROS., INC. cmicaco ie, nimors 
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— Custom (8) 4-dr., $1,330, $1,320. ‘48 | 
40 (6) i e e SD (6) sedan, $975, $950. "47 Deluxe (8) | 
= sed-Car Auction P aan Shain Tae: et, ew. Ay i 
>’ coupe, rices ER—'47 Manhatan 4-dr., $745, $680. 
- @ NASH—'49 2-dr., $1,250. "41 "(800)' 2dr. erage Use ar rFrrices 
sedan : 05. : : 
| OLDSMOBILE—'49 (76) sedanet, $1,625 (Compiled by Automotive News) 
(Continued from Page 44) eae ne Clipper 4-dr., $820, 41) A 1950 M Feb 
4-dr., $430, | pr. 195 ar eb. 
— i-dr., $1,090. ‘46 Super 4-dr., | on $490, $375. "40 MD business coupe, eg — '47 Deluxe sedan, $905, | Model (to date) 1950 1950 
. ). | 60. 870, $830. '46 Deluxe sedan, $910, $805. 1950 $1,886 1,861 1 
. ADILLAC—'50 (61) 4-dr., $3,670, $2,650. ; 46°C 75 '42 4-dr., $370. '38 4-dr., $125 ’ $1, $1,803 
Tuesday < . . DeSOTO—'46 Custom 4-dr., $1,075. 7 , owe r., a. 
61) 4-d 2,465 } Jun? , 1949 1,489 
CHEVROLET UB SE Deluxe tar. 1,-|PODGR 49 Coronet, station, wagon, $2.-| "sy dar. $1.400; sub coupe, $340 46 1948 158 11OL 1080 
on 9 580, 46 FM 4-dr., $835. 42 SM 2-ar.,| 050. '47 Custom 4-dr., $1,200, $1,100. '46| (8) 4-dr.. §705. "41 7) ab compe $300, | — — I, 
. $300; FL aerosedan, $585. "41 4-dr., ita. CC SEURERARED "06 Conmpien sedan, $1,- | saan on oa oa 
$4 : pay — 060, $1,080. '39 Champion coupe, $240. | 
19 Super ie a Windsor 4-dr., $1,110. [oo tng Custom (6) 2-dr., $1,200; De- | MISCELLANEOUS—’47 International half- 1942 415 392 864 
39 4-dr., 5. uxe (6) 4-dr., $1,185, $1,165. ‘48 SD ton pickup, $600. | 
se DeSOTO—'41 club coupe, $225. (8) club coupe, $1,020. 47 SD (8) 2-dr., | 1941............ 401 382 372 
, 2 at DODGE '49 Coronet 4-dr. ,860. °47 $990, $840. ‘42 club c¢ 475. °39 7 y —— —" 
55. 48 Custom 4-dr., $1,015. i re ee — = WHEELING, ILL. Overall 
, ; . ' ' Apr. (to date) Mar. Average... $1,020 $ 982 
FORD—'49 Standard (8) 4-dr., $1,245; | FRAZER—'47 4-dr., $790 | eee Auto Auction Co, Sale every 
Custom (8) 4-dr., $1,400; Custom (6) maenw_'4a @ . . hursday, Prices are for sale of Apr. 13.) | 
+ $1,215, ‘ar I $1,235; club coupe, $1,225. ka tan jan 4-dr., $645 BUICK—'49, Super 4-dr., $1,780, $1,705. | ‘The above figures are averages of used-car auction prices, all 
s -dr., 95. "47 SD (8 -dr., AISER—'47 4-dr., 2 ; I -dr., ,025. ‘41 8 -dr., ; 509 
050, *49 quan, "46 Delia (a, Sar, Beth; OD 16; [EECOEN-t0 ¢-er ‘9006 | $350; conv., $570. "38 Special 4-dr., $260 makes and models, carried regularly in Automotive News.) 
) , 5 ; + , 7" . 
005. 46 oan or cay Bae <° half-ton pickup, | MERCURY ~'49 4-dr., $1,525, $1,460. "48 ae yet ote *. 2-dr., $2,550. °41 
(8) club FRAZER—'49 Manhattan 4-dr.. $1,310 ‘aan —— - club coupe, $830, | CHEVROLET—'49 FL Deluxe 2-dr., $1,- Oe tae, (98) 4-dr., $1,015. '46)q@ plant erected by Carthage Hy- 
| HUDSON—'48 (8) 4-dr., $1,370. | NAS — '48 Ambassador conv., $1,100;| 360. '48 FM 2-dr., $1,105; club coupe, -Gr., 9150. . . ~, |drocol, Inc... New Yo 
8 4dr. LINCOLN—'49 club sedan. $1,670; 4-dr.,| (600) 4-dr., $880. ‘47 (600) 4-dr., $835, | $1.150. '47 FL aerosedan, $1,040, $1,015; | PLYMOUTH—'49 SD club coupe, $1,370 a a 
i $1,745, $1,800. $700. | FM 4-dr., $980; 2d-r.,. $925. 46 SM|_°47 2-dr., $800 to (8) 4-ar.. $1,020, |The Plant is the first commercial 
900. 47 MERCURY--'49 4-dr., $1,610, $1,575, $1,- | OLDSMOBILE—'50 (98) 4-dr., $2,700, '49| 2-dr., $810, $790. '42 '2-dr., $400, 41] PONTIAC—"'47 Toupedo a "| synthetic gasoline plant in th 
& 625. '48 4-dr., $1.035 | (98) 4-dr., $1,875. '48 (98) 4-dr., $1,-| Club coupe, $395; 2-dr., $475; 4-dr., 40 club coupe, $155. . n e 
OLDSMOBILE_-’50 (88) club sedan, $2,-| 400: (78) 2-dr.. $1,200. '47 (98) 4-ar.| $380. °40 2-dr., $475, $385; 4-dr., $400, | STUDEBAKER ‘42 4-dr., $325 country. Each 24 hours it will pro- 
os | 540; 4-dr., $2,480. "49 (88) 4-dr.. §1.-| §1,205, "46 (78) 4-dr., $945, | --$320. °39 2-dr., $385, $250, $210: 4-dr., — ‘49 Prefect 4-dr.,/ duce 6,000 barrels of gasoline, 900 
oo. 7a" ’ 7 , : 939. . : , 
Tea) Sede este Naanet, SON). "50 | PLEMOUTE—'49 SD 2-ér., $i,470, $1.- manotO—'40 d<dr.. 9908 ————_—__—__—__—_— barrels of diesel oil, 200 barrels of 
PACKARD—'42 4-dr., $395 ae. Dat Lian aes 2 at $1-180; | DODGE—'49 half-ton panel, $1,125; Way- C th t St rt fuel oil and 300,000 pounds of by- 
i Sa PLYMOUTH 49 Si 4-dr., $1,325, ‘48| 4,07 ,,7, At $1,150. 47 SD 4-dr., $1,045. |" farer 2-dr., $1,675. "47 2-dr.. $930. '46/CLAPUNage lO a product chemicals. 
ever) SD 4-dr., $900. '46 SD 4-dr., $800, $895. c 7 4-dr., $620. '41 4-dr., $195. OS 
r. 11.) PONTIAC_’50 (8) 4-dr.. $2160 har Gat PONTIAC — '49 conv., $1,945; business | FORD 49 Cutsom 2-dr., $1,265. °47 S th 4 ‘G 9 sali ilien 
i $1,985. ‘48 station wagon. $1,370: (6) coupe, $1,535. ‘48 conv., $1,485, $1,370. (taxi), $610. ‘41 2-dr., $315, $245. °39/ yn etic as Pontiac Pla ue to Fin 
ir., $1,- sedanet, $1,450. '47 4-dr., $990 '47 Streamliner 4-dr., $1,100. '41 conv., 4-dr., $350; 2-dr., $200. | que ney 
Ky Fl. : WILLYS—'42 4-dr., $375. STUDEBAKER '50 Commander 4-dr., $1,- aan an py im ™ — BROWNSVILLE, Tex.—Produc-| J. B. Finney, Los Angeles, was 
r., < j 585; 4-dr., $450, $420, $310 c _& -dr., $15 ‘ j i je j 
M = : MASON CITY. ITA } “45, Champion +o $1,175, '47|NASH—'42 4-dr., $375. ‘40 4-dr., $180, | tion of synthetic gasoline is sched-| awarded the Pontiac better dealer 
., $585 MASON © > IA. Champion Sar Sat 9400" beic, ‘4n| 168. uled to start here about May 1 at| plaque recently. 
coupe, (Lapiner’s Used-Car Auction, Sale every Champion 2-dr., $420 —_ ce a - ae = 
$105. Wednesday. Prices are for sale of Apr. 12.) | 
80, ‘41 (Market ‘‘exceedingly strong.’’ Sold | yy 
130 units out of 186 offerings.) | AMARILLO, TEX. 
, Deluxe ; BUICK—'50 Super 2-dr., $2.300, '49 RM|. ‘Amarillo Auto Auction, Sale every Fri- | 
$920. : 4-dr., $1,765. '46 RM 4-dr., $1.055, $905; | 44Y. Prices are for sale of Apr. 14.)| 
, $1,120 } Super 4-dr., $1,000 | (Prices steady. Sold 170 units out of | 
om = (8) 270 offerings.) 


2 CADILLAC—’50 (62) 4-dr., $3,650; (61) |.” 
ae 4-dr., $3,395. "41 (62) 4-dr., $545, BUICK—'50 Special sedan, $1,940. '49| 


luxe (6) Ss 70) 395 37 =f = . 

50, '46 CHEVROLET—'50 SL Deluxe 4-dr.. $1,-| 650. station ‘wason. 1780) "47" eh 7 7 

55. "40 : 640; 2-ton truck, $1.300. °49 FL Deluxe sedan, $920; Super sedan, $810, $860 "42 | —s 
r., $380 } 2-dr.. $1,490, $1,400; SL Special 2-dr., Super sedan, $475. , 


é $1.330. ‘48 FL aerosedan, 2 at $1,230, /_. ; 
$1,180; SM 2-dr., $1.255, $1,110. °47 FL CADILLAC 50 (61) sedan, 3 at $3,600, 
aerosedan, $1,000 ‘46 FI. aerosedan, $3,530. '49 Coupe de Ville, $3,400. ‘48/} 
(60) Special sedan, $2,210. | 




































755, *48 $915, $840 
910; : CHRYSLER—’48 New Yorker club coupe, | CHEVROLET—’50 SL Deluxe (Powerglide) . e 
ai $1,125. ‘47 Windsor club coupe, $1,220 sedan, $1,970; Bel-Air, $2,165; sedan, | 
49 sta : DODGE—’49 Cust lub 1.640 $1,825, $1,875, $1,920 49 SL Deluxe} 
ir., $1,- ; , Custom club coupe, $1,640./ sedan, $1,410, $1,520; club coupe, $1,400; 
., $680 : FORD—'50 CD (8) conv., $1,950. °'49/| Special sedan, $1,310, $1,325, $1,380. 
i $1,465. ‘48 Deluxe club coupe, $1,285. : SLE “4g W 300. | 
} conv., : Custom (8) 4-dr., $1,265, $1,515, $1,100. | “ar nase onsg” ae” Wintear ‘sadem . 
48 Deluxe (6) 2-dr.. $950. ‘47 SD (8) $1,000 P , 2 , | 
r., $1,- 4-dr., $1.125. ‘46 conv., $970; 2-ton ee. 7 ae oes p ric 
truck, $490. "41 2-dr., $445, $345, —- eo Custom sedan, $1,400. ‘47| . 
Sus ‘ 0. °42 5 | 
FRAZZR—'51 4-dr., $2,300. 49 Manhat- mete sedan, G50, “62 sedan, Ge. 
; tan 4-dr., $1,260. DODGE—'47 club coupe, $855. ‘39 club 
aa coupe, $205. | 
: HUDSON—'47 (6) 4-d 665 : 
aenies KAISER—'49 4-dr. aioe ‘48 4-dr.. $790, | FORD—'50 CD (8) sedan, $1,800, $1,750; | 
ogee 47 4-ar,. 81750. 5 club coupe, $1,865; sedan, $1,735, 2 at | 
os LINCOLN—'49 club coupe, $1,895 $1,700, "49 Custom (8) sedan, $1,450, | 
dels.) MERCURY "50 2-dr $2,200, $2,175; $1,345, $1,265. ‘47 (6) sedan, $535. | 
$1 960: 4-dr., $2,000 FRAZER—'49 Manhattan sedan, $1,000 
960; NASH—'46 4-dr., $690. MERCURY—’50 : 2 200 a5. $2. 
5; RM OLDSMOBILE—'50 (88) 4-dr., $2,560, ‘49 | MERCURY 50 sedan, $0,200, $2,185, 2, 
400, °47 (98) 2-dr., $1,875. "47 (78) 2-dr., $1,-|. 0), ; 
\) 110. "46 (78) conv., $930 | NASH—'40 sedan, $180 
——_ PACKARD—'48 4-dr., $1,275 OLDSMOBILE—’50 (88) sedan, $2,410. ‘49 
PLYMOUTH—'48 Deluxe 4-dr., $915, 2 at| (98) conv., §2,075; (88) sedan, $1,860, 
$880. ‘46 Deluxe 4-dr., $790, $595. | $1,775. "48 (98) sedan, $1,380, $1,355. '47 
PONTIAC—’50 (8) 4-dr., $2,085; (6) 2-dr.,| (66) club coupe, $895. 
oon ‘47 (6) 4-dr., $960. '46 (6) 2-dr., | PACKARD—'48 sedan, $970 
STUDEBAKER ‘50 Champion Custom | PLYMOUTH—'50 SD sedan, $1,650. ‘49 
2-dr.. $1,610. '47 Commander 4-dr., $1,-| SPD _ sedan, $1,450, $1,410, $1,300; conv., 
030: RD 2-dr., $1,095. P $1,640. '48 SD club coupe, $1,010. 
; ; : , PONTIAC—'50 (8) sedan, $2,370, $2,360. 
: '49 (8S) sedan, $1,600, $1,500, $1,400; | 
: P | conv., $1,970. 
HILADELPHIA STUDEBAKER—’'50 Champion custom club 
Harry D. Gilbert-Harold B. Robinson coupe, $1,625; Commander conv., $2,080 
Sale every Tuesday and Thursday. Prices 47 Champion sedan, $875 
ire for sales of Apr. 4-6.) ‘ } 
(Prices holding their own. Sold 183 AKRON 
' units out of 267 offerings.) Fs | 
BUICK—’'47 RM 2-dr., $1,110; Super 4-dr., (Akron Auto Auction. Sale every Thurs- 
$1,150, $1,030, ‘46 Super 4-dr., $910,|44y. Prices are for sale of Apr. 13.) 
$900, "42 Special 4-dr., $470. ‘41 Super (Market very strong. Sold 62 units 
4-dr., $775, $560; Special club coupe, out of 96 offerings.) 
$400. BUICK—'50 RM sedan, $2,450. ‘49 RM 
CHEVROLET—'50 FL Deluxe 4-dr., $1,- sedan, $1,735. ‘48 Super sedan, $1,330; 
790. ‘49 FL Deluxe 2-dr., $1,505, §$1,- RM sedanet, $1,230. ‘40 Super club 
485; SL Deluxe club coupe, $1,410; SL coupe, $435. '39 Special sedan, $300. 
Special 2-dr., $1,380, $1,330, "48 FL | CHEVROLET—’'48 FL aerosedan, $1,230, 
uerosedan, $1,230; SM club coupe, §$1,- $1,175, $1,170, $1,075; SM sedan, $1,040, 
160. ‘47 FL aerosedan, $1,080, $1,055; $1,025. ‘47 conv., $1,005, $960; SM club 
FM 4-dr.. $975. '46 SM 4-dr., $860. ‘41 coupe, $1,000. '46 sedan delivery, $525. 
SD club coupe, $630, $610, $565; 4-dr., 42 sedan, $605. ‘41 SD sedan, $550, 
siete anneal etenaiaimemaniiiees $490, $300, $285. ‘40 SD sedan, $350, 
$320. ‘39 Deluxe sedan, $250. 
CHRYSLER—'49 Windsor conv., $2,250 
"42 Royal sedan, $440 
DeSOTO—'47 Custom sedan, $1,080 
DODGE 47 Deluxe club coupe, $1,005 
‘46 Deluxe sedan $850. ‘42 Custom |} 
sedan, $350 
. FORD—'49 Custom (8) conv., $1,475; club | 
| we E coupe, $1,285, ‘48 SD (8) sedan. $910. ONE DEMONSTRATION of this great, This new White 3000 with the power- 
: ‘ xe § . . . | . . . . 
sedan, $810, $790, $765. '41 SD sedan, new White 3000 proves it’s the most lift cab is tomorrow’s truck today 
| a ee maneuverable...most efficient... most because it is completely engineered for 
HUDSON — ‘47 Commodore (8) sedan, ’ ; 
fF $850 useful truck on the market today! greater usefulness . . . better maneuver- 
LINCOLN—'46 sedan, $800 ability lower delivery costs 
MERCURY—'49 sedan, $1,485, $1,435, $1,- — ~ - peak ‘ "a 
430. $1,375. '47 sedan, $915, $840. WEST COAST reports Excellent maneu- larger payloads. 
NASH—'50 Statesman sedan, $1,690. '46 | vering—it demonstrates and sells itself! 
Ambassador sedan, $705. | In every way it’s miles ahead 
f OLDSMOBILE—’50 (76) sedan, $1,925. ‘47 | eam SS i ° 7? . eae 
aT ore) N 3 ae (66) club coupe, $1,050. '46 (66) sedan, NEW ENGLAND ‘A beautiful performer another evidence of White leadership 
$875. '42 (76) sedan, $610 in the tight spots! ie action! 
’ PLYMOUTH—'48 SD _ sedan $1,130 17 
DETROIT'S OLDEST SD sedan, $925 a MIDWEST—“‘It’s an eye-opener demon- 
PONTIAC 50 SL Deluxe (8) sedan 2 stration that sells!” 
| 000 18 SL (8) sedan, $1,390, $1,305 . oe 
CHEVROLET DEALERSHIP 17. SL (6) sedan, $960. "46° SL (8) 
sedan, $940 DEEP SOUTH—‘*No comparison! In a 
TW 1-0600 —v- . ‘four-make’ demonstration, it sold 
EBENSBURG, PA. dice aamnad 
| rig t away: 
: (Ebensburg Auto Auction Co, Sale every | ? 
Thureday. Prices are for sale of Apr. 13.) | . i oe sos 
: CONNELL VTE ae (Prices still holding up. Sold 69 units | From coast to coast it’s a sure-fire, sure- 
: HOD a = of o offerings.) , dian aie be selling demonstration story for White x 
sICK—'49 8S sedan, ,705, 685, . : w 
; $1:710. "46 RM sedan, $950 $1,000 "4 | Distributors and Dealers. aerated 
: Special sedan, $350, $345, $330 3000 
j ™wW 3-5100 CADILLAC—'49 (62) club coupe, $2,850 
CHEVROLET—'49 SL Special sedan, §$1,- | 
} 415, $1,390, $1,385. '48 FL aerosedan, | THE WHITE MOTOR COMPANY « Cleveland I, Ohio 


DETROIT’S VOLUME 
CADILLAC DEALER 


FINE USED CARS 


$1,185. '47 SM sedan, $1.015, $905, $880. | 
46 FM sedan, $660, $340, $820. 139 Builders of the complete line of White Super Power and Diesel Power 


sedé 280 215. '37 sed 2 125, | : 
setae, Sak, Geen > oe =e Trucks, the revolutionary White 3000 with power-lift cab. . . 


| 
$140. } 
CHRYSLER—'47 Windsor business coupe, | city and intercity coaches, safety school busses. 


$910. '46 New Yorker vedan, $890, $910 
| DODGE—’48 club coupe, $1,340. ‘46 sedan, | 2 
| $930, $965. '39 2-dr.. $240. For more than 50 years the greatest name in trucks 


FORD -'50 Deluxe (8) 4-dr $1,500 49 | 
' @@8@SCSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSeeeeeseeeeeeeeeen 
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Ziesmer Is Chairman .. . 





NADA Names Group 
On Factory Relations 


(Continued from Page 2) 


Pa.; Raymond Pearson (Lincoln- 
Mercury), Houston; E, E. Price 
(Hudson), Miami; Frederick M. 


Sutter (Dodge-Plymouth), Colum- 
bus, Ind., and H. W. Roberts, ex- 
clusive truck dealer, Portland, Ore. 

According to Haller, the NADA 
industry relations committee 
operates under what he termed 
“a statesmanlike policy,” which 
sets forth, in part, the following 
general principles: 

It is right and proper that the 
manufacturing and _ distributing 
branches of the industry should 
coordinate their activities to their 
mutual advantage and to the bene- 
fit of the public, 

> * * 
1° IS recognized that: 
1. The industry is highly com- 


petitive. 
2. There are certain principles 


ihe CONVERTO 


picks up profits 









portable shife-cu 


DUMP BODY 


MODEL BD 


ideal combination 
Converto “Constructor.” This heavy duty, |! 
gauge all steel body, is o must for users requiring 
a sturdier, more efficient dump body. 


and policies which affect all man- 
ufacturers, all dealers and the 
public. 

3. There are many situations 
which directly concern a particular 
manufacturer and its respective 
dealers. 

4. Manufacturers are dependent 
upon their dealers . . . dealers are 
dependent upon their manufactur- 
ers ... and this inter-dependence 
calls upon both branches of the 
industry to recognize the rights and 
responsibilities of each, 

* + * 
ns recognizes that: 

1. Such activities as may be 
pursued must be free of collusion 
or restraint of trade. 

2. They be of such character as 
to assure profitable operation to 
both manufacturer and dealer. 

8. It is the responsibility of 


icUpac 


or you 





the CONVERTO CONSTRUCTOR 


An ideal profit combination for you, and an 


with the picUPac, is the 






MODEL A 





No attachments, simple hand 
cranked mechanism, It is ideal for 
hundreds of uses and locations. 


uertical-hgdraulic BODY DUMP 


a a oo oo oe oe 
Please send me at once your illustrated automo- 


i tive equipment folder with complete details. 


Name 


Address 


City 


MANUFACTURING CO. 


CAMBRIDGE 


CITY 





i 
} 
State 8 


INDIANA 


TRUCK SECTION 





60,429 VISIT SEATTLE AUTO SHOW—Huge crowds were 
the first in 10 years sponsored by the Seattie Automobile 


times on Sundays) vaudeville program was a feature of the show. 


the manufacturer to produce sat- 
isfactory motor vehicles having 
public acceptance in the com- 
petitive price range. 

4. It is the responsibility of the 
dealer to satisfactorily sell and 
service the motor vehicles he rep- 
resents, and to distribute such mo- 
tor vehicles in his respective com- 
munity in fair and equitable quan- 
tities. 

5. The greater the cooperation 
between manufacturer and dealer, 
the greater the success of all con- 
cerned. 

6. Such difference in thinking 
as may develop from time to time 
between the manufacturing and 
distributing branches of the in- 
dustry should be_ reconciled 
through conferences and arbitra- 
tion, thereby keeping legislation 
at a minimum. 

NADA will continue to: 

1. Oppose discriminatory legisla- 
tion affecting either the manufac- 
turing or distributing branch of 
the industry. 

2. Work for the promotion of 
model laws and the enactment of 
such legislation as will benefit the 
trade and the public. 

3. Seek through cooperative ef- 
forts the correction of any unfair 
or unbusinesslike practices. 

In announcing the 1950 commit- 
tee and its personnel, Haller said 
he would like to have it empha- 

sized “that NADA, through its in- 
dustry relations committee, stands 
ready at all times to participate 
in a fair and impartial manner in 
the discussion of any given subject 
affecting, on a national basis, the 
manufacturer, dealer or the public.” 


Dealers to Elect 
New Directors 


In Pittsburgh 


PITTSBURGH. — Four directors 
and one associate director will be 
elected today (Apr. 24) by the 
Pittsburgh Automobile Dealer Assn. 
at its annual meeting here. 

A 10-man slate drawn up by the 
nominating committee will be sub- 
mitted to the voters. Other nom- 
inations may be made from the 
floor. 

Approval for a board of directors 
recommendation will also be sought 
at the meeting. 


It asks: “That the retiring di- 
rectors be replaced by dealers 
chosen from car manufacturing 


lines not represented by directors 
remaining in office. That present 
dual representation on the board 


be continued only until the ex- 
Ppiration date of their current 
term.” | 
Court to Sell 
Oltman Mfg. 
DETROIT.—Oltman Mfg. Co., 
manufacturer of all-steel truck 


bodies and currently operating un- 
der a receivership, is being offered 
for sale by federal court. The plant 
still is in process of finishing a 
large post office order that has 
been held up due to the Chrysler 
strike which closed off the flow 
of chassis. It also has another large 
foreign order confirmed but await- 
ing settlement of exchange details. 

Murray D. Van Wagoner is the 
court’s trustee and Frank H. Boos 
is the attorney. Both have offices 





WASHINGTON. — The average 
independent tire dealer is one who 
sells from $25,000 to $150,000 worth 
of tires and tubes annually. 

Fifty-five percent of all tire 

dealers are in this classification. 
They make 54 percent of all deal- 
er purchases and about one- 
third of all wholesale, retail and 
commercial sales, 


| These are the findings of a 1949 


Dodge Prospects 
Offered $1 Day 


In Twin Cities 


MINNEAPOLIS. — Twin City 
Dodge dealers offered last week to 
pay any prospective new Dodge 
owner who signed an order $1 for 
each day of wait for the car. 

Maximum payment was set at 
$100. No Dodges were being built 
last week, of course, because of the 
strike at Chrysler. 


Local dealer ads read as follows: 


“The Chrysler strike is a real 
bonanza for you. You can still drive 
a new Bigger Value Dodge in the 
near future. If you wish to trade, 
we will appraise your car at to- 
day’s high market value and allow 
you this same full tradein when 
your new car is delivered. Mean- 
while, drive your present car dur- 
ing the bad spring weather.” 


Dealers participating in the ad| 
included: Dependable Motors, A. H. | 
Jacobason, Anderson Motor, Patsey | 
Motors, Earl Gerard Motors, Nich- | 
ols Schoening and others. 

* +. * | 


Plymouth Dealer Loses 


Order for Sheriff's Car 


ST. PAUL. — Ramsey county 
switched the purchase of a car for 
its sheriff from a Plymouth to a 
Hudson because of the Chrysler 
strike. 


The change was made because 
Koppy Motors, low bidder of $1,- 
353.65 after a tradein, reported it 
couldn’t specify delivery date. In- 
stead the order at $1,470.74 was 
given to Ownes Motor Sales for a 
Hudson, promised for delivery in 
seven days. 


Forum 


(Continued from Page 4) 


suggested dealer delivery and hand- 
ling charge should be increased in 
line with present-day costs. 

These are a few of the observa- 
tions that I have made in my con- 
versations with various dealers in 
our area. 


As stated before, it is my think- 
ing that we always have had and 
always will have our problems. I 
feel that the majority of our 
manufacturers still desire a strong 
dealer organization with adequate 
capital and manpower to do a 
real job in their respective com- 
munities. 

It is my belief that many of our 
existing problems can be solved 
through our factory-dealer councils 


in the Penobscot building, Detroit.|and state and national associations. 


always cn hand at the nine-day 


Tire Dealer Study 


Survey by Trade Group Shows 10 Percent 
Make 40 Percent of Sales 


affair which ended last week. The show was 
Dealers Assn. Over 70 cars, of 20 makes, were displayed. A twice-a-day (three 






survey conducted by the National 
Assn. of Independent Tire Dealers. 
The results are published in an 11- 
page booklet issued by the asso- 
ciation. 

It also shows that large inde- 
pendents make 40 percent of total 
purchases but comprise only 10 per- 
cent of the dealer population. They 
do practically all of the carload 
ordering and account for over one- 
half of all wholesale and commer- 
cial selling but less than one-fourth 
of the retail sales. 

More than one in three dealers 
are classified as small — up to 
$25,000 annual purchases. They 
account for only 6 percent of 
total purchases but over one-half 
of all retail sales. 

NAITD says the survey should 
serve as a valuable guide to every 
tire dealer who is interested in 
carefully considering his future. 


90 at Parley 
Of Okla. Zone 


ENID, Okla.—Approximately 90 
dealers attended the recent north- 
west zone meeting of the Okla- 
homa Automobile Dealers Assn. 
here. 

Stewart Harral, director of pub- 
lic relations at the University of 
Oklahoma, was the principal speak- 
er. 
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DOES RADIO 


SELL CARS? 





“MOST EFFECTIVE...I think the 


Groucho Marx Show* is the 


most effective advertising we 
ever had.” 

L. J. Brady, President, 

Brady Motors, Inc.. 

Des Moines, lowa 


“broadcast weekly over CBS 
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Car Sales for April 
Close to Record 


(Continued from Page 1) 


days of this month, against 15,926 
in the similar period of March. 


Buick’s total March sales of 54,- 
993 cars were an alltime high for 
the company. 

* * 
LDSMOBILE also set a month- 
ly sales record in March with 
the delivery of 34,949 cars. In the 
first 10 days of March, Oldsmobile 
sold 11,622 cars, while in the first 
10 days of this month, the figure 
was somewhat lower—10,312 cars. 


Cleveland reported high new-car 
sales in the week ended Apr. 13, 
when 1,578 units were titled. This 
was more than 200 units over the 
preceding week’s total and repre- 
sented a six-week high in new-car 
sales. 

Akron (O.) sales in the week 
ended Apr. 8 amounted to 405 
new cars. This was down from 
the preceding week’s total of 569 
units, which was, however, a 
postwar high. 

Somewhat in the same vein was 
a report from Columbus, O. Sales 
there in the first half of April 
amounted to 862 new automobiles. 
This was below the 914 new cars 
sold in the first half of March, but 
that month’s total of 2,063 new-car 
sales was the highest in the post- 
war period. 

. * * 
Witt two monthly sales records 
for this year already assured, 
a third appears very likely to have 
been set in March. 

New-car registrations in January 
and February of this year stand as 
the highest ever achieved for those 
two months. With all states but 
Arkansas reported, January new- 
car sales were 379,902, while the 
February total was 406,391. 

The best previous new-car sales 
achieved in these two months 
were in 1941 when January’s reg- 
istrations amounted to 297,558, 
and February’s were 299,701. 

The present record for new-car 
sales in March is 419,396, also es- 
tablished in 1941. It appears cer- | 
tain, however, that this figure was | 
eclipsed last month. 

That sales in March were in the 
vicinity of 450,000 cars is indicated 
in reports from five states and sev- | 
eral makers. 

The five states which have re-| 
ported March new-car sales listed | 
21,066 deliveries, against 16,482 in| 
the same month last year. This | 


Packard Dealers | 
Urged to Sell 10% 
Of Price Class | 


DETROIT.—A Packard 10 Per- 
cent club for dealers showing out- 
standing sales performance was 
announced today (Apr. 24) by Karl 
M. Greiner, general sales manager 
of Packard. | 

Membership in the club, said | 
Greiner, “will focus on the dealer | 
both public recognition of aggres- 
sive saleswork and the sign of lead- 
ership in his local automotive 
community.” 

All Packard dealers showing an- 
nual new-car sales equaling 10 per- | 
cent of price class in their areas 
will be eligible. Packard’s zone 
managers across the country will | 
start presentation of the member- | 
ship plaques to dealers within che | 
next month, Greiner said. 

“The charter membership of the | 
Packard 10 Percent club is an ex- | 
cellent beginning,” Greiner said, | 
“with the election of 321 of our| 
dealers meriting this recognition.” 

The plaque, executed in burnished 
pure copper placed on a hand-| 
rubbed walnut base, is 15 inches | 
high and 12 inches wide, Its in-| 
scription in raised lettering reads: | 
“Presented to (name of dealer) in 
recognition of distinguished sales | 
performance as evidenced by at-| 
taining or surpassing Packard’s | 
soal of 10 percent of price class | 
n this community.” | 

Provision is made in the plaque | 

esign for future recognition by | 

1eans of burnished copper plates | 

2 mark each additional member- | 

hip year. 


was an improvement of 27.81 per- 
cent over the 1949 effort. 
* * . 


Mase reporting new-car sales 
achievements in March include 
Buick, Chevrolet, Ford, Lincoln- 
Mercury, Nash and Oldsmobile, 

Four firms — Buick, Chevrolet, 
Lincoln-Mercury and Oldsmobile— 
reported March new-car sales as 
the best for any month in their 
histories. 


Ford reported the retail deliv- 
ery of 110,821 cars in March, and 
said this was the highest month- 
ly total since June, 1930. Nash 
had its “best March” with the 
sale of 17,190 cars. The total was 
almost double Nash’s February 
sales of 9,341 units, 

Chevrolet said its March sales 
amounted to 125,746 cars, surpass- 
ing by 5,314 units the company’s 


best previous month in April, 1941. 
* > - 

N ADDITION, Ford and Chevro- 

let both reported the highest 
truck sales in their histories dur- 
ing March. Ford’s truck sales were 
listed as 30,426, while Chevrolet’s 
were 37,660. 

Chevrolet’s combined new-car and 
truck sales of 434,015 in the first 
quarter of 1950 were believed to be 
the best quarterly sales in the divi- 
sion’s history. 

Ford said its first-quarter com- 
bined car and truck sales 
amounted to 355,315 units—the 
highest first quarter for the com- 
pany since the heyday of the 
Model T in 1924, 

The reports from Chevrolet and 
Ford added to the evidence that 
truck sales volume is on the rise. 

= * 7 


N JANUARY, new-truck sales in 

all states, except Arkansas, 
amounted to 64,872, compared with 
64,308 for the same states in Janu- 
ary, 1949. 

In February, the total rose to 
70,082, against 65,802 for the same 
states in Febuary of the preced- 
ing year. (Again, sales in Arkan- 
sas were not available.) 

New-Truck sales in March are 


wy 


CHEVROLET WILL AIR NOTRE DAME GAM 
tract signed by the university with the DuMont 
against television for member schools, the com 


a 


ES ON TV—The announcement follows a con- 
television network prior to the Big Ten's rule 
pany states. Shown checking the Notre Dame 


five-game schedule in Detroit are (left to right) Rev. Fr. Theodore M. Hesburgh, CSC, 
executive vice-president and chairman of the university board of athletic control; H. G. 
Little, executive vice-president of the Campbell-Ewald advertising agency, and W. E. Fish, 


general sales manager, Chevrolet. 


estimated to have reached almost 
90,000 units. Such a total would 
be ahead of the 87,165 new trucks 
sold in March, last year—a figure 
which was the _ second highest 
monthly total in 1949. 


Johnson-McReynolds 
Johnson -McReynolds Chevrolet 


Corp., Roanoke, Va., has celebrated 
its 18th year in business, announces 
Harry D. McReynolds, president. 


A Gear Ratio for Every Situation 


Axle Division 
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EATON 


AXL 


ES 


Pulling out of a hole, making time on the hills, 


high-balling on the open h 


ighway—each calls 


for a different gear ratio for maximum effi- 


ciency, economy, safety and maneuverability. 


Eaton 2-Speed Axles doub 


available gear ratios in any 


le the number of 


truck, allowing 


the driver to select the one best suited to road, 


load and traffic conditions. 


Driver fatigue is 


reduced, runs are made faster and operating 


costs are reduced. 


Eaton 2-Speed Axles are 


available for most trucks of the 1'/2-ton class 


and larger. Ask your truck 


dealer to explain 


how Eaton 2-Speed Axles on your trucks will 


improve performance and 


EATON MANUFACTURING COMPANY 


! 
(rr 
ae SODIUM COOLED, POPPET, AND FREE VALVES e TAPPETS e HYDRAUL 


PUMPS e MOTOR TRUCK AXLES e PERMANENT MOLD GRAY IRON 
WASHERS e COLD DRAWN STEEL e 


SPRING 


CLEVELAND, OHIO 


STAMPINGS e 


CASTINGS 


LEAF AND 


VALVE LIFTERS 
e HEATER-DEFR 


L SPRING e DYNAA 


save you money. 





48 








AUTOMOTIVE NEWS, APRIL 24, 1950_ 


Dollar Scarcity Cuts 
U.S. Auto Exports 


WASHINGTON.—Exports of U.S. 
automotive products in the first 10 
months of 1949 were valued at 
$730,923,526, a decrease of 14.5 per- 
cent from the $855,020,035 shipped 
in the corresponding period of 1948, 
according to Department of Com- 
merce statistics. 

The decline, the report said, 
occurred almost entirely in the ex- 
ports of new cars, trucks and buses 
which, it was pointed out, decreased 
28 percent in value. 


The decrease is attributed to the 
scarcity of dollars rather than to a 
lessening of demand for U. S. motor 
vehicles. } 

An overall increase of about 
8 percent over the 1948 period 
was shown in exports of other 
automotive products, including 
parts for assembly and replace- 
ment. This increase was a result 
of the tendency of many coun- 
tries to grant dollar exchange for 
the assembly of motor vehicles 
and the repair of the units al- 
ready in operation. 

U. S. exports in October, 1949. 
showed a continued decline in sh‘p- 





ments of new passenger cars, 
trucks and buses, compared to the 
previous month. Exports of used 
motor vehicles increased, however, 
to 623 units from a total of 460 
units in September, 1949. 

Other products showing increases 
were motorcycles and parts, bat- 
teries, tire and tubes, and parts for 
assembly and replacement. 

Decreases from September totals 
occurred in shipments of trailers, 
accessories, starting, lighting and 
ignition equipment, garage and 
service station equipment, and 
brake lining and clutch facings. 


U. S. imports of passenger cars 
increased to 448 units in October, 
1949, from 99 in the previous 





Vermont Rakes in Record 
MONTPELIER, Vt.—(UTPS)— 


| An alltime record total of $3,- 


869,517.81 was collected by the 
state motor vehicle department in 
auto registration and _ license 
fees during the fiscal year ending 
March 31, it has been announced. 
Car registrations totalled 99,525. 





New "Freight Elevator" Loads 
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Trucks—Cuts Costs 





Anthony “LIFT-GATE”’ 


Now for !/, & 34 Ton Pick-up Trucks 


ONE MAN OPERATION 


SIMPLE—FAST—EFFICIENT 


LIFTS OR LOWERS UP TO 800 POUNDS 
SPEEDS DELIVERIES & PICK-UPS 

PREVENTS DAMAGE TO VALUABLE CARGO 
DRAMATIZES DELIVERIES—BUILDS BUSINESS 


Twin hydraulic cylinders attach directly to gate—no cables, chains or 
cranks, Operated by hydraulic pump driven by fan belt. Equipped with 
throwout clutch, pump runs only when needed. By-pass valve prevents 
overloading.’ Single lever control raises, lowers, or holds gate at any 


elevation. 


ate stops automatically at ground and floor levels. Safety 


hook locks gate up when not in use—cannot be lowered by pranksters or 


children at play. 


Self contained lift mechanism does not interfere with 


canopy top, sign panels, spare tire or bumper. 


Amazing low Price—Write for Complete information 


ANTHONY Pick-up 


a ld 3 


Trade Mark Ree U 8. Pat OF 
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DEPT. 


ANTHONY CO. 


302 — STREATOR. ILL. 


Oldsmobile — Pontiac 


Hydra-Matic 


CSC LC 


IMMEDIATE SHIPMENT— 


Hollingshead Exchange assures a guaran- 
teed Hydra-Matic unit shipped the same 


day—ready for installation. 


GUARANTEED PERFORMANCE 


Completely reconditioned, run-in and block tested— 
guaranteed 90 days or 4000 miles. 


SAVINGS IN COST— Perfectly overhauled Hydra- 


Matic Transmission (any model) costs just $95. No 
worry, no trouble, no waiting. Write, Wire or Phone Today 


HOLLINGSHEAD 
MOTORS CO. 


Authorized Oldsmobile Dealer 


2550 S. Michigan Ave., Chicago 16 
Telephone: CAlumet 5-2000 


Largest Stock of Oldsmobile Parts 
in the Middle West 


FOR EXTRA RUSH JOBS 





for Details 
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with 484 units in October, 1949, 
compared to 72 units in Septem- 
ber, 1949. 

This increase, the report noted, 
was no doubt due in great part to 
the devaluation of the pound on 
Sept. 19. 1949, which resulted in a 
decrease in the price of British 
cars in the U. S. 

Devaluation has not, as yet, had 
a stimulating effect on imports of 
trucks and motorcycles, according 
to the Office of Domestic Com- 
merce. 

Truck imports totaled three units 
in October and eight in September, 
1949. Motorcycle imports declined 
to 307 units in October from 638 
in September, 1949. 

In both months, all trucks came 
from Canada with the exception 
of two from Germany in Septem- 
ber, 1949. The United Kingdom 
supplied 293 motorcycles in Octo- 
ber and 637 in September, 1949. 

Imports of cars and motorcycles 
in the first 10 months of 1949 were 
far behind imports in the corre- 
sponding period of 1948. Passenger- 
car imports declined to 5,493 units 
in January-October, 1949, from 21,- 
977 units in January-October, 1948. 


Motorcycle imports dropped to 
3,779 units in January-October, 
1949, from 11,587 in the correspond- 
ing months of 1948. In both years 
the United Kingdom was the prin- 
cipal source of supply of cars and 
motorcycles. 

U. S. purchases of trucks in- 
creased to 494 units in the 1949 
period from 309 in the correspond- 
ing months of 1948. Import figures 
for the 1949 period show that 376 
of the trucks were imported in the 
first three months of the year and 
that a decline started in April. 


White Ups Lewis 
To Head Branch 


CLEVELAND. — Earl H. Lewis 





THEY HOPE TO BEAT IT TO DEATH—A well-beaten bell is the center of attraction as 
Lloyd eg International motor truck district manager at Indianapolis, prepares to signal 
3 


the sale o 


fleet of 35 International L-line trucks to an Indianapolis trucking firm. It is 


standard practice at Harvester's Indianapolis district for a salesman to strike the bell! 


every time he selis a truck. Taking part in 


the ceremony here are, left to right, Fon R. 


Kemple, Indianapolis branch manager; Ralph M. Buzard, motor truck division assistant 
manager of sales, and J. F. Adams, central region manager. 





RICHMOND, Va.—Three common 
carrier truck companies have filed 
suit here in Federal District Court 
against the Interstate Commerce 
Commission. 

The suit seeks to “enjoin, va- 
cate, set aside or annul” the or- 
ders of the ICC in the proceed- 
ings involving the Lenoir Chair 
Co. and Schenley Industries, Inc. 

The three trucking firms which 
filed the suit as joint pla‘ntiffs are 
Brooks Transportation Co., Inc.; A 
B & C Motor Transportation Co., 
Inc., and M & M Transportation Co. 
In a 13-page complaint, the plain- 
tiffs contend that the ICC com- 
mitted an “error of law” in ruling 
that the motor vehicle operations 
of the Lenoir and Schenley com- 
panies “are not and would not be 
those of a common or contract car- 
rier as defined in the Interstate 


has been named branch manager!Commerce act.” 
for White Motor Co. in Oklahoma | 


City, it was an- 
nounced last week 
by J. N. Bauman, 
sales vice - presi- 
dent. 

Lewis has been 
in White sales 
since 1944, his last 
assignment being 
wholesale man- 
ager for the In- 
diana - Michigan 

territory. He pre- 
Eart H. Lowls viously served in 
the sales and service organization 
for White, both at the Cleveland 
factory and in the field as branch 
manager. 
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ATA Publishes Guide 


For State Safety Plans 


WASHINGTON.—A guide book 
for state association safety activi- 
ties has been published by the 
American Trucking Assns. 

G. D. Sontheimer, director of the 
associations’ safety department, 
recommends the book as a guide 
for state groups in organizing and 
promoting the safety activities set 
forth in connection with the na- 
tional courtesy and safety cam- 
paign. 


month. The United Kingdom was 
the principal source of supply, 








THEY'RE BOTH WHITE—Griffin Fuel Co., 
Tacoma, Wash., thinks it can lay claim to 
the oldest and newest in automotive equip- 
ment in operation in the fuel oil industry. 
President Ed Griffin, a collector of antique 


automobiles, delights in driving his 1912 
White roadster on business calls in Tacoma, 
while his drivers twist the wheel of White 
3000 fuel oil tank trucks now in service in 
| Griffin's all-White fleet 


The complaint further charges 
that the for-hire plaintiffs are be- 
ing “deprived of opportunity to 
compete on equal terms” with 
Lenoir and Schenley for the re- 
spective traffic involved, and that 
the trucking facilities operated 
by the two companies give them 
a substantial advantage over the 
operations of the plaintiff truck- 
ers to the “great damage and ir- 
reparable injury of plaintiffs for 


Copper Ships Set 
To Haul Cars, 
Trucks to Duluth 


DETROIT.—A new setup for lake 
shipment of new cars and trucks 
to Duluth and points west, sched- 
uled to start the first week in May, 
was announced last week by Al T. 
Wood, president of the Copper 
Steamship Co., a subsidiary of Wil- 
son Transit Co., Cleveland. 

The Copper company, which will 
use eight boats in the service, will 
handle auto shipments on its own 
this year, using facilities of the 
Detroit & Cleveland docks at the 
foot of First St. here. For several 
years the Copper ships have been 
used for Great Lakes shipments by 
another firm. 

Harry P. Wilbur jr. is general 
manager of Copper’s new Detroit 
office. He announced that his com- 
pany will provide 24-hour receiv- 
ing service at the 1,200-car capac- 
ity, fully-enclosed lot. Uniformed 
drivers will also be employed. 

It is hoped, Wilbur said. to pro- 
vide daily service to Duluth. 


Ford Truck Post 


.|Goes to Snyder 


DEARBORN. — Appointment of 
John S. Snyder as assistant man- 
ager of Ford truck sales is an- 
nounced by J. D. Ball, manager of 
product sales and service. 

Snyder joined the company at 
Chicago in 1934 as a demonstrator 
of test equipment at the world’s 
fair. In his new post, he will serve 
on the staff of Paul O. Larson, 
maanger of truck and fleet sales. 


C of C Names Eddins 


R. A. Eddins, of Eddins Ford, 
Centralia, Wash., has been named 
to the board of directors of the 
Centralia chamber of commerce. 


Suit Challenges ICC 


Virginia Action by 3 Trucking Firms Questions 
ICC Ruling in Lenoir-Schenley Case 





which they have no plain, com- 

plete and adequate remedy at 
law.” 

The legal action here caused the 
National Council of Private Motor 
Truck Owners, Inc., to issue a 
statement from Washington which 
said the council intends to lend its 
“full support in protecting the pri- 
vate carriers’ interests in this pro- 
ceeding.” 

The council added it would “ren- 
der all possible assistance” to the 
government in upholding the ICC’s 
rulings upon the issues in ques- 
tion. 
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WEIGHS ONLY 4 LB. 
© 25 Ft.—One piece $1 49 


® Standard couplings 

® Pre-tested strength Retail 

Full line of plastic and rubber hose 

for industrial and domestic use. 
Hancock Manufacturing, Inc. 

148 S. Hancock St. Phila. 6, Pa. 
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FOR THE 
Automotive Trade 


Send for Illustrated Catalogue 
Write, Wire, Telephone 


PRANSKY 


SEWING MACHINE CO. 
BOSTON 11, MASS. 





DINSMORE 
INSTRUMENT CO 
1807 Remell St 
Flint 7, Mich 
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By Leo T. Parker 
Attorney at Law 
(a to a higher court a 
garage owner’s promise to re- 
pair an automobile without com- 
pensation is valid. 

For illustration, in Johnson Ga- 
rage v. Fortune, 38 So. (2d) 441, 
it was shown that an automobile 
owner named Fortune took it to 
the Johnson Garage for repairs. 
The garage was broken into and 
the car was stolen. 

It was later located badly dam- 
aged, brought back to the garage, 
and repairs were made by Johnson 
amounting to $738.32. Fortune’s de- 
mand for delivery of the car was 
refused, 

He sued the garage owner who 
refused to deliver up the automo- 
bile until Fortune paid him $738.32 
due, 

During the trial Fortune proved 
that Johnson had agreed to re- 
pair the car without cost to For- 
tune since the automobile was 
stolen from his garage. Hence 
the higher court held that For- 
tune need not pay the bill. 

This court said further that if 
the testimony had shown that the 
car had been stolen through negli- 
gence of Johnson he would have 
been obligated to repair it without 
cost, anyway. 

+ - * 


Watches Girl in Shorts 


aaa to a recent higher 
“% court the driver of an auto- 
mobile who fails to carefully watch 
traffic conditions is negligent and 
is responsible for injuries to per- 
sons and property caused by his 
negligence. 

For illustration, in Georgia Gas 
Co. v. Fowler, 49 S. E. (2d) 550, 


DOES RADIO 
SELL CARS? 





“OVER HALF THE PEOPLE TO 
WHOM WE SOLD NEW CARS 


...We had a wonderful public 


response to our new DeSoto and 
Plymouth showing, topping 
even last year’s showing when 
cars were still in short supply. 
This response was due in large 
part, I believe, to the numerous 
spots we used, Jimmy Gis- 
mondi’s sports programs, and 

to the Groucho Marx Show.* 
“Regarding the Groucho 
Marx Show—over half the peo- 
ple to whom we sold new cars 
this year commented that they 
were listeners to this program.” 
J. Edward Enany, 


Enany Motor Sales, Inc., 
Uniontown, Pennsylvania 


“broadcast weekly over CBS 


Lawsuits Affecting Dealers ... 
Court Decisions 





the testimony showed facts, as fol- 
lows: 

A boy named Fowler was em- 
ployed on an ice truck as a helper. 
An automobile collided with the ice 
truck. Fowler was severely injured, 
and sued the owner of the auto- 
mobile for damages. 

During the trial two witnesses 
testified that the driver of the 
automobile was watching a girl 
dressed in shorts on the side of 
the street at the time of the acci- 
dent, instead of looking out in 
front on the street where he was 
traveling. 

The higher court held the auto- 
mobile owner liable in $6,500 dam- 
ages to Fowler. 

+ * + 


Bankrupt Convicted 


—————— to a recent higher 
court an automobile dealer 
can’t practice fraud and escape 
conviction by going into bank- 
ruptcy. | 

For example, in State v. Sin- 
gleton, 87 N. E. (2d) 358, it was 

shown that an automobile dealer 
accepted used cars and deposit 
money from prospective purchas- 
ers of automobiles. The dealer’s 

salesmen told the prospects that 
in the event delivery of a new 
car was not made the money 
would be refunded to each of 
said victims within a period of | 

10 weeks. 

The salesmen were innocent of 
intentional deception. The dealer | 
paid to himself and some of his 
employes excessive salaries; and | 
made to some of his employes and 
persons gifts of expensive automo- | 
biles and other expensive merchan- | 
dise. 

During the eight months period 
he was engaged in such business 
he received approximately rel 
000 in advance payment and then 
was adjudicated a bankrupt. 

The higher court convicted the) 
dealer, and said: 

“From this evidence the jury was | 
warranted in finding beyond a rea- | 
sonable doubt that the representa- 
tions made by the various sales- 
men employed by the defendant 











(dealer) were made by the defen- 
dant, and that such representations | 
were fraudulent in that the defen- | 
dant never intended to carry them | 
out.” 

* 


Suit Challenges Legality 
Of S. D. Gas Tax Hike 


PIERRE, S. D.—Constitutionality | 
of a two-cent gasoline tax increase | 
passed by a recent special session | 
of the South Dakota legislature has 
been challenged in a suit filed in 
the state’s supreme court. 

Raising the state gasoline levy 
from four to six cents a gallon, 
the measure is designed to raise 
$3,000,000 a year in additional high- 
way construction revenue. When it 
became law without his signature, 
Gov. Mickelson expressed doubt of 
its validity. Brought in the name 
of eight electors and filed by John 
S. Murphy, Sioux Falls lawyer, the | 
legal action seeks to prohibit the | 
state tax director from collecting | 
the added motor fuel taxes begin- 
ning at midnight May 18. 

” + - 





Court Ruling Clears Way 


For Colorado Toll Road 


DENVER. — An opinion clearing 
the way for construction of a Den- 
ver-Boulder toll road has _ been 
handed down by the Colorado su- 
preme court. The court held that 
a legislative resolution constituted 
“legally and validly expressed ap- 
proval of the project,” and that 
committing the state to underwrite 
30 percent of the cost did not vio- 
late its constitution. 

It was further held by the tri- 
bunal that issuance of bonds} 
“would not violate any other pro- 
vision of the constitution specif- 
ically called to our attention or 


DeWeese Sells Firm 


DeWitt DeWeese, owner of 
Meridian Motors, Inc., Meridian, 
Miss., for the past 20 years, has 
sold the business to Burdette 
Ford Co., which is owned and 
operated by A. D. Burdette and 
Sam T. Watts jr. Watts has been 
manager of Meridian. 











otherwise noted by us.” The rul- 
ing, in effect, not only upheld the 
legality of the projected Denver- 
Boulder toll road, but also estab- 
lished the right of the state legis- 
lature to pass measures for any 
other toll road in the state. 
* * * 


Washington State Bans 


Parking Meter Ads 
OLYMPIA, Wash. — Washington 
State Attorney General Smith Troy 
has ruled that cities may not legally 
authorize the placing of commercial 
advertising on parking meters or 
other traffic control equipment. 
Such advertising signs might im- 








SPREADING CINDERS, etc. 








HANDLING FEED 





LIFTS MORE 
LASTS LONGER 
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pair the free passage of pedestrians 
on already overcrowded sidewalks 
of many cities in the state, the 
attorney general said. He also de- 
clared that advertising of a com- 
petitor might be injurious to an- 
other merchant when placed in 
front of his establishment. 
> = = 


Judge Finds One Flaw 


In Illinois Parking Law 


KANKAKEE, IIl. — Constitution- 
ality of an Illinois law empower- 
ing cities to build and operate off- 
street automobile parking facilities 
has been upheld, in all except one 


49 


section, by Circuit Judge C. D. 
Henry. The ruling was given in a 
test case which will be carried to 
the state supreme court. 

Enacted in 1947 and amended 
in 1949, the statute authorizes 
cities to condemn property for 
parking purposes, to construct 
parking facilities, and to operate 
them or lease them to private oper- 
ating companies. It also authorizes 
the use of parking meter revenues 
to finance construction of cff-street 
parking facilities. Judge Henry 
held the statute constitutional ex- 
cept for a_ section authorizing 
cities to lease parking facilities to 
private operators. 








INTRODUCING THE NEW 


Galion 
rulcrumatic 


752 PLATFORM HOIST 


Designed Feature-by-Feature For a 
Sales “Lift” in the Farm Market 


Never before has a Galion Platform Hoist 
presented so many outstanding sales features 


to the farmer-contractor 


market. The new 


heavy-duty Fulcrumatic 752 offers a com- 
pletely new range of payload usefulness with 
a guaranteed capacity up to 10’ tons... 
smoother, more effortless Fulcrumatic lift action 


. . Sturdier construction 


for extra years of 


timesaving dump truck service. 


Contact your Galion distributor today. Ask 
him to give you the complete story of the 752’s 
ability to place you sales ahead in the rich 


farmer-contractor market. 


The GALION Allsteel Body Co., Galion, Ohio 
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GM Deadline Only Month Away... 





Full Chrysler Output 
10 Days After Peace 


(Continued from Page 1) 


session deep into the night for sev- 
eral consecutive days, and this 
technique appeared to pay divi- 
dends. Both Chrysler and union 
officials agreed late Thursday that 
the ultimate settlement was “just 
around the corner.” 

Little over a month remains, 
meanwhile, until the General Mo- 
tors-UAW contract passes its ex- 
piration date. The pace of the GM 
contract talks was likely to be ac- 
celerated following the Chrysler 
armistice. 

With the Ford, Nash and 
Chrysler plans to choose from, 
GM appeared sure to make the 
union an attractive pension pro- 
posal before the May 29 deadline. 

Many observers also forecast that 
GM would offer “something extra” 
to compensate for abandonment of 
the company’s escalator wage 
scheme. 

It may be significant that the 
UAW has not conducted strike 
votes among any GM locals, de- 
spite the fact the contract expira- 
tion date is but five weeks away. 

* * 


AaeeD as they were by bitter- 
ness, the climatic drive towards 
a Chrysler setlement put federal 
and state mediators to an acid test. 

Most observers agreed that except 
for the mediators’ adeptness in 
keeping the negotiators talking, 
the sessions would have collapsed 
long ago in a heap of vindictive 
press releases and advertisements. 

The chief conciliators through- 
out the 10 months of Chrysler 
negotiations have been E. Marvin 
Sconyers, representing the fed- 
eral government, and Philip 
Weiss, acting for the state of 
Michigan. Last week Arthur H. 
Viat, Sconyers’ regional boss in 
the Federal Mediation & Concili- 
ation Service, entered the talks 
for the first time. 

For a while during the Easter 
season, the mediators succeeded in 
effecting a moratorium on press 
and ad blasts. But this curtain 
came off 10 days ago, just before 
the company presented its “final 
offer” on pensions and insurance. 

Since then, each side has accused 
the other of overtly delaying a con- 
tract settlement. 

* 


* 7 

HRYSLER General Manager 

Herman L. Weckler asserted 
that the union had two reasons for, 
as he put it, stalling. 

“It is difficult to escape the con- 
clusion,” Weckler said, “that the 
union rejected Chrysler’s final 
offer because it wants to collect the 
full amount of strike assessments. 
The union can collect strike assess- 
ments for two more weeks.” 

“The UAW has been assessing 
each of its working members $1 
a week for the past 11 weeks to 
support the Chrysler strike. This 
special levy can only be imposed 
for a 12-week period in a strike 
of 50,000 or more workers.” 

The other stalling reason ascribed 
to the UAW by Weckler was that 
the union was desirous of using 
the Chrysler tieup to implement its 
demands “across town”—or at Gen- 
eral Motors. 

In reply, UAW President Walter 





P. Reuther called Weckler’s 
charges “false and unfounded.” 
* + + 
§ bony corporation offered the un- 
ion its choice of three types of 
industrial pension funds now in 
effect. These are the plans at Ford, 
U. S. Steel and Bethlehem Steel. 
Each differs from the others in 
certain funding aspects. 

Chrysler, additionally, agreed to 
contribute to the costing of hos- 
pital and medical-surgical 
ance coverage for employes. 

* * * 


Writer Quizzes Keller 


At Chrysler Meeting 


DETROIT.—Questions by a writ- 
er for a labor publication were the 
only ones asked at the annual 
meeting of Chrysler Corp. stock- 
holders here last week. 

President K. T. Keller told Carl 
Haessler of Federated Press that 
the firm’s pension plan for sal- 
aried employes is effected through 
the purchase of annuity contracts 
from an insurance company. 

Herman L. Weckler, general 
manager, affirmed that Chrysler 
newspaper ads referring to union 
strategy with that corporation to 
better its position with other firms 
were pointed to Ford and General 
Motors. 

Keller said that a pension plan 
styled after the salary method was 
not offered the union because the 
UAW-CIO has requested separate 
pension and insurance plans, but 
that the salary setup has both 
life insurance and annuity pay- 
ments in a single contract. 

More than 79 percent of the 8,- 
702,264 shares outstanding were 
represented in person or by proxy 
as compared with the previous rec- 
ord of 74 percent in 1930, Keller 
said. More than 67 percent of the 
company’s 66,562 stockholders were 
represented as compared with 61 
percent in 1948. 


Price 


(Continued from Page 1) 


Chrysler Corp. distribution vice- 
president: 

“Today, April 17, 140 Maryland 
Chrysler Corp, dealers, including 
dealers from adjoining states, 
met and discussed proposed as- 
sociation of corporation dealers. 
Maryland dealers present voted 
unanimously to endorse Chrysler 
Corp. dealers association to ex- 
tent of basic purpose, namely to 
promote better dealer-factory re- 
lations. Dick Price presented con- 
scientious and sincere purposes 
that could only add strength to 
Chrysler Corp. and dealers.” 

R. Bruce Livie, of Motor Sales 
Co., conducted the meeting. He 
was assisted by a committee com- 
posed of Harry L. Thompson of 
Curtis Motors (DeSoto); Mark R. 
Chenowith of Jarman Motors 
(Dodge); Albert C. Hazel of D. S. 
& D. Motors (Dodge); Joseph J. 
Rochlitz of Mid City Sales Co. 
(Chrysler), and Colston Young of 
Young and Newton, Inc. (Chrys- 
ler), all of Baltimore. 





FIRST ‘51 KAISERS COME OFF ASSEMBLY LINES—Kaiser-Frazer production chiefs stage 
an informal inspection conference as the first models near completion on assembly lines. 
The cars are now being shipped to dealers. With General Manager John Hallett at the 
right are John Tacke, works manager, left, and H. L. Denhart, assembly division superin- 
tendent. 


insur- | 


Slam-Bang Opening . . 
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PHOENIX MOTORS 








RETURNS TO PHOENIX—After three months without a Nash dealer in Arizona's 
Phoenix Motors opened with a great deal of fanfare and publicity. 


Approximately 10,000 persons jammed the grand opening. 


ARIZONA STATE OFFICIAL OPENS NASH PHOENIX—Secretary of State Wesley Bolin 
cuts the ribbon officially opening the firm. At the far left is Gordon E. Ambrose and Allan 
C. Jeffryes, partners in the company. Five radio stations carried broadcasts of the cere- 
monies. 


* * 


+ 


Stunts, Promotion Uncork 


Nash Phoenix 


PHOENIX, Ariz.—Nash Phcenix 
Motors opened here last week with 
a bang heard all over the state- 
with the aid of five radio stations 
carrying on-the-spot broadcasts. 

Doctors, lawyers and Indian 
chiefs were among the 10,000 peo- 
ple who attended the affair, which 

was featured by a stage show and 
souvenirs, Thousands of watts of 
colored lights, an air force search- 
light, a peppy western band and 
state and city officials topped the 
opening. 

The event, which introduced a 
Nash dealer in Phoenix after the 
absence of Nash for three months 
in Arizona’s capital city, also in- 
troduced the new Rambler. Wrap- 
ped in parachutes, the cars were 
dramatically unveiled by state and 
city dignitaries as they were raised 
on hydraulic hoists. 

Several thousand youngsters were 
given Nash gliders with Nash pub- 
licity printed upon them, 

In attendance were Secretary of 
State Wesley Bolin, City Manager 
Ray Wilson, Sheriff Cal Boise and 
others. 

A short but complete advertis- 
ing campaign led up to the Nash 
Phoenix opening. Actually, only 
six days before the opening, the 
campaign began. It included di- 
rect mail, singing commercials 
Over radio, newspaper advertis- 
ing, television broadcasts and 
radio and television interviews 
with the co-owners, Gordon E. 
Ambrose and Allan C. Jeffryes. 

Drawings for a TV set and other 
appliances also produced much in- 
terest. Professional models were 
employed as hostesses and aided 
in drawing for prizes. 

Immediate results of the cam- 
paign showed in several sales, a 
list of bonafide prospects, and a 
jammed showroom. The morning 

after the show a line had formed 
by 7:10 a.m. waiting to gain ad- 
mittance. 

Many tieins with local accounts 
(food, oil, gas) also provided a 





Chrysler | 
Strike Cost | 


JAN. 25-APR. 22 
(68 working days) 


To 10.574 dealers and 
factory — 420.000 cars 
and trucks worth ....... .$840,000,000 


To 6,500 suppliers— 


Purchases worth ........ 252,000,000 
To 89,000 strikers— 

Wages worth ........... 73,115,280 
To 50,000 idled supplier 

workers—Wages worth... 25,000,000 


TOTAL ............$1,190,115,280 


with a Bang 


much more complete program than 
would be otherwise possible. This 
same policy regarding cooperative 
programs will be carried on in the 
future by the firm, 

Another “stunt” promoted by 
the Nash firm is an auto trip 
around the world, right in Phoe- 
nix! The trip started during the 
grand opening. 

Nash Phoenix and Farm Fresh, 
a local chain of super markets, is 
sponsoring this trip in a new Nash. 
The young couple making the trip, 
Mr. and Mrs. R. Wolff, were se- 
lected after a preliminary contest 
which included several hundred 
applicants. 

The couple will drive about 30,000 
miles or the equivalent of a trip 
around the world. It is estimated 
that the trip will take over three 
months. At the termination of the 
drive, the couple gets the car, and 
Wolff gets a job with Farm Fresh. 

Both partners of the new firm 
were connected with Nash before 
opening here. Ambrose was zone 
Sales manager in Los Angeles and 
Jeffryes was associated with a 
Hollywood Nash dealership, 


. = 







TRUCK SECTION 
Mich. Truckers 


Sue Teamsters 


For $1,000,000 


DETROIT.—Because a Teamsters 
union executive broke ranks and 
went off on his own hook, the 
Michigan Trucking Assn. has hurled 
a $1,000,000 suit against the truck 
drivers’ union as a whole. 

Grievances that prompted the 
| breach-of-contract suit were out- 
‘lined last week by Carney Mathe- 
son, general labor-relations coun- 
sel for the association. 
| Matheson named union leader 

Harry Card as the rebel. Card 
is head of the Toledo Teamsters 
joint council and heads the 
Teamsters negotiating committee 
for Ohio. 

As a member of the Central 
States Drivers council of the inter- 
national union, under Council 
Chairman James Hoffa, Card signed 
a blanket contract last Nov. 15 cov- 
ering drivers in 11 states, Matheson 
said. 

Since then, according to the 
attorney, Card has negotiated a 
separate contract with Ohio truck- 
,ers and asked Michigan haulers to 
| recognize it as well. 


| The Ohio agreement provides for 
“aa: @ Welfare fund entirely separate 


from a $1-per-driver work-week 
plan set up in the Central States 
‘council agreement, Matheson ex- 
plained. 

To enforce his demands, Card 
“harassed” Michigan trucks en- 
tering Ohio at Toledo, he said. 
A strike of Toledo terminals 
would drastically curtail opera- 
tions of eastern Michigan haul- 
ers, the attorney pointed out. 

In Toledo, Card declined com- 
ment, explaining he himself had 
not been sued. 

The suit was filed in federal dis- 
trict court, Detroit, under breach- 
of-contract provisions of the Taft- 
Hartley law. It names as resfpon- 
dents the AFL Teamsters interna- 
tional union and the Central States 
Drivers council. 


Reo Reports Net 
Of $50,386 for 


First Quarter 


LANSING. — Reo Motors, Inc., 
last week reported a net profit of 
$50,386 after taxes on its operations 
in the first quarter of this year, 
which compared with a loss of 
$204,004 for the same period of 1949. 


It was the first quarterly profit 
shown by the company, manufac- 
turer of trucks, buses and lawn 
mowers, since the three months’ 
period ended June 30, 1948. 


Joseph F. Sherer jr., president, 
attributed Reo’s swingback to prof- 
itable operations in part to the 
success of the company’s Gold 
Comet engines. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry .. . an esti- 
mated more than 100,000 readers weekly! 





FIRST DIESEL COMPETITOR FOR INDIANAPOLIS RACE—The Cummins diesel special is 
shown alongside a top gasoline-powered contender, Kurtis-Kraft's No. | championship race 


car of 1949. The low-slung, 


streamlined Cummins special is only 40 inches high at its 


highest point. It is powered by a highly supercharged, revised version of the lightweight, 
high-speed Cummins JS-600 engine. Capable of turning up to 4,000 revolutions per minute, 
the horsepower and top speed of the Cummins are kept secret. Body and chassis were built 
by Kurtis-Kraft of Los Angeles and the engine by Cummins Engine Co., Inc., Columbus, 
Ind. With the two cars are (left to right): Jimmy Jackson, driver of the Cummins diesel 


special; D. 
both cars, and Johnny 


J. Cummins, engineering vice-president for Cummins; Frank Kurtis, builder of 
arsons in the car that placed second at Indianapolis in 1949. The 


car will be equipped with a revised manual shift Cadillac transmission, a Conze quick- 
change racing axle, and Goodyear aircraft disc brakes. SKF bearings will be used in the 
chassis. The engine has a piston displacement of 40! cubic inches. Its bore is 4.125 inches 
with a five-inch stroke. It is a four-cycle, six-cylinder engine, incorporating the use of alumi- 


OOOO | NUM for block and head as well as many other parts. 
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Sale Sign Hung Business Census Results Revealed . . . 


Retail Sales Triple in Decade 


On Bantam Plant 


BUTLER, Pa.— American Ban- 
tam Car Co.’s plant here will be 
sold to collect more than $300,000 
in back taxes. 

The way for such action was 
cleared last week when a federal 
judge dissolved a temporary re- 
straining order which had been 
blocking the sale, and also dis- 
missed a company complaint 
against the collector of internal 
revenue. 


NEED? 


PROVEN DEALER FORMS 


NEW CAR ORDER PADS 


“LET'S TRADE'' PROPOSALS 
A Real Sales Aid 
SALESMAN'S DAILY 
ACTIVITY REPORTS 


USED CAR ORDER PADS 


50-50" GUARANTEE and for 
“AS-IS" SELLING 


USED CAR CONTROL RECORD 
and SALESMAN’S REPORT 


"MY DAILY WORK" 


Salesman's Pocket-size 
Prospect Book 


FREE SAMPLES 


On Request 


Modern Selling 
Methods 


P.O. BOX 666 LOUISVILLE 1, KY. 


BLOWBACK 

OVERFILI 

EXPANSION 
SPILLS 


and 


ES ee 


WHISTLING TANK FILL SIGNAL 


In 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM * Signal 


The car you sell 
deserves one. 


SCULLY SIGNAL COMPANY 


92 First St.. Cambridce 41, Mass 








More Profit 
for You! 





Nationally 
Advertised 


KARI-TOP Car Top Carrier 
Advertised in The Saturday Evening Post 
This patented Car Top Carrier is in big 
demand. Quick, easy to mount. Packed 


in box 15° x 12" x 5", ready for use. 
Made of water-and-dustproot treated 
canvas. Holds |!0 suitcases. No suction 


cups... won't mar car finish. Won't flap 
in the wind. All luggage FULLY en- 
closed. A fast seller at 40% discount. 
Retail ice $16.95. 

Write Today for Sample and Information 


KARI-TOP CO., Dept. A, Dayton 2, O. 








SALES AID FOR 
USED CARS and TRUCKS! 


The improved PLASTIKON SIGN KIT makes 
displays quickly on windshields and showroom 
windows. Units are in brilliant colors on all- 
weather plastic. Self-adheres without adhe- 
sives—re-usable! 
Kit includes: 
Year Numbers, Car & Truck Names, Body 
Types, Price Figures and Headings, rang- 
ing in size from 2" to 6". 
Send for Balletin No. 30 Now—for full 
information and actual samples. 


Plastikon Display Signs 


45 North Division St., Buffalo 3, N. Y. 








NEW YORK.—In the first de- 
tailed disclosure of the 1948 cen- 
sus of business results, W. C. 
Truppner, chief of the Bureau of 
Census business section, revealed 
that the unprecedented expansion 
of the nation’s trade and service 
industries during the last decade 
was marked by a tripling in retail 
sales to an annual level of $130,- 

Wholesale volume was said to 
have more than tripled, reaching 
$200,000,000,000, 

Addressing a New York group 
of the American Marketing Assn., 
Truppner said one of the most 
significant results of the busi- 
ness survey is in figures show- 
ing increased importance of the 
retail industry as a provider of 
jobs. 

The 1939 business census found 
4,800,000 paid employes in the retail 
industry, compared with more than 
7,000,000 in the latest study, Trupp- 
ner said, adding that “this increase 
might well prove an important 
factor in providing the jobs essen- 
tial to maintaining an expanding 
economy.” 

Truppner emphasized that the 
figures used in his address were 
based on his own study of the 
data. The bulk of this will begin 
to appear soon in special reports, 
but is not immediately available to 
the extent covered in his speech. 

He said that among the most 
basic facts that will be brought 
out in summaries of the data 
will be the vast changes in the 
geographical distribution of re- 
tail trade, the effects of reloca- 


Hudson Appoints 
Kruithoff and 


Sumpter in Sales 


DETROIT.—Appointment of two 
industry veterans to sales posts 
was announced last week by Hud- 
son. 

Leonard Kruithoff was named 
special sales representative, and 





Lew Sumpter 


Leonard Kruithoff 


Lew Sumpter is now manager of | 


Hudson’s Detroit zone. 

Kruithoff just left his post as 
New York zone manager for Pack- 
ard to join Hudson, Previously he 
held positions with Buick as Wash- 
ington zone manager and Boston 
assistant zone manager. 

Sumpter came to Hudson after 
being with Chevrolet’s sales staff 
for 17 years. In 1946 he was ap- 
pointed Chevrolet’s zone manager 
at Salt Lake City and then at Port- 
land, Ore. Prior to that he was 
assistant sales promotion manager 
at the central office. 


Collyer N amed 


Board Chairman 


AKRON.—John L, Collyer, pres- | 
ident of B. F. Goodrich, was elected 
chairman of the company’s board 
of directors at a meeting here last | 
week. He will continue as both 
chairman and president. 

Collyer replaced David M. Good- 
rich, who has held the post for the | 
past 23 years. 

Stockholders elected Goodrich 
honorary chairman and kept him 
on the board to which he was first 
elected in 1912. He will continue to 
serve as a member of the execu- 
tive committee. 

Goodrich is the son of Dr. Ben- 
jamin Franklin Goodrich, who 
founded the company in Akron in 
1870—the first rubber company west 
of the Alleghenies. 








Westbrook Names Posey 
W. A. Posey is the new service 
manager of Westbrook Motors, Ltd. 
(Dodge-Plymouth), East Point, Ga. 


tion of population and industry 
and the impact of increased for- 
eign trade. 

Increases in retail employment, 
he noted, have occurred with vir- 
tually no increase in the number of 
retail establishments. Despite this, 
he said, there has been a 50 per- 
cent increase in the actual volume 
of merchandise handled in the av- 
erage establishment. A major 
point of significance here is that 
unit growth has been in increased 
size, rather than in numbers, it was 
noted. 

Calling attention to some par- 
ticular instances, Truppner com- 
pared the national retail sales gain 
of 208 to 210 percent to one of only 
150 to 160 percent for New England. 
He also contrasted this with gains 
of 245 up to 290 percent for other 
areas, notably the Pacific Coast. 
The whole commodity pattern is up 


Auto Tax Cut Spurned 


By House Committee 


WASHINGTON. — The House 
Ways and Means committee 
Thursday rejected proposed leg- 
islation reducing federal excises 
on motor vehicles, parts and 
tires. It did approve a $75,000,000 
cut in taxes on a group of items 
including water heaters and 
light bulbs, 








two and one-half to four and one- 
half times, he said, with gasoline 
stations representing the lower 
amount, lumber and hardware 
business the higher. 

Truppner noted that one state 
(Alabama), while making only 
a 2 percent gain in population, 
showed a 250 to 310 percent ra- 
tio of increase, whereas two states 
(Oregon and Washington), hav- 
ing a gain of 50 percent in popu- 
lation, lagged behind the busi- 
ness gains of Alabama. 

Central business districts of large 
cities “have taken a beating,” he 
said, noting that of 38 metropol- 
itan areas, central sections of six 
were even, two showed gains, and 
30 were far outstripped by the 
outer portions of the areas. 


It was announced that the data 
summaries will be issued in the 
following order: Retail and whole- 
sale by counties; total retail sales 
and number of establishments (be- 
ginning in about one month); 
state bulletins (the first appearing 
in about 90 days) with figures for 
every county covering 90 kinds of 
business in each state, and up to 
90 for large cities; trade bulletins 
on subjects such as employment, 
trucks, credit and inventory. The 
last will continue to be issued into 
1951, 





COLLYER HONORED 
Collyer (left), president of B. F. Goodrich, 
is greeted by Chancellor Harry Woodburn 
Chase of New York university at a special 
convocation in New York where the rubber 
company executive was given the honorary 


BY NYU — John L. 


degree of doctor of commercial science. 
Others who were honored include: Winthrop 
W. Aldrich, chairman, Chase National bank: 
Charles Edison, president, Thomas A. Edison, 
Inc.; James A. Farley, chairman, Coca-Cola 
Export Corp.; Alfred P. Sloan jr., chairman, 
General Motors; Walter S. Gifford, honorary 
chairman, American Telephone and Telegraph, 
and Paul G. Hoffman, administrator, Eco- 
nomic Cooperation Administration. 


Eddy to Kadlec 


Ed Kadlec is now owner of Eddy 
Motor Co., Staples, Minn. 








| 


A car and tire saver. Enables 
greater payload; takes effect 
only when needed to carry any 
excessive load caused by weight 
or rough roads. It gives a normal 
ride when not loaded and an 
easier ride when over-loaded. 








The “LOAD-STER” Panel 


Rack provides valuable point- 
of-delivery advertising space for you and your 
customers. Furnished with dealer emblem 
painted in standard colors, or in prime coat 
only. All-steel construction, rattleproof, and 
adds extra load capacity to your pick-up at 
small cost. Available for 2, 34 and 1-ton trucks. 


MAIL TO NEAREST ADDRESS 


Box 349, Middletown, Ohio 
Box 7608, Dallas, Texas 


In- Name 


stallation is quick and simple, 


and no maintenance is required. 
For light passenger cars, 1/2 to 34 


ton trucks. 


Street. 


City. 





PRIOR PRODUCTS, Inc. 


Please send me complete information on the “Load-Ster” 


PANEL RACK [) 
Also send me the name of your nearest distributor. 


HELPER SPRING [) 


himecsiabicteiiigtiaiee nT 
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Darrin Discusses ‘Backward Art’... 


Is U. S. Auto Design Lagging? 


By Bob Finlay 
Managing Editor 


OES American automotive de- 
sign lag behind that of Europe? 
Salty Howard Darrin, who has 
just introduced a new expression to 
the auto industry, brought up the 
subject in an exclusive interview 
with Automotive News last week. 


The expression is “automotive 
architect,” and that is the way 
Darrin is described in a perpetual 
contract giving Kaiser-Frazer ex- 
clusive rights on all automobile 
designs created by him. 

It is said to be the first contract 
of its kind ever executed. 
+. 7 * 

ARRIN said that he would dis- 

cuss the decline of American 
design in a talk at a symposium 
on the “Esthetics of Automobile 
Design” at the Museum of Modern 
Art in New York. 

Called “Dutch” by his friends 
and considered by them one of 
the best and most outspoken of 








auto designers, Darrin attributes 
the alleged backwardness of 
American design to the decline 
of the custom body builders. 

Darrin said that the custom 
builders used to provide ideas for 
the mass-production auto makers 
to copy. 

+ +o . 

TOW, says Darrin, the custom 

builders are practically extinct. 
Only a few, like Derham in Rose- 
mont, Pa., and Darrin in Palm 
Springs, Calif., remain. 

Darrin, by the way, has some 
ideas for cutting the cost of custom 
body building that will be discussed 
a little later. 

“Other industrial designers, 
says Darrin, “merely redecorate 
existing automobiles and are 
severely handicapped by arbitrary 
limitations.” 


” 


No man to hide his light under a 


bushel, Darrin once was asked why 


Some Darrin Creations 





GRANDPA OF THE ‘5! 


KAISER?—Designer Howard Darrin calls this coupe, which he 


built on a Hispano-Suiza for Madame Rothschild around 1930, the forerunner of the new 
Kaiser. He cites the return curve of the front fenders, the general overall lines, the slant 
of the windshield, the bustle back and other features. 





DARRIN CUSTOM ON THE RIGHT—Here is a conventional Cadillac pictured next to a 
custom job by Howard Darrin. On the custom car, note the arched rear window, the sliding 
roof panels and fenders and rear deck in one piece. Spare tire folds down. 


CHEVROLET DEALER 


Attention ... |At $22,000,000 






FOR 1950 
POWERGLIDE 


ke 
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PARTS MANAGER 


cealed indirect light to illum- 
inate the automatic transmis- 
sion indicator on the steering 
column, 


A MUST for every car with 
1950 buyers have never driven 


transmissions before. 





Controlled by 


control 


same light 
switch as 


panel. 


MINUTE INSTALLATION 


LIST $2.50 each 


Cost $1.25 each. $15.00 doz. (minimum order) 
In Y2 gross lots, $1.15 each, $ 82.80 
In 1 gross lots, $1.00 each, $144.00 
Send your order with check today. Please, no C.O.D. or 
open accounts. We pay postage. 


VISILITE CORPORATION 


1905 N. MICHIGAN AVE. 


SAGINAW, MICH. 


instrument | tures 


designers were so hard to get along 
with. His reply: 
“Yd rather be repulsive than 


| anonymous.” 


He traces some of his ideas for 
the new Kaiser and Frazer models, 
which are ranked as tops in the 
industry by some observers, to his 
early custom jobs made in France 
in the 1920s. 

. * - 
| pred instance, he says, a car he 
built for Madame Rothschild 
has the lines of the Kaiser. 

In other of his custom jobs he 
points out the dip and upsweep in 
the side treatment of some of the 
current models. 

Some of his ideas for the custom 
job he does on Cadillacs are inter- 
esting. 

He hopes to turn out these 
jobs for $1,500 and build about 
150 a year. So far he has con- 
structed a few at his pilot plant 
in Palm Springs. 

He has designed the roof section 
over the front seat in three parts 
so that the two sides will slide 


~ | toward the center. 


To avoid seams between hood and 
fenders, Darrin builds them in one 
piece. 

Then, since this makes rather a 
heavy piece to lift up for service, 





Darrin has three sliding panels | 


disguised by chrome Vs so that 
water and oil may be put in the 
car without lifting the hood. 


* * * 


HE rear lid is also free of fender 

seams, with the spare tire placed 
outside. The tire swings down to 
permit entry into the rear luggage 
compartment, 

The rear window has what some 
have referred to as a sweetheart 
curve, but which Darrin, with his 
new title of architect, calls an arch 


Darrin will also do custom 
work on Kaiser and Frazer 
models. In this, as well as his 
work on Cadillacs, he will deal 
through the franchised dealers. 
While most of Darrin’s 25 years 

of custom building have been spent 
in France, no semblance of Con- 
tinental airs are found in his 
makeup. 

He has been called the Cellini 
of the auto, but he works in 
overalls, throwing his own clay, 
designing his cars from the 
ground up. 

At present, he is on his way to 
France to bring back examples of 
European coach work of the past 
for an exhibition to be held at the 
Museum of Modern Arts in New 
York next October. 

He will take with him a new 
Kaiser to enter in various auto 
shows in Paris, Monte Carlo and 
Cannes. 


S F ruchauf Places 


Ist Quarter Sales 


DETROIT. — Sales of Fruehauf 


SALES MANAGER Trailer Co. in the first quarter of 


1950 were placed at $22,000,000 by 
Roy Fruehauf, president. He said 
this was a gain of more than §$2,- 


Lever Lite is a cleverly con-/ 759.000 over the first quarter of 


1949. 

Sales would have shown a greater 
increase, Fruehauf said, had there 
been no coal strike with a result- 
ant shortage of steel. 

He said that sales volume for the 


automatic transmission. Most | frst 10 days of April was “virtu- 


ally double” that of the first 10 
days of March. The expanding vol- 


cars equipped with automatic|ume of sales which, he said, began 


early this year, was attributed by 
Fruehauf to several factors. 


“New trailers embody many fea- 
which tend to lower the 
weight of the unit,” he said. “This 
is translated into increased pay 
loads for the truckers. I do not 
mean, of course, that lighter weight 
features are applied exclusively to 
any one type of unit—stainless 
steel, for example. New develop- 
ments can be used generally in all 
types of trailers and we are using 
these wherever they result in a 
saving of weight. 


“One more factor is worth not- 
ing. The trucking business is show- 
ing expansion in all phases of its 
operation. It is only natural that 
our business should show compar- 
able gains.” 








New & Old 





CUSTOM FRONT—Note the lack of seams. 
Hood and fenders are one piece, with slid- 
ing panels, masked by the Vs, to enable 
attendants to put water and oil in the car 


‘iture and sell 


without lifting the hood. Lack of conven- 
tional hood ornament is a typical Darrin 
touch. | 





UPSWEPT TREATMENT — Designer Howard 
Darrin points to the dip and upsweep of the 
door in this old custom job of his as a fore- 
runner of a styling touch noted in current 
models. 


Common Carriers 
Back ICC Against 


Car Transporter 


WASHINGTON. —An_ examiner 
of the Interstate Commerce Com- 
mission received support from the 
regular common carrier conference 
of American Trucking Assns, in 
his findings against an automobile 
hauling company here last week. 


The examiner held that an auto- 
mobile transport operating certifi- 
cate containing the right to haul 
“parts” in addition to the vehicles 
in truckaway or driveaway service 
does not entitle the certificate own- 
er to transport automotive parts 
and kindred commodities in vans. 


The case involved the commodity 
scope of a certificate held by Con- 
voy Co., Portland, Ore., covering 
transportation authority in Oregon, 
Washington, Montana and Idaho. 


The conference brief, sent to the 
ICC, said, “The examiners findings 
would take no authority away from 
Convoy since it never had the 
authority it claims. Any interpre- 
tation other than that made would 
permit the automobile transporters 
to invade the field of general com- 
modity haulers without proof of 
public convenience and necessity.” 


A second brief, presented by 
counsel for the individual general 
commodity transporters, held that 
truckaway transportation of ve- 
hicles is a specialized service, with 
authority to transport parts be- 
longing to the specific vehicles be- 
ing shipped but no other parts. 

Convoy filed a brief maintaining 
that previous ICC decisions do not 
support the examiners conclusion, 
that he made serious errors and 
that adoption of his recommenda- 
tions would result in a partial revo- 
cation of Convoy’s certificate. 


Need wy Ink 


Oregon Truckers Urged 


To Publicize Activities 


PORTLAND, Ore.—Appointed as 
publicity chairman for the Oregon 
Motor Transport Assn., Olin Har- 
rison, general manager, Silver Ea- 
gle Co., appealed for wider co- 
operation from trucking companies 
in the important task of making 
information on the industry avail- 
able to the general public. 


“Here in Oregon,” Harrison point- 
ed out, “the truck industry has un- 
limited opportunities to tell the 
story of its work and its people. 
But the burden of making this in- 
formation available must fall pri- 
marily upon the various new 
sources—the individual trucking 
companies.” 

Harrison urged that each firm 
designate a press representative 
with responsibility for “covering” 
newsworthy activities in that com- 
pany. 











_TRUCK SECTION 


New Truck Firm 

HORTONVILLE, Wis.—Incorpor- 
ation of Melray, Inc., to manufac- 
truck bodies and 
equipment, firefighting equipment 
and accessories, was announced 
here by the principals, Raymond R. 
Richards and Melvin W. and Verna 
L. Buesing. Authorized stock is 500 
shares at $100 each. 





Buffalo’s 


LARGEST 


Newspaper 


284,000* Sunday Circulation 
and Growing Every Week 


Blankets the great 8-county 
market of Western New York 
where more people live than 
in any one of 16 states — and 
where retail sales are greater 
than in any one of 17 states. 
In selling this market of 
1,400,000 your dollar in the 
Courier-Express buys greater 
impact on the families with 


more money to spend. 


It Gets Results 
BECAUSE 
It Gets Read Thoroughly 
#A.B.C. Audit 9/30/49 
BUFFALO. |. wos 


Courier |= 





| » = e x 
Di} hh 
REPRESENTATIVES 

OSBORN SCOLARO, MEEKER & SCOTT 


LICENSE PLATE 


wy ao 


On or Off With a Quarter Turn 
Heavy %-inch bolt (with T-head 
and square shoulder) fastens li- 
cense plate securely in place. Will 
not lose off. 
PLATED TO PREVENT RUST 

No. 51—Dealer Cost, each 

Packed 12 to Box- 


Money-Back Guarantee 


IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish 
Order Direct from .. . 


HOUSER ENGINEERING & 
MFG., INC., Bluffton, Ind. 


Over 100 Service Items 


Qty 


Pri caaaea tt: at3 


NAME PLATES 


DEALERS: 


The Modern Advertising Plate, 
With Customer Eye Appeal 


Write TODAY for beautiful full- 
size FREE SAMPLE... Yours eo 
keep and compare! 

° 5c ou © 
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Car Production Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





NEW YORK ASSN. DISCUSSES GROUP INSURANCE—The executive and insurance com- 
mittees of the New York State Automobile Dealers recently held a joint meeting in Albany 


hich C. J. Reid & Co. was chosen as broker for the revised group insurance plan. 
Plans an ae made for the association's 27th annual convention to be held at Saratoga 








Week Week Jan, 1 Jan, 1 
inh Week, Apr. 18 Ty Apr. 23 age. 22, 
Ace” 6 sas” tose” «toDate 1ssee = 960° 

HRYSLER 22,813 259,531 95,531 
Chrysler 2,809 $4,914 12,698 
DeSoto 2,285 26,638 9,452 
Dodge 5,333 58,486 27,254 
Plymouth ‘ 12,386 —- 139,493 46,127 
FORD 35,427 21,727 $4,303 100,799 328,024 471 9125 
Ford . 27,250 16,845 26,467 77,707 258,752 366,206 
Lincoln 736 669 735 2,143 12,025 10,658 
Mercury ......... ‘ 7,441 4,213 7,101 20,949 57,247 94,861 
GENERAL MOTORS .. 62,923 50,581 62,337 185,973 566,578 876,267 
Buick... sweasess 8,940 11,434 34,094 119,949 156,958 
Cadillac “ 2,062 1,853 1,455 5,438 26,492 23,380 
Chevrolet .... ; 31,714 25,904 31,789 93,735 257,803 442,771 
Oldsmobile 7,925 6,098 8,022 23,879 80,068 117,255 
il cctasiasivte 9,619 7,786 9,637 28,827 82,266 135,903 
KAISER-FRAZER 1,910 1,940 1,518 5,103 18,876 12,968 
Preaser ............. 1,065 42 1,111 3,701 5,112 7,960 
SS SEES 845 1,898 407 1,402 13,764 5,008 
CROSLEY ..... 171 40 165 465 4,140 1,967 
HUDSON ..............06.5 2,754 3,487 2,763 8,081 57,486 42,680 
I astedesieidcdvnscvcce 4,801 2,104 4,748 13,616 48,397 62,417 
PACKARD ..... 1,498 1,023 1,500 4,442 32,241 24,238 
STUDEBAKER .... 5,972 4,648 5,888 16,510 63,406 87,465 
WILLYST _......... 1,196 485 1,171 3,162 8,456 6,048 
Total Cars, U. S. ..116,652 108,848 114,393 338,151 1,387,135 1,681,306 


+Station wagons and Jeepsters. 


*Revised. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week dan. 1 dan, 1 
Ended Same Ended Apr., to to 
Apr. 22, Week, Apr. 15, 1950 Apr. 23, Apr. 22, 
1950 1949 1950* to Date 1949* 1950* 
CHEVROLET 10,322 9,043 10,857 31,0388 142,755 145,903 
CROSLEY .... 10 5 11 28 143 130 
DIVCO 74 82 109 210 1,084 1,140 
DODGE ......... 2,938 es 58,312 8,794 
FEDERAL 48 26 41 124 494 460 
FORD 7,327 5,164 7,314 21,436 72,967 109,991 
REED, “bacsccdesccsvanssecs - 2,112 2,086 2,070 6,355 31,682 35,146 
INTERNATIONAL . 2,622 2,734 2,753 7,871 48,000 33,242 
IN Secaxeusuvedustens . 284 130 162 541 2,170 3,572 
aac sais ‘ 60 114 60 164 1,367 869 
STUDEBAKER 1,142 1,489 1,134 3,148 24,942 16,744 
WHITE. .............. 275 193 271 817 3,182 4,471 
EIU sesisececscsnsiseies 1,403 1,243 1,282 3,481 21,157 5,135 
MISCELLANEOUS .. 254 253 254 762 5,485 3,931 
Total Trucks, U. S. 25,933 25,500 26,318 75,975 413,740 369,528 
Total Cars, Trucks 
> a 142,585 134,348 140,711 414,126 1,800,875 2,050,834 
Total Cars, Trucks 
IIR la cictacdiceviins 6,346 5,473 6,088 18,582 73,184 108,927 
Grand Total, 
Cars and Trucks 
U. S. and Canada ....148,931 139,821 146,799 432,708 1,874,059 2,158,861 


*Revised, Miscellaneous includes Autocar, 
Drive, Sterling, Nash, Diamond T, etc. 


Corbitt, Marmon H., Brockway, Four-Wheel 





Two Millionth Unit Built 
Fortnight Ahead of ’49 


(Continued 


group they are accounting for a 
lesser share of this year’s produc- 
tion due to off-pace activity at 
K-F, Crosley, Hudson, Packard and 
Willys-Overland. 
~ * + 

EANWHILE, Ford assembly is 

booming toward even higher 
production goals. The company 
last week started Saturday produc- 
tion at 14 Ford and three Lincoln- 
Mercury assembly plants around 
the country. 

Nearly all GM plants are pro- 
ducing at record levels, and ap- 
parently heading toward even 
greater volume in the next few 
months. 

If Chrysler plants return to 
production this week, the com- 
pany will have a strike loss of 
420,000 cars and trucks to work 
on, 

Points in Chrysler’s favor, when 
it resumes production, are a steel 


from Page 1) 


situation that is no longer serious 
schedule - determining factor and 
the prevalence of a sales market 
called “the hottest” in history. 

Although only a few months ago 
demand was reported soft in a few 
sections of the country, it is now 
bright all over. 

Chrysler could greet this situa- 
tion by working a six-day week, 
plus overtime, to turn out nearly 
150,000 cars and trucks in May. 
How long sales demand might 
justify such scheduling after that 
is questionable. 


B. C. Leads Selec Pavaile 


OTTAWA. — British Columbia 
dealers led all of Canada in the 
number of new cars sold during 
February, compared with the same 
month a year ago, the Canadian 
government reports. They sold 
2,702 cars in February against 655 
last year. 











Springs, July 16-19. Seated left to right are: Ralph A. Young, Buffalo; W. F. Murray, Olean; 


Owen Cartwright, Troy, all of the insurance 


committee; George D. Gardner, Binghamton, 


association president; Samuel Giles, Port Jefferson, director; William Frame, Mineola, third 


vice-president and NADA director for the metropolitan area, and Ralph 
tary. Standing left to right are: Joseph Besch jr., Albany, association counsel; 


. Austin, secre- 
c. D. 


Hen- 


derson, executive vice-president; Allan D. MacKinnon, regional sales manager of Prudential 


Insurance Co.; William Herpich, Rochester, 


member of the insurance committee; John 


assistant treasurer; S. J, Reynolds, Syracuse, 


J. Evers jr., director of insurance for the asso- 
ciation, and A. Richard, Poughkeepsie, second vice-president. 


British at Show Stress 
Dealer Opportunity 


(Continued from Page 1) 


for American dealers, 

Some of the British makers were 
|so pleased with the success of the 
iN. Y¥. show that they were con- 
|sidering an additional show, pos- 
sibly on the West Coast. 

Not only did the show produce 
sales but it stimulated wide- 
spread dealer interest, according 
to Sir William Rootes. A feeling 
that the British may have set 
their sights too low was indi- 
cated. 

The British are stressing this 
point: British cars have individual- 
ity. They are not all cut from the 
same cloth. 

A dealer who takes on a British 
line, say the British, adds an at- 
traction to his showroom. Perhaps 
the dealer handles one of the in- 
dependent U. S. makes—and such 
dealers are highly favored by the 
British. 





* * * 

HE British car has a certain 

attraction. If properly promot- 
ed, it brings people into the dealer- 
ship. Some of those who come in 
will buy the British cars; some 
will prefer the American cars. 

Those the British hope to sell, 
they say, are not the majority who 
strive to keep up with the Joneses, 
or those who want the biggest 
package of transportation for the 
money. 

They are the people who are 
auto enthusiasts, people who like 
different cars, people who are 
concerned about the second costs 
as well as the first, and the 
young blades. 

Some of the British cars, by the 
way, have a strong attraction to 
the hot-rod lads, who are said to 
be forming sports clubs all over 
the country. 

* - + 

OME of the British makers be- 

lieve that the turn in the Amer- 
ican market will be beneficial for 
them in the end. 

At first their sales plunged as 
Americans, who were buying Brit- 
ish cars because they could not 
get delivery on American makes, 
dropped out of the British market. 

That, however, was a false mar- 
ket, and not the permanent one the 
British seek. 

But the turn in the market 
also made more dealers in U. S. 
willing to take on British makes. 
That is a trend the British hope 
will grow, saying the dual line 
gives dealers a broader market. 

One of the most knowledgeable 





FORD HOLDS TRI-REGIONAL SALES MEETING IN NEW YORK—Sales personnel from the Central office and three regional locations 


were in session for three days last week to discuss sales, service and production programs for the next three months. 


alker Williams, 


Ford general sales manager, led the discussions. Sales contingents from the Northeastern, Southeastern and Central regions were headed 
eacham and C. 


by C. J. Seyffer, C. R. J. 





(Larry) Doyle, regional sales managers. 





the possibilities British cars hold | 


Britishers on the subject of U. S. 
dealers is B. J. Hegarty, who is 
in charge of North American sales 
for Austin. 

Austin came in the U. S. mar- 
ket early and worked hard to build 
up a broad dealer network with 
emphasis on widespread service. 

+ * + 


PSGARTS says that, when Aus- 
tin set up for business here in 
the fall of 1947, it was inundated 
with applications for dealer fran- 
chises. It was at the height of the 
sellers’ market. 

At that time, Austin, a line much 
sought after in other parts of the 
world, could not be too choosey, It 
had cars arriving and had to sell 
them. 

“We didn’t know,” Hegarty 
said, “what poor material we had 
until the slump came in Novem- 

ber, 1948.” 

After that, said Hegarty, Austin 
set about putting its dealer body 
on a sound basis. A field staff was 
set up to call on dealers. 

“We've worked hard in the last 
12 months,” Hegarty said, “and we 

are strengthening our dealer net- 
work.” 
* + * 
| by THIS respect, Hegarty said 
that some of Austin’s British 
competitors are getting some of 
Austin’s dealers to dual. 


Hegarty says he doesn’t mind 
this, since his goal is to make 
Austin’s dealers strong. Hegarty, 
by the way, says his line has price 
appeal since devaluation, as well 
as personality appeal. 

Some of the British makers ex- 
pressed the opinion that auto hob- 
byists would make good dealers. 

Hegarty, however, said the best 
dealers were businessmen with 
the foresight to see a definite 
place for the Austin in the Amer- 
ican market, and to learn to ap- 
proach that market. 

Sir William Rootes, who built a 
big manufacturing business on pro- 
fits from dealerships in American 
ears in Britain, also plugged for 
sound businessmen as dealers, 

Sir William asserted that he 
wanted men keen on working, en- 
thusiastic over the product and “we 
want them to make money.” 

+ “ 7 


TS show itself, with its knights, 
British accents, and British 
mustaches, had a certain intriguing 
air about it, not found in Ameri- 
can shows. 

Among other things, it attracted 
a little band called the American 
Irish Minute Men of 1949, who 
picketed loudly out in front. 

Some of the exhibitors must have 
thought this writer was one of the 
Minute Men, as I went from booth 
to booth asking why Americans 


should buy British cars. 
The question, however, wasn’t 
meant to be impertinent. I just 


wanted to find out the approach 
the British were taking. 

One remarked: 

“Why, it’s like some people 
buy derbies, while most men 
wouldn’t wear one on a bet.” 

R. A. Bishop, of the Nuffield 
group, said the Morris Minor con- 

vertible and T. D. Midget were go- 
ing over big, leading to the forma- 
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tion of a good many sports clubs. 

Nuffield sells in the U. S. through 
10 big distributors who have 300 
to 400 dealers, blanketing the big 
cities. 

* * a 

HERE is, by the way, a changed 

view on the market. Hegarty 
brought it up, saying that at first 
Austin was told that it should make 
its play as a second car. 

Now Austin is swinging more to 
the idea of selling the Austin on 
its merits as “a sufficient car.” 

G. J. Long, of the Daimler, was 
one of those who undertook to show 
this writer some of those personal- 
ity points about British cars. 

The Daimler, however, is not 
quite typical, since its price is 
something like $14,000. There’s a 
special sports job, though, for 
$4,800. 

“Notice,” said Long, “the ‘shush’ 
as you close the door. All our body 
panels are ‘beaten out’ by hand. 
The fit is incomparable.” 

We'll have to concede that the 
fit is something to marvel at, and 
the “shush” quite satisfactory to 
the ear. 

The “spats,” or what we’d call 
fender skirts, were interesting, too. 
They unlocked from the inside, and 
slid up on an ingenious. con- 
trivance. 

- 


” * 
(THERE was almost as much “spit 
and polish” under the hood as 
outside, and we were told that the 
Daimler owner polishes up his en- 
gine just as he would the body. 

The seats were things of beauty, 
made, Long said, by craftsmen who 
had worked for years on Royal 
coaches. 

Across the way was the 1,500- 
pound Jupiter, which sells for $2,- 
548 for the convertible and $1,998 
for the standard sedan in New 
York, has a tubular frame chassis 
and speeds over 95 miles an hour. 
Another feature is torsion-bar sus- 
pension on all four wheels and a 
flat four-cylinder engine. 

* om * 
(TaEn there is the racy Jaguar, 

a beautiful job selling in the 
Cadillac class. Others in the show 
were the Allard, the Aston Martin, 
the Bentley drophead foursome, the 
British Ford, the Frazer-Nash, the 
Healey Silerstone two-seater, the 
Hillman, Humber, Jowett, Lagonda, 
Riley, Rolls-Royce, Rover Singer 
and Sunbeam-Talbot. 

“Not at all peas in a pod, you 
know,” we were told. And not 
all the same price, either, the 
—-» being about $1,500 to $25,- 


The British were much buoyed 
up by Sloan’s remark that they 
might well sell more than they 
expected. 

“T am sure,” Sloan said, “that the 
more penetration you make on our 
market, the greater example it will 
be for us to do a better job here. 
. . . We believe in competition .. . 

“I hate to think what the posi- 
tion of the automobile trade in 
this country might be today had 
we not had this great incentive to 
competition.” 


Selling Guide 


(Now in second printing, due 





to unprecedented demand) 


“John O. Munn's “A 
Guide to Automobile 
Selling’ is now aveall- 
able in book form. Its 
64 pages, cloth-bound 
in handy size, is chuck 
full of information 
every one of your 
salesmen needs to 
meet the challenges of 
today's selling. 

Put this book in the 
hands of your sales- 
men. Guide them in 
the techniques that de- 
emphasize the impor- 
tance of the used-car 





allowance. Each chap- 


John O. Munn ter is @ money-maker 
for you. 

Here are some of the chapter tities: Study 

and Experience — Bravery and Courage — 


Plan Your Work and Work Your Plan — Con- 
centration and You — Confidence — Develop- 


ing a Clientele — Internal Relationships — 
The Pre-Approach — Locating Prospects — 
The Importance of an Automobile Dealer 


— It Does Make a Difference to an Owner 
Where He Buys His Car — The Automobile: 
Humanity's Most Prized Possession — Selling 
the Used Car Allowance — Pitfalis in Ap- 
praising Used Cars — The Utility Value of 
the Used Car — Selling the Complete Finance 
Package — Keeping Owners as Customers. 


64 cioth Bound $3.50 Fain 
AUTOMOTIVE NEWS 


BOOK DEPARTMENT 
DETROIT 2% 
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Kansas Dealers 


Assail Lack of 


Area Security 


TOPEKA, Kans. — “Elimination 
of territory security lets the bars 
down for a dealer who wishes to 
go into the business of bootlegging 
new cars and trucks,” the Kansas 
Motor Car Dealers Assn. has told 
its members in a letter. 

Officers and directors of the as- 
sociation decided to send out let- 
ters on the related subjects of ter- 
ritory security and _ bootlegging 
after a meeting. Discussion at the 
parley brought up these points: 

1, What protection of his invest- 
ment does a dealer have if the 
factory does not allow traditional 
territory security and make every 
effort to stop bootlegging? 

2. Dealers in southeast Kansas 
are confronted with a serious sit- 
uation because a used-car firm in 
Joplin, Mo., is advertising all makes 
and colors of cars from $200 to 
$500 below list. 

3. Used-car dealers are securing 
new cars from franchised dealers 
at only $25 above cost, and these 
cars are offered for sale at $200 
or more less than list prices. 

4. Does elimination of territory 
security benefit a small or large 
dealer? A small dealer might con- 
sider that his overhead is lower 
and that if he can sell a few cars 
in a larger city by cutting the price 
$50 to $100 he will make additional 
profit, But then the larger dealers 
could retaliate by quoting lower 
prices, it was stated. 


Board Renamed 
By Packard 


DETROIT. — All seven directors 
of Packard were reelected at an 
annual meeting of stockholders last 
week. Of the 15,000,000 common 
shares of stock outstanding, 78.4 
Percent was represented at the 
meeting in person or by proxy. 
The board reelected or reappointed 
all officers. 

The renamed directors are Hugh 
J. Ferry, president and treasurer: 
Col. J. G. Vincent, executive vice- 
president; James McMillan, Henry 
C. Bogle and W. Tom ZurSchmiede, 
all of Detroit; Earle C. Anthony 
of Los Angeles and Edwin Foster 
Blair of New York City. 

Ferry and Vincent were re- 
elected to their respective offices 
and E. C. Hoelzle was also re- 
named vice-president and comp- 
troller. 

Those reappointed are G. C. 
Reifel, manufacturing vice-presi- 
dent; Karl M. Greiner, sales vice- 
president; Milton Tibbetts, vice- 
president, assistant secretary and 
patent counsel; William H. Graves, 
engineering vice-president; George 
H. Brodie, vice-president in charge 
of coordinating operations; W. B. 
Hoge, assistant comptroller, and R. 
S. Marx, assistant secretary and 
assistant treasurer. 





Obituaries 


Rites Held for Widow 


Of William S. Knudsen 

DETROIT.—Funeral services 
were held here last Wednesday for 
Clara Elizabeth Knudsen, widow of 
William S. Knudsen. Mrs. Knudsen 
had been ill since her husband died 
two years ago. 

She married Mr. Knudsen when 
he was a factory foreman. She 
lived to see him become head of 
Chevrolet, and then president of 
General Motors. 

* > 


* 
Everett S. Gray 
FARMINGTON, N. H.—(UTPS)—Everett 
Stephen Gray, 87, a pioneer auto dealer 
once associated with the former Auburn 
Motor Sales, died at his home here Apf. 3 





after a two-week illness. 
7. > * 
ond T. Mesker 


SANTA MONICA, Calif. — Raymond T. 
Mesker, secretary of Aluminum Industries, 
Inc., Cincinnati, died on Easter eve in 
Santa Monica, where he had gone to re- 
cuperate from a heart ailment. 

* * * 
Harry O. Norris 

BALTIMORE.—Harry O. Norris, a for- 
mer director of Black & Decker Mfg. Co., 
died at his home in Mount Washington 
after a six-week illness. At the time of 
his death, Mr. Norris was president of 
R. W. Morris & Sons, wholesalers of auto- 
motive equipment. He was also president 
of United Automotive Service, Inc. 

* * * 


Roy E. Cole 
SOUTH BEND.—Roy E. Cole, 63, for- 
mer engineering vice-president of Studebak- 
er and a 40-year industry veteran, died 
Apr. 20. He joined Studebaker in 1930 and 
was instrumental in the development of the 
Studebaker Champion and wartime Weasel. 







































GENERAL MANAGER WANTED by 





GENERAL MANAGER - 


AUTOMOTIVE NEWS, APRIL 24, 1950 sa . | i 


Classified Want Ads | 


HELP WANTED 


SERVICE MANAGER. Chrysler-Plymouth 
dealership, Northwestern Pennsylvania. 
Must have good mechanical background, 
be aggressive and thoroughly understand 
all phases of management. To man who 
can produce, a steady position with good 
salary and bonus is offered. All replies 
confidential. Box 3980, c/o Automotive 
News, Detroit 26. 


SALES MANAGER. Combination Chevrolet 
and Buick dealer in one of Nebraska's 
better cities has an excellent opening for 
the right man. The man we are looking 
for does not necessarily need sales man- 
ager experience. If you are a Chevrolet 
salesman between the ages of 28 and 40 
with a proven sales ability, we will con- 
sider your application. We prefer a man 
from the midwest. Nielzen Chevrolet 
Co., Columbus, Nebraska. E. M. Nielsen. 





NEW CAR SALES MANAGER. A golden 
opportunity for an ambitious man who is 
not afraid of hard work and can produce 
sales for a large Oldsmobile dealership 
in Minneapolis, Attractive compensation 
plan, We want a man with experience in 
a large volume operation, preferably 
General Motors. Please give complete in- 
formation including picture, Box 3965, 
c/o Automotive News, Detroit 26. 


PARTS MANAGER 


with outside selling experience. National 
AAA-| automotive small parts manufacturer 
wants salesman to call on new car dealers 
in established territories. Security and sub- 
stantial income assured the right man. Pre- 
fer age 25-40, with late model car. Write 
P. ©. Box 1128, Cleveland 3, Ohio. 











in- 
experienced dealer who needs the abilities 
of seasoned operator. Will want small 
investment in business to show good 
faith only. Dual independent franchises, 
good location, well equipped shop, sound 
finances, wealthy summer resort, Eastern 
Long Island. Box 3992, c/o Automotive 
News, Detroit 26. 


SALES EXECUTIVE, Medium size GM 
dealer, desirable Southern California lo- 
cation. Applicant must possess sound 
judgment, aggressiveness, thorough 
knowladge of automobile business and 
willingness assume important responsi- 
bility. Must be able produce outstanding 
results buying and selling used cars. 
Write fully. Box 3966, c/o Automotive 
News, Detroit 26. 


NEW AND USED car salesmanager, with 
ideas, sales ability. Must be able to 
supervise sales force of five men. Salary 
and commission basis. 300 car dealership, 
located in Baltimore, Md. Please state all 
details in first letter. Write Box 3963, 
c/o Automotive News, Detroit 26. 


POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/2 cents per word for one 
insertion or two insertions of the same 
copy at 12'/, cents per word. Cash in 
advance. 


BUSINESS MANAGER. Twelve years’ au- 


tomobile dealership experience, including 
Ford. Volume merchandiser. Can con- 
trol and supervise costs, personnel, cus- 
tomer relations, budgets, daily operating 
control, statements. Capable of assum- 
ing responsibility and relieving dealer or 


general manager of all administrative 
and internal work. Want permanent 
connection with future. Willing to locate 
anywhere. Box 3982, c/o Automotive 
News, Detroit 26. 

USED CAR MANAGER. Interested in 
permanent connection with substantial 


new car dealer (G.M. preferred). Post- 
war and prewar experience. Exception- 
ally familiar with reconditioning and the 
various promotional activities in the 
merchandising of used cars. Box 3983, 
c/o Automotive News, Detroit 26. 





AUTOMOTIVE ENGINEERING GRADU- 
ATE, SAE member, 10 years’ automotive 
laboratory experience, desires position as 
sales or service engineer with manufac- 
turer or distributor of automotive parts 


or equipment in southwestern states. 
Married, 2 children. Box 3993, c/o Auto- 
motive News, Detroit 26. 


SALES MANAGER or new car manager 


for one of ‘‘Big Three’’, desirous of 
making permanent connection. Will lo- 
cate in eastern states. 20 years’ experi- 
ence in all phases of the automobile 
business. Presently employed. Willing to 
move. 48 years old, married and can 
furnish A-1 references. Box 3981, c/o 


Automotive News, Detroit 26. 

Sales Manager - 
Salesman. Excellent factory and Chev- 
rolet retail experience in all phases of 
dealership operations. College graduate, 
28 years of age, responsible, ambitious, 
excellent references. Permanent position 
desired with medium sized GM dealer— 
preferably Chevrolet or Pontiac. Western 
location and opportunity to invest de- 
sired—cash available. Box 3996, c/o Au- 
tomotive News, Detroit 26. 

ACCOUNTANT—tThoroughly experienced as 
treasurer with large dealer, Office man- 
agement and business management ex- 
perience with GM and following dealers: 
Buick, Chevrolet, Ford, Lincoln-Mercury. 
Experienced in supervision of all depart- 
ments of dealership. Can invest $15,000. 
Box 3997, c/o Automotive News, De- 
troit 26. 


MANAGER OF PACKARD, Cadillac or 
Lincoln agency. Prefer south. 18 years 
with Packard. Age 41, strictly sober; 
bank references, can buy into, I will 
show a continuous sales record you have 
never seen before. Earnings near $10,- 
000. Reason for changing excellent. Box 
3999, c/o Automotive News, Detroit 26. 


BUSINESS MAN-—Expert in sales, sales 
promotion; available to travel the east 
or middle west. Proposition must be first 
class, commensurable to successful repre- 
sentation. Box 3998, c/o. Automotive 
News, Detroit 26. 










CLASSIFIE 


eact 


tel 


AD DEPT 


POSITION WANTED 


GENERAL MANAGER. 17 years with 


Chevrolet dealers in Florida. Manager for 


Chevrolet dealership in Miami since 1948, 
Pre-war and post-war experience in man- 
agement, sales and accounting. Age 43, 
married, responsible. Can furnish excel- 
lent references upon request, Chester I. 
Edwards, 262 N.E. 98th St., Miami 
Shores, Fla, (Ph, 89-3914.) 


ARE YOU AN OLD-TIMER? Know aill 
the ups and downs? Looking for young 
shoulders to carry the load your way? 
I am 33 years old, married 14 years, 
G.M. trained in business management, 
3% years auditing and public account- 
ing, one year temporarily as general 
manager 125-car deal, 2 years Chevrolet 
wholesale cost accounting, 3 years office 
management. Hoyt H. May, Jr., Mela- 
leuca Dr., Route 2, Box 435-H, West 
Palm Beach, Fla. 


AM INTERESTED in a position as man- 
ager or sales manager; or would be- 
come active owner or part owner of 
G.M. deal, Age 45, with 20 years’ con- 
tinuous experience. Good health, married. 
Box 3984, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER for medium size 
dealership. Experienced General Motors 
accounting system, Thorough knowledge 
of parts, sales, used car appraising. 
Presently employed as business manager. 
Excellent references. Locate anywhere. 
Box 3994, c/o Automotive De- 
troit 26. 


ACCOUNTANT-OFFICE MANAGER. Age 
37, 5 years’ General Motors experience 
in present position, 4 years’ other office 
management experience. Reliable, hard 
worker. Reply Box 3995, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE 


DEALERSHIP, now handling Kaiser-Fra- 
zer, 55 miles west of Chicago in city 
of approximately 17,000 population. Com- 
pletely equipped shop and parts, used car 
lot adjacent to showroom, good lease. 
Get ready to sell America’s most spec- 
tacular low-priced car. $10,000 down to 
accepted party. Will take real estate or 
any income property as part or full pay- 
ment, Box 3988, c/o Automotive News, 
Detroit 26. 


FOR SALE. Auto sales agency, southern 
Michigan, Over sixteen years with same 
independent manufacturer. 13,000 feet 
floor space; plus modern gasoline super- 
service, Just out of down-town business 
district; in better part of 50,000 popula- 
tion city. Sales in 1949 better than $500,- 
000; $65,000 cash, balance terms, will bu) 
building, land and $25,000 of equipment 
and_ $10,000 parts, Box 3971, c/o Auto- 
motive News, Detroit 26. 


News, 





ARIZONA. Good business town, sales 100 
yearly, low overhead, assets about $20,- 
000, now handiing Buick-GMC; state’s 
fastest growing town, 150 units yearly, 
about $35,000 to take assets, now hand- 
ling Lincoln-Mercury; pleasant Southern 
Arizona location, 75 units yearly, takes 
about $15,500 for assets, now handling 
Dodge-Plymouth. We have others. Write 
Pocock and Smith, Business Brokers, 
1413 N. Central, Phoenix, Ariz. 


ee Bk 

SOUTHEAST DEALERSHIP, now handling 
Packard, Sacrifice because of illness. 
Good town and good business, Should 
easily net more than the purchase price 
the first year. $10,000 buys everything. 
Actual cost of inventory and equipment 
—$16,000. Must see this to appreciate its 
value, Write Box 3970, c/o Automotive 
News, Detroit 26. 


VEALERSHIPS AVAILABLE in western 
states, selling popular English cars. No 
franchise charge, no monthly quotas, 
spare parts coast to coast. Dealer con- 
sumer bank terms. New low prices. MG, 
$1,750 list; Morris, $1,250 list, F.O.B. 
Los Angeles. Inquire Mr. Christian, 
Gough Industries, Inc., Box 2768 Los 
Angeles 54, Calif. 

DEALERSHIP, now have Ford 150 unit 
franchise. Aggressive midwest trade 
center, Fully equipped shop—good clean 
parts stock, Very desirable lease—$100 
month, Options at fraction of value on 
ground, Must sell due to other business 


interests. Inventory only. No blue sky. 
Box 3974, c/o Automotive News, De- 
troit 26. 





CENTRAL AND SOUTHERN California 
automobile dealerships for sale. Need 
financially able buyers who can qualify 
with factory. Investment $25,000 or 
more. What do you want? H. C, Finley, 
Broker, 2030 E. Walnut St., Pasadena, 
Calif. 

DEALERSHIPS FOR SALE, now handling 
Chrysler-Plymouth; Ford: Studebaker and 
Chevrolet. Broker. Box 3936, ¢/o Auto- 
motive News, Detroit 26. 

ONE OF ‘Big Three,’’ located in Northern 
Michigan, Trading area over 20,000; with 
or without real estate. Inquire Box 3986, 
c/o Automotive News, Detroit 26. 





“Best Town in the West” 
For Sale to Qualified Buyer 


DEALERSHIP 


(Now nantes Lincoln-Mercury) 
At Inventory 
With or Without Real Estate 
150 plus Car Deal 
Owner Retiring 


Write, Wire or Phone 


Werner Griffith, Inc. 


2000 South 5th Street 
Las Vegas, Nevada 





AUTOMOTIVE 


| funeral cars and ambulances on 


he On 42 Celta 


NEWS, PENOBSCOT BUILDING, DETROIT 





USED CARS FOR SALE 


AUTO 
AUCTION 


DEALERSHIP AVAILABLE 


DEALERSHIP, now handling Packard in 
New England industrial town of 50,000. 
Buyer must take lease and qualify with 

































factory. Nearly one-third million gross 
1949. Will seil for parts, fixtures and 
equipment inventory (depreciated) ap- 


proximately $9,500. Write Box 3973, c/o 
Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE. Authorized 
small dealership, handling Pontiac and 
GMC trucks, 40 to 50 car contract. 
County seat town of 2,000, located in 
Central Kansas. Box 3987, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP WANTED 


DESIRE financial and active participation 
in large, fast moving automotive agency. 
Plenty of background to support desire. 
Willing to invest substantial amount. 
Fifteen years of executive experience 
such as dealer, general manager, factory 
sales promotion, public relations. Hard 
hitting individual and ready to go. Reply 
Box 3985, c/o Automotive News, De- 
troit 26. 

SOUTH TEXAS DEALERSHIP wanted, up 
to $100,000. Box 4000, c/o Automotive 
News, Detroit 26. 


DISTRIBUTORS WANTED 


HORSEHEADS, NEW YORK 


EVERY FRIDAY 





a 


DANVILLE, PENNA. 
EVERY WEDNESDAY 





You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson lex Rickard 
Auctioneers 





DISTRIBUTORS WANTED 
for the 


“"REMPCO" 


line of automotive parts bins, steel shelving, 
storage cabinets and lockers. Write— 


P. G. Renie Metal Products Co. 
P.O. Box 344, Mansfield, Ohio 








LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


in the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 








BUSINESS OPPORTUNITIES 


DISTRIBUTOR 
FRANCHISES 
NOW OPEN 


Nationally known builder 








Located 6 miles North of Lancaster, Pe. 
MANHEIM AUTO SALES 
& AUCTION, INC. 


of Phone 202-W4 





Cadillac commercial chassis have 
distributorships open in the states 
of Arkansas, Kansas, Louisiana, 
Missouri, New Mexico, New York, 
Oklahoma, Oregon, Texas and 
Washington. State particulars 
about yourself or organization. 
Replies held in strictest confidence. 

“1949 The Biggest Year In 

This Company's History” 

BOX 3962 


c/o Automotive News 
Detroit 26 


ATTENTION DEALERSII! 


At Greatly Reduced Prices 


1947 CHEVROLET - FORD - PLYMOUTH 
4 DOOR SEDANS 
Excellent Bodies -:- Good Motors 


All Cars Formerly Used for 
Cab Service in Phila. 


Phone or Write: 


THE R. A. COMPANY 


43rd & Locust Sts. @ PHILA., PENNA. 


SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Coie 


Philadelphia's 3 








INDUSTRY'S MOST POPULAR AGENCY. 
Located in the West’s fastest growing 
city. Just 70 miles from Los Angeles. 
Gross $250,000 annually. Building and 











cluded. Can be bought for book value. 
Box 4002, c/o Automotive News, Det- 
— —| BIG DEALER AUCTIONS 
DEALER SERVICES 
(NVENTORY SPECIALISTS. Parts and ac- 
cessories inventories taken accurately, | TUESDAY THURSDAY FRIDAY 
economically and quickly in Michigan, 12 NOON 12 NOON 8 PM. 


Illinois, Indiana, Ohio, Pennsylvania and 
New York, Talbot’s Automobile Dealers 
Inventory Service, 4690 Newport, Detroit 
13, Mich. Phone Valley 2-9377. 


1,000 EMBOSSED BUSINESS CARDS, 
$3.95 postpaid. Write for free sample and 
style chart. Dick’s Card sales, Box 
3391A, Mdse. Mart, Chicago 54, Ill. a 


USED CARS FOR SALE 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 











COUDERSPORT 
AUTO AUCTION 


Coudersport, Penn. 





AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 
ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


2 So. Main Street 
Every Wednesday, |:30 p.m. 
Large Brick Heated Building 
Every Auction Convenience 
Plenty of Cars — Plenty of Action 
DEALERS ONLY— 





The Dealers’ Market Place! 











BUY IT! 
SELL IT! 
WHEELING, ALLINOIS TRADE IT! 
AU , 
Groty oes seen at HIRE HELP! 
15 miles north o' icago limits on Route 
Milwaukee Avenue—Phone 348 Through 


Dealers Auction in Cook County 
(Chicago). 35 years experience in the Auto- 


motive Business. 
AL KELLUM — JOE OSTERGRANT 
Auctioneers 
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USED CARS FOR SALE 


---BIG--- 
AUTO AUCTION 


Every Monday of Every Week 
Starting at 12:30 Promptly 


Montpelier, Ohio 


This sale is for ‘‘Dealer Only" 
In our new modern 
SALES PAVILION 


Telephone & Telegraph Service 


We haven't missed a single Monday in 
over three years. Bring titles, also bank 
references. One visit and you are sure 
to return. 

Western and Southern Buyers Always 
in the Buying. 


$10—Sold $5—Not Sold 


Call Telephone 9009 Sunday P.M. and 
All Day Monday 


WOODRUFF, 
JENKINS, DRAKE 


Co-Partners 


Montpelier, Ohio 





ATTENTION, 
MANUFACTURERS REPS 


DO YOU NEED NEW LINES? 


Antometive News can help you by 
bringing your wants to the attention of 
manufacturers. 

An advertisement in this section will do 
the trick at a nominal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 


FOB Memphis, 


Auction 





HELD 













324 W. Main St. 








GENUINE FORD PARTS SALE 


We have the following surplus stock to dispose of at low net prices shown: 


All merchandise is guaranteed to be in good condition and genuine Ford. Prices are 
Tenn. All orders are firm. Payment by check with order or shipment 


COD. First come, first served until quantities exhausted. 


HERFF 


THE FORD PLACE 
295 Union, Memphis, Tennessee 


INDIANA'S 
OLDEST 
AUTO 


IN A BIG HEATED BUILDING IN THE HEART OF DOWNTOWN 


INDIANAPOLIS, INDIANA 
EVERY WEDNESDAY — 12 "=, 22! « 
150 to 200 = ‘adhe ee 


MAKE YOUR RESERVATIONS NOW! Call Lincoln 7447 
BRING YOUR CARS EARLY! 


DEALERS ONLY 
When Buying or Selling . . 


CLARKE AUTO AUCTION 


1125 N. MERIDIAN ST 

















THE TUESDAY SALE — 11:30 A.M. 
FORT WAYNE AUTO AUCTION 
(in i oo of ii 


Phones: E 


OUR ONLY GUARANTEE: YOU MUST BE SATISFIED 


WEBSTER-MARKER MOTORS, INC. 


_AUTOMOTIVE NEWS, APRIL 24, 1950 


TRUCKS FOR SALE 
PARTS PANEL FOR SALE. 





ANTIQUE CARS FOR SALE 
1948 Ford,| WILL SACRIFICE. 1925 6-cylinder Rolls 




























USED CARS FOR SALE 































AUTOMOBILE F-4 chassis and Vanette body, complete Royce 20 H.P., 4-passenger phaeton. 
with parts bins, dual wheels, helper Near perfect condition. Six tires with 
springs; low mileage. prime coat, will wire wheels. New top and trim, Excel- 


lent 4-wheel brakes. Interior of body 
handsomely paneled, with locker in each 
door for tools and accessories, Three 
lockers back of front seat for thermos 
bottles, et cetera. Radio, extras. Over 
$3,000 spent on car in last three years. 
Will give present-day performance as to 


paint, Box 3989, c/o Automotive News, 


Detroit 26. 
TRUCKS WANTED 
WRECKED OR BURNT 1948 or later 1 ton 
Ford cab and chassis. Box 1771, Charles- 
ton, W. Va. 


AUCT ION 


iles From Chica tt Loop 
Yq Mile East of Iilinois State Line on Route 30 


EVERY FRIDAY — 11 A.M. 
175 Car Average 





We have actually sold an average of 93 PARTS FOR SALE speed, safety and durability, Has inter- 
cars per sale since the day we started. esting history. Now in antique classifica- 
Strictly Wholesale tion, Box 3991, c/o Automotive News, 

Dealers Buy — Dealers Sell Detroit 26. 
GEORGE LAWSON and BUD FENNEMA 1901 5-SEATER Lifu steam car. Tiller 
Owners steering. Good running order. Believed 


to be the only one in existence, Photo- 
Offers invited. Night- 
Tunbridge Wells, 


FERRIS BUICK, Inc. 


Bronx, New York 


Dutch Stuart, Auctioneer 


Dyer Auto Auction 


PHONE 4111-4051 DYER, INDIANA 
Res. Lansing, III. 730 or 107R 


graphs available. 
ingale, 26 High Street, 


Jerome and 183rd England. 


MISCELLANEOUS 
GENUINE STUDEBAKER upholstery tor 
1947-1949 Champions and Commanders. 
Complete set for all cushions and backs 
$10. Nylon upholstery set for 1948-1949 
Land Cruiser $25. Door panels, head- 
liners, truck seat covers and other items 
available. Write or call for further in- 
formation or samples. South Bend Cover 
Co., 1202 8. Main St., South Bend, Ind. 


ENGINE REBUILDING — Crankshaft 


grinding and metalizing. John P. Hughes 
Motor Co., Inc., 300 Commerce St. 


Genuine Buick Parts 





USED CARS WANTED Wholesalers 


WE WANT CLEAN CARS only. Any make, 
any model. One or 1,000. Cash waiting. 
1939, 1940, 1941, 1942, 1946, 1947, 1948, 
1949, 1950. Will go anywhere in Massa- 
chusetts, Maine, N. H., or Vermont only. 
Telephone Longwood 6-6002. Car Buyer's 
Acceptance Co., 154 Beacon St., Chestnut 





Bert and Bob will give you same day 
service on mail orders and inquiries 


ALL SHIPMENTS C.O.D. 








Hill, Mass. 
Virgt: 
FLEET CARS, coupes, sedans, pickups awe. Vie 
wanted. No taxis. Box 3976, c/o Auto- 





WANTED 
AUTO LITERATURE 


Smith's “Marketing of Used Automobiles” 


motive News, Detroit 26. 


BUSES WANTED 


SCHOOL BUS, new or late model. 48 to 
60 passenger. Box 3990, c/o Automotive 


CHEVROLET PARTS 


AT CLOSE-OUT PRICES 
90 Brand-New Engines for Truck 
and Passenger cars. All 194!- 


News, Detroit 26. 
SNE WON ses eeccodsabacsatssucssscé $191.25 each| FTC's “Report on the Auto Industry” 
TRUCKS FOR SALE 25 Block, eee $97.1 h Write Box 3879 
STEERER nD I EEE .15 eac 
PRACTICALLY NEW Nash Ambassador c jo Automotive News, Detroit 26 


33 Cylinder Heads 





wrecker. Manufactured new in Novem- 

ber, 1948. Actually driven only 1,800 8-601988 and 25-837299 ............ $ 17.10 each 
miles by us. Sold new for $4,000, | 90 Radiators 10 % 
Equipment as follows: Ashton body, 1936-1948 Truck & Pass. BELOW 
model 19 winch, model 41-B crane, 300 | 47 Wheels DEALER 
feet %'’ wire rope, rear control winch, NET 


(24-593998 23-601772) 
CONTACT PARTS MANAGER 
COOLBY CHEVROLET COMPANY 
158 Whalley Avenue 
New Haven, Conn. 


anchorage material, standard spacer and 
lift bar, front bumper, grille guard, tow 
cradle set, wheel blocks, rear tool box, 
%’’ x 4’ snag chain, %’’ x 15’ tow chain. 











ATTENTION AUTOMOBILE DEALERS 


For a safer auction, buy and sell your cars at the following 
Dealers’ Wholesale Auctions: 


Aptco Auto Auction 


MISCELLANEOUS 


FOR SALE—No, 27 Ownes cruiser, 27 feet 
long, 95 H.P., Flagship motor. 1948 
model, in water two years. Sleeps 4; 
stove, ice box, toilet. Out of water from 
Nov, to May each year. Cost $4,800-— 
price, $3,600. Like new, Jones Brothers 
Buick, Titusville, Pa, 


REWARD for present address of Robert 
T. Haney, formerly of Colorado Springs 


Colo. M. A. Molitor, 1746 Stout, Denver, 
Colo. 


NEW IMPROVED MODEL 
Automatic {i} BraKinGs 


Complete with Controlled seonuet $54“ 
Guide Cables & Brake Hook-Up 


~~ DEAL 5::::: Sem 
Protecto Covers $6.95 
Tailor Made, lots of 6 $5.95 
Carrying Bag . . $1.00 


RED ARROW — PILOT 
FULTON — VELVAC 


WE STOCK PARTS 
QUICK-TOW, — %|\7* 
to-Bumper Tow Bar . . 


Tow Bar Sales Company 
Exclusive Factory Distributors 





“aT 


Army 
Surplus 





AN 3-8888 MU 4-840! 
DE 2-0700 Nites! 10 3.8373 
4 $O CLINTON ST., CHICAGO 6, ILL. 


Denver: KE 2323 — Los Angeles: Oi 9782 













Evansville Auto Auction 


Priced at only $2,450. Call Ray Schwing Tim Anspach Auto Auction 

Gate Sohn Babe Bislooag’ fash, 2358 Albany, New York Detroit, we Evansville, Indiana 

Saaee = aan thee _ Auction every Monday Auction every Wednesday Auction every Thursday 
_ Decatur Auto Auction Lapiner Auto Auction Ken Schaefer Auto Auction 




























BUICK PARTS 


Decatur, Illinois 


FOR SALE—1947 Chevrolet wrecker, cab 
Auction every Monday 


over engine with power take-off; price 


$1,000, Will finance. Foss Motor Co., “WORLD'S LARGEST DEALER Montpelier Auto Auction Ricar Motor Sales 
Cee, Gee. F GEN " Montpelier, Ohio Chicago, lilinois 
B OVER ENGINE. Holmes oe caren vane Auction every Monday Auction every Wednesday 
eel “ter “niles $2,600. Fred Har- Wholesalers: We are Quantity Arena Auto Auction South Bend Auto Auction 
ris, Inc., 222 North Main St., Bowling Shippers of All General Motors’ Chicago, Illinois South Bend, neon 
Ohio. Auction every Tuesday Auction every Wednesday 
Green, Parts. . . . Same Day Service i 
On Mail Orders and Inauiri Fort Wayne Auto Auction Clarke Auto Auction 
quiries. Fort Wayne, Indiana Indianapolis, Indiana 


Auction every Tuesday 
Tri-City Auto Auction 

Moline, Illinois 

Auction every Tuesday 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 
























QUAN- FORD LIST OuR “EDGE OF THE LOOP” Seventh St. Auto Auction Leitch Auto Auction 
TITY PART NO. DESCRIPTION PRICE PRICE 1000 S. Wabash A Louisville, Kentucky Owosso, Michiga 
25 59D-1105 Front Hub & Brake Drum Assy. . Wabash Avenue Auction every Tuesday Auction every 
Pass. 37-39, %4-ton Truck 39-47 $19.00 $7.25 CHICAGO 5, ILL. 
280 18-4206 ee Sarg Case (RH) Pass. 32-48, 2 3s 
mmercia -4 . i ‘ 
GENUINE GM FENDERS — Brand new, 
15 B-4209A Ring and Pinion Geer ‘Pass. & Com. 28-32 19.00 7.25 original factory packed, prime coated in 
4,000 I1GA-6781 Engine Oil Pan Gasket Sets black, U. 8. government surplus. 114 
é-cyl. Pass. & Truck, 41-47 . : 80 13 each Chevrolet truck, fronts, 1942-1946, 
290 51-7050 Transmission Main Drive Gear Bearing o. 4, $7 each. 19 ‘each—Olds- 
Retainer, 1'/2-ton Trucks, 35-47 2.75 20 mobile, fronts, 1942, No, 417250-1, $9 
1.600 38-7140 % o-_ R Idler Shaft each. Immediate shipment. F.O. B. 
f = ansmission Reverse er Shaft, 1.55 35 Northeastern Trading Co., 428 E. 25th 
Trucks, 29-47 . 5 . St., New York 10, N. ¥. MUrray Hill 
300 18-10005 Generator Armature, 3 Brush, 9-7169-70, 
Pass, 32-38, Truck 32-36 .. 9.00 3.45 FOUR-DOOR SEDAN BODY complete with 
60 51C-18080 Rear Shock Absorber (RH) Comi. 42-48 9.50 4.50 a for ~ anaes Dotee sedan. 
a : a ghtly damaged on left front corner. 
600 11 W-18662 Oil Filter Cartridge COE Trucks, 38-47 2.25 57 First come. first served. John P. Hughes 
35 51-C-1808! Rear Shock Absorber (LH) Coml., 42-48 . 9.50 4.50 Motor Co., Box 898, Lynchburg, Va. 
Dial 2-4511. 





PARTS FOR SALE. Front fenders Plym- 
outh '41-'42; Chrysler '46-'48. Sixes only. 
M. W. Hertel Co., Olivia, Minn. 


NEW LINES WANTED 
ATTENTION: Mr. Manufacturer. Experi- 
enced sales force specializing on sales to 
new car dealers, Chicago territory. Want 
one or more lines which require special- 
ized effort. Box 4001, c/o Automotive 
News, Detroit 26. 
TRUCK EQUIPMENT WANTED 
WILL PAY CASH for good used wrecker 
equipment. Harold C. Howard, Inc., 
Dallas, Texas. 
SHOP EQUIPMENT FOR SALE 


ATTENTION CHRYSLER DEALERS!!! 







office operation. 











top automobile manufacturers. 
the specific experience qualifications. 








marital status. 


Auction 


confidence. 





Mfg. Co., 1815 Trombly, Detroit, or your 
MoPar field man. Write for circular. 
FOR SALE. Westinghouse D.C. generator, 
150 amp., 200 volt, complete with U. D 
14 International Diesel motor, 10 V. belt 







85° t 90° Sold to Good drive. Priced right. Also other mining 
° oO oO Solid Buyers equipment. Call or write Albert Shu- 
maker, Jasper, Ala. Day phone 44; 





night phone 338. 

FOR SALE. One new Brunner auto turn- 
table. List price $498.50. Will sell for 
$300 cash f.o.b. Fairmont. Wilson Sales 
Company, Fairmont, W. Va. 

SHOP EQUIPMENT WANTED 

ONE 2-POST HOIST; one front-end ma- 





. Your Wise Choice Is 










chine; lubrication equipment. We need 
modern equipment. What have you? 
Ruttan Ford Sales, 532-4 North Water 
St., Kent, Ohio. 


ANTIQUE CAR FOR SALE 
TRULY REMARKABLE CAR. Packard 


V-12, model 1507, convertible coupe 
Perfect mechanical condition, paint and WEP. ca scccereesoecsesesevecscesece 
top like new, Has four new U. 8. Royal 


master whitewall tires, and two excellent 
spares. Priced at $2,500 F.O.B. Knox- 
ville, Tenn, P.O. Box 1375. 

















Mason City, lowa 
Auction every Wednesday 


Auction every Wednesday 


Maney Auto Auction 
Murfreesboro, Tenn. 
Auction every Thursday 


UNUSUAL OPPORTUNITY FOR 
AUTOMOBILE SALES EXECUTIVE 


On Sales Manager's Staff of 
Major Motor Car Manufacturer 


Major, long-established Detroit automobile manufacturer has attractive 
opening for highest type sales executive. 

Must have recent experience as automobile zone manager or man- 
ager of factory branch, and must be familiar with all phases of a zone 


The man who qualifies will receive attractive compensation and a 
responsible pusition on the sales manager's staff of one of the nation's 
Please do not answer uniess you meet 


Apply in writing, giving complete outline of experience, age and 
Enclose snap shot if possible. No interviews can be given 
in advance of this information, and your reply will be held in strictest 


Only a few left—order now. Approved Box 4003, 
parts control desks. Saves you $$$. Im- c/o Automotive News 
mediate delivery, $57.50 each. Sperber Detroit 26 


eee TS Oa Orerecwrecw e 


New Subscription Order: 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [_] or send bill (_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Indianapolis, Indiana 

Auction every Thursday 
H. C. Turney Auto Sales 

Akron, Ohio 

Auction every Thursday 
Dyer Auto Auction 

Dyer, Indiana 

Auction every Friday 
Amarillo Auto Auction 

Amarillo, Texas 

Auction every Friday 
Quincy Auto Auction 

Quincy, Illinois 

Auction every Friday 
Powers Auto Auction 

Bristol, Tennessee 


Teeredey Auction every Friday 


For better protection, these auctions are members of the 


National Auto Auction Protective Association, Inc. 
Executive Offices—Towanda, Ililinois - - - Elsie M. Martin, Sec.-Treas. 
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EXCESS SHOP EQUIPMENT? Re, Ce ausadeds Widakne wanes a Gmmaa Same Mis. ts scce | 

Why not sel/ that extra equipment now i Nenaadete ba ya ea here dad om eae een aes DORDD. <0 vs a ck sew eeus eau 1 

1254 ae ee i 
-5209 standing idle in your shop? snnne coe i 
An advertisement in this section is the A ° ’ 

answerl Car Dealer [) Truck Dealer [] Manefacturer [] | 

See rates at start of this section. Jobber [) insurance (1) Financial () Supplier | 

Ft. Wayne, ind AUTOMOTIVE NEWS Bi deta en 5 Se ae ae lin Ah i OR eS 
4-24-50 
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Spt a teeter tenga - 


Automotive Products Advertised in - 


The Progressive Farmer 
DURING THE LAST SIX MONTHS 


PASSENGER CARS 














Buick Dodge Plymouth 
Chevrolet Ford Pontiac 
Chrysler Oldsmobile Studebaker 
TRUCKS 
Chevrolet Ford Studebaker 
Dodge G.M.C. Willys ‘‘Jeep”’ 
International 
TIRES 
Firestone Tires Gillette Tires Goodyear Tires 
General Tires Goodrich Tires Natural Rubber Bureau 
PARTS AND ACCESSORIES 
A.C. Oil Filters Delco-Remy Ignition Systems 
A.C. Spark Plugs Ford Replacement Engines 
Alemite Lubricating Renleusant Fram Oil-Air-Fuel Filters 
Arvin Car Heaters Hastings Piston Rings 
Auto-Lite Batteries Prest-o-lite Batteries 
Auto-Lite Spark Plugs Sealed Power Piston Rings 
Bowes ‘‘Sealfast”’ Battery Cables Timken Roller Bearings 
Champion Spark Plugs Western Auto Supplies 
Cyclone Air Cleaners Willard Storage Batteries 
**Prestone”’ Anti-Freeze Wix Oil Filters 
MISCELLANEOUS 
Dixie Tallyho Fisher Bodies Harley-Davidson Motorcycles 


PETROLEUM PRODUCTS 





American Petroleum Institute Humble Oil & Refining Company 
Cities Service Oil Company Pennsylvania Grade 
Continental Oil Company Crude Oil Association 
Esso Standard Oil Company Sinclair Refining Company 
Ethyl Corporation Standard Oil Company (Kentucky) 
Gulf Oil Corporation The Texas Company 





THE SOUTH SUBSCRIBES TO THE PROGRESSIVE FARMER 










Sales-minded executives no longer use the expres- 
sion “DOWN South.” It’s “UP South” today! Just 
about everything is UP in the 14 Southern states. 


New passenger car registrations in the South were 
UP 45% in 1949 over 1948. The rest of the country 
gained 36.8%. 

New truck registrations in the South were UP 5,111 
in 1949 over 1948, as compared to a loss of 78,324 for 
the remainder of the U.S. 


The South’s annual cash farm income is UP! It has 
more than tripled since 1940. The yearly volume of ad- 
vertising in the South’s No. 1 magazine—The Pro- 
gressive Farmer—is UP! It has also more than tripled 
since 1940. 


In 1950, The Progressive Farmer continues to move 
UP, with a January-March gain of 13.5% in advertising 
revenue, as compared to the same period in 1949. 


































The Progressive Farmer’s January-March gain in 
advertising linage and revenue exceeds the total gain of all 
other monthly farm magazines combined. 


Automotive advertising is an important part of these 
great gains. Among all monthly farm magazines, The 
Progressive Farmer ranks FIRST in truck and tire 
linage and SECOND in passenger car linage for the 
first quarter of 1950. 


More Southern farm families read 
more automotive advertising in The 
Progressive Farmer than in any other 
publication. Are your sales UP South? 








Advertising Offices: 
BIRMINGHAM + RALEIGH » MEMPHIS 
DALLAS + NEW YORK + CHICAGO 


Pacific Coast: Edward §S. Townsend Co. 
Son Francisco Los Angeles 
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